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By Dean Ammer, 
Executive Editor 


IS PRICE FIXING a common practice 
in American industry? The newspaper 
reading public is beginning to think so. 
Industrial pricing has been almost as big 
news as the cold war recently. But 


despite the uproar, newsmen and Con- 
gressmen have yet to query one of the 
groups most intimately concerned with 
prices: the men who buy for industry. 
The whole price-fixing problem calls 
for more light than we’ve had in the 
daily press. This article is an attempt to 
analyze price-fixing from the purchasing 
point of view: its extent, the reasons 
behind it, and its effect on purchasing 
practice. The picture that emerges is 
different from the one the public has seen. 
(continued on page 70) 
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“The Gravity Kid” shows how 


YOU CAN STOP CONTAMINATION WITH THE HELP 
OF CONTOUR-WELDED STAINLESS TUBING 


In tubing, surfaces that are microscopically rough and 
ragged can cause contamination —simply because of the 
product becoming incrustated. Contour-welded tubing 
helps lick this problem because it’s smoother inside than 
any other tubing, welded or seam- 
less. 

This smooth surface is the 
result of Contour-welding, a 
patented* process that elimi- 
nates the weld bead. Unlike con- 
ventionally-welded tubing, it’s 
welded at the bottom. Gravity pulls 
the molten metal down so that the weld area corresponds 
to the inside contour of the tube. There’s no bulge on the 
inside surface. Even on the outside, the seam closely 
#U.S. Patent 2,716,692 


conforms to the tubing shape. 


In conventionally-welded tubing, gravity pulls the 
molten metal down into the tube, forming a bead that is 
difficult to remove by cold working. And cold working 
can lead to undercuts that become focal points for 
incrustation. 


Even seamless tubing isn’t as smooth as Contour- 
welded tubing. That’s because it’s extruded or pierced, 
whereas Contour-welded tubing is formed from uni- 
formly rolled strip steel. 


But see for yourself. Write today for our free 48-page 
manual, which describes sizes from 1/8” to 40” O.D., in 
stainless and high alloy steels, titanium, zirconium, 
zircalloy, and Hastelloy**. 


**Trademark Haynes Stellite Co 


TRENTWELD’ Stainless and High Alloy Tubing 


Trent Tube Company, a Subsidiary of Crucible Steel Company of America, General Offices and Mills: East Troy, Wisc.; Fullerton, Calif 
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Fa ot 


You can tell 


the SUG!F man 


by his complete line of bearings! 


Six modern plants back up your S{SF man and sizes for your immediate use. 


with high production of both ball and roller So, you always get prompt delivery from the 


bearings—in thousands of sizes and variations. tS man—of the bearings you need, in the 


And sixteen local warehouses—a nation-wide quantities you need. Ask him for details about 
network —stock big assortments of bearing types __ this complete line today. $901 


MOTION ENGINEERING 


Advanced ball and roller bearing technology 
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B:-Ws: 
NEW FITTINGS 
PLANT IS IN 


FULL OPERATION 











NOW YOU CAN REALLY 


SIMPLIFY YOUR PIPING PURCHASES 


The complete integration of B&W facilities...their ess piping package that is quality-controlled . . . 
steel mill and their tube mills with the new Welding —_— matched to end-use service. And you can get on-time 
Fittings plant can play an important part in re- deliveries of fittings, flanges and pipe made from 
ducing your piping purchase problems. Now you the specialized steels because B&W can control 
can get a complete process piping package .. . weld- scheduling from steel melt to shipment of the finished 
ing fittings, flange and tubular products from one product. The Babcock & Wilcox Company, Tubular 
dependable source. Now you can get a complete proc- Products Division, Fittings Plant, P. O. Box 230, 
Beaver Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 





TA1019 F TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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with men who know cutting tools...its MMORSE everytime 


sg 
ee *, 


ba Wiesatoe 


~ beeter- bets 
persue the most 


TRY MORSE...BUY MORSE 
SEE YOUR NEARBY MORSE; DISTRIBUTOR 


MORSE TWIST DRILL & MACHINE co. A Division of VAN NORMAN INDUSTRIES, INC. 


NEW BEDFORD, MASSACHUSETTS | war 


WAREHOUSES IN: NEW YORK #« CHICAGO + DETROIT « DALLAS SAN FRANCISCO 
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PURCHASING AGENTS... 





Plenty ...in any currency. That’s why purchasing agents are using Emery Air Freight to maintain 
“hot list” parts and materials in adequate supply while keeping inventories at a cost-saving mini- 


mum. Emery gives same day or overnight delivery anywhere in the nation. Emery now enables 


you to go far and wide for new suppliers, to shop for the best at minimum cost. Plan now to take 
advantage of the speed and reliability of Emery by specifying “Ship Emery Air” on shipments from 
your vendors. To find out how much faster Emery can deliver your purchase order from anywhere 


in the country, call your local Emery man, or write... 


)EMERY AIR FREIGHT — 


801 Second Avenue, New York 17, New York Offices in all principal cities. 
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Purchasing and Price Fixing 


P.A.’s have been more effective in preventing price fixing 
than they’ve been given credit for. When suppliers won't 
cut prices, buyers get other concessions. 


Washington Cracks Down on Price Fixers 


Bob Kennedy is trying to beat the Eisenhower record on 
anti-trust convictions and hopes to get help from P.A.’s. 


How P.A.’s Handle MRO 


Every company buys MRO but not every company gives it 
the attention it deserves as Pesco Products does. 


How to Read Faster and Better 


Chances are you’re using but 20% of your reading capacity. 
An expert tells you how to boost it. 


Forms Forum 


Well designed forms permit the purchasing department of 
the University of Illinois to do its job with a minimum of 
lost motion and delay. 


A Speedier Way to Process Purchase Orders 


Punched-tape and semi-automatic typing of purchase or- 
ders not only cut costs, they also improve performance. 


Recent Decisions in Purchase Law 
The law changes every time a court makes a decision or 
legislation is enacted. Here are some recent changes that 
are of special interest to P.A.’s. 


Business News Analysis 


Pulse of Business 
Straws in the Trade Wind 
The Trend of Prices 


Washington Report 
International Report 
Purchasing Follow Up 


Regular Features 


Information for Your Catalog Files 
Letters to the Editor Office Equipment and Supplies 
Purchasing People Association News 
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Calendar of Coming Events Suppliers 

Purchasing Pointers Employment Service 
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Products and Ideas 
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When so much literally hangs on a bolted connection— 
as in this swing—the importance of a single nut becomes 
dramatically clear: If the nut lets go, tragedy! 

In a sense the same is equally true of complex and 
costly products like farm equipment, washing machines, 
computers—or any other product you make that is sub- 
ject to vibration when it is operating. 

If your customers can’t count on critical connections 
staying tight under punishing field conditions—and, even 
should the actual damage be slight—if they’re faced with 
failure and expensive downtime because a nut lets go 
—you've had it when it comes to reorders! 

The moral is clear. You simply can’t afford to have 
your product’s reputation for reliability ruined by fasten- 
ers that can’t be relied on. 


When fastenings fail... 
it may 


be your product's 
reputation 


aes big tg soho SaSss e545" 
that 


ett 4. 


suffers most 


For more than 20 years, many of America’s top manu- 
facturers have relied on Elastic Stop® nuts to protect 
their product’s reputations. They’ve learned that Elastic 
Stop nuts with their exclusive nylon locking inserts 
simply will not work loose! Not under the toughest im- 
pact, shock or vibration! Never! They stay put to give 
your product low cost insurance against fastener failure 
—the kind of insurance you can’t afford to be without! 

When you remember that reorders are written in your 
customers’ maintenance records, you'll want to see how 
these leading companies protect the good name of their 
products with Elastic Stop nuts. Write for our interesting 
Bulletin No. 5901 Dept. $46-615, Elastic Stop Nut Cor- 
poration of America, 2330 Vauxhall Road, Union, New 
Jersey. 


for the rng g of relrability 
ELASTIC STOP NUT CORPORATION OF AMERICA 
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Disturbing Factors 
In Business Recovery 


Nondurables Comeback 
Stronger Than Durables’ 


The Federal Reserve Board's 
Industrial Production Index ad- 
vanced three points in April to 
105. This marks the first increase 
in the indicator of factory output 
since July 1960. 
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Pulse of Business 


5 usiness is staging a vigorous recovery. This was the opinion 
expressed recently by leading economists at the annual meeting of 
the National Industrial Conference Board in New York last month. 
There are, however, some disturbing factors that can hold back 
expansion of industrial capacity and full employment for an in- 
definite period. 

Industrial production in April rose to 105% of the 1957 average, 
a gain of almost 3% over March and only 514% under the peak 
reached in 1960. Thus recovery is almost at the halfway point. 
The all-time high of the Industrial Production Index was 111— 
notched in January 1960. 





Despite the gain in total industrial production, the durable goods 
sector has not come back as strongly as the nondurable component. 
Manufactured durables are still seven percentage points under the 
April 1960 figure. But manufactured nondurables are at the same 
level as they were last year. 

A further breakdown in the durable goods sector reveals that 
for primary metals April production was still 18% under last 
April's level. However, it was 12% ahead of the low point reached 
in December. 





The results for fabricated metal are a little better. Production 
was only six percentage points under last April and was also two 
points higher than the lows which were registered in February 
and March of this year. 

A good recovery was achieved in machinery output from the 
lows of the first quarter. The rate of production is within 3% of 
last year’s high and is actually better than the average for the 
whole of 1959. 








Motor vehicle and parts production continues to show weakness 
compared to a year ago. It is currently running 13% less than the 
April 1960 level. 

Will the durable goods picture improve as the year progresses? 
If automobile sales continue to hold up in June, July, and August, 





Industrial Production Index 


Fed. Res. Index 1957100 
for seasonal variation) 





TROUBLE 
SHOOTER 


assigned 10 
Industrial maintenance 


Abilene, Texas 

Carpenter Bearing 

Albuquerque, New Mexico 

Montezuma Bearing 
Alexandria, Virginia 

Speciaities, inc. 





Keystone hoe & ~ 
Amaritio, Texas 
Capitol Bearing Service 
Anchorage, Alaska 
Bearing Eng. & Supply Co. 
Austin, Texas ‘ 
Capitol Bearing Service 
Baton Rouge, Louisiana 
Louisiana Bearings 
Beaumont, Texas 
Behring's, Inc. 
Billings, Montana 
Bearings Supply 
Boise, Idaho 
Western Bearing 
Boston, Massachusetts 
Bearings Specialty 
Bridgeport, Connecticut 
Bobker Bearings 
Butfalo, New York 
Bulfalo Bearings 

edar Rapids, lowa 
lowa Bearings Co. 
Charlotte, North Carolina 
wane Bearings 





Volunteer Bearings 


associated for 


Chicago, Illinois 
Genera! Bearings 
Clifton, New Jersey 
Bobker Bearings 
Corpus Christi, Texas 
Stewart Dean Bearing 
Dallas, Texas 
Bearing Chain é Suppl y 
Coastai Plains, 
Davenport, ea 
lowa Bearing 

enver, Colorado 
Allen Bearings Supply 
Des Moines, lowa 
lowa Bearing 
Duluth, Minnesota 
Minnesota Bearing 
Detroit, Michigan 
Michigan Bearing 
El Dorado, Arkansas 
Coastal Plains Supply 
Eureka, California 
Bearings & Trans. Prod. 
Fairbanks, Alaska 
Bearing Eng. & Supply Co. 
Fargo, North Dakota 
Western Bearing & Supply 
Flagstaff, Arizona 
Semon Ind. & Welding Supply 
Giendale, Arizona 
Semon Industrial Supply 
Grand Junction, Colorado 


Bearing & Power Transmission Co, 


Grand Rapids, Michigan 
Michigan Bearing 


Green Bay, Wisconsin 
Libert Bearing 
oning, yee ma 
Mi nne 
Highland rao in Jersey 
Bobker Bearir 
Houston, Texas 
ehring’s Bearings Service 
Indianapolis, indiana 
Hoosier B o & Trans. 
Jersey City, New Jersey 
obker Bearing 
Kansas City, “Missour 
aring U utors 
Kearney, Nebraska 
Pre n Bearing & Trans, Co, 
Lake Charles, Louisiana 
ehring’s Bearings 
Lakeland, Florida 
Miller Bearings 
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A thoroughly 


reliable source of supply 


for 


bearings and other vital power transmission 


equipment is your best defense against pro- 


duction 


member of 


breakdowns. A 


the 


thoroughly 


ASSOCIATION 


reliable 


OF BEARING 


SPECIALISTS will help you to avoid trouble... 


and he is invaluable to you when unforeseen 


emergencies 


occur! 


Through 


association 


member every conceivable replacement bear- 


ing is available to you immediately. 


His 


qualified sales engineers can provide the tech- 


nical advice needed to keep production rolling. 


Insure yourself against 


mission breakdowns . 


member of ABS today! 


YOUR BEARING SPECIALIST. 








Little Rock, Arkansas 

Allied-Arkansas Bearing 

Long Island City, New York 

Bobker Bearings 

Los Angeles, California 

General Bearings 

Louisville, Kentucky 

Bearings, Inc. 

Lubbock, Texas 

Bearing Specialists 
Midland, Texas 

Carpenter Bearing 

Milwaukee, Wisconsin 

Bearings. Inc. me 


* 





Minnesota Bearing 

Monroe, Louisiana 

Monroe Bearing & Supply 
New Orleans, Louisiana 
Industrial Bearing 

New Orleans Belting & Bearing 


costly power 


trans- 


. contact your nearby 





j 
BE | 
to industry 


New York, New York 
Bobker Bearings 

Newark, New Jersey 
Bobker Bearings 
Oakland, California 
Bearing industries 
Odessa, Tex 

Carpenter Bearing 

Okish City, Oklah 
Fleck Bearing 

Omaha, Nebraska 
Precision Bearing é Trans. 
Orlando, Florida 

Miller Bearings 

Phoenix, Arizona 

Semon Bearing & Supply 
Pittsburgh, Pennsylvania 


Bearing ervice 
ttefleld 





46. 





Bearing Cistributors 
Pocatello, Idaho 
Western Bearings 
Port Arthur, Texas 
Behring’s, Inc. 
Portiand, Oregon 
McGuire Bearing Co. 
Saginaw, Michigan 
Michigan Bearing 
St. Louis, Miss 


our 
Bearings-Beltings & Leaty Co. 


St. Paul, Minnesota 
Minnesota Bearing 
Salt Lake City, Utah 
Bearing Eng. & Sales 
San Antonio, Texas 
Capitol Bearing 
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San Francisco, California 
Bearing Industries, Inc. 
Santa Clara, California 
Bearing Industries, Inc. 
Seattle, Washington 
Bearing Eng. & Supply Co. 
Shreveport, Louisiana 
Bearing & Trans. Co. 

Sioux Falis, South Dakota 
Western Bearing & Supply 
Spartanburg, South Carolina 
White Bearing 

Spokane, Washington 
Empire Bearing 

Tampa, Florida 

Miller ee 

Toledo, Oh 

Binkelman Bearings 
Trenton, New Jersey 
Trenton Bearings 

Troy, New York 

Bearing Distributors 
Tucson, Arizona 

Semon Bearing & Ind. Supply 
Twin Falls, idaho 

Western —" 

Tyler, Tex 

Bearing, Chain & Supply 
Westbury, New York 
Bobker Bearings 

Wichita, Kansas 

B-R-C Bearing 
Wilkes-Barre, Pennsylvania 
Keystone Bearing & Supply 





there is promise for a further lift. It appears, 
however, that capital spending prospects are 
not too bullish—which could put a damper on 
durable goods recovery. 





For example, the Philadelphia Federal Re- 
serve Bank reports that the spring survey of 
capital goods spending in its district has 
brought little to cheer about. 

Manufacturers in the Philadelphia area, for 
instance, have indicated that they still plan to 
cut back capital expenditures this year by an 
average of 20% compared with 1960. There 
has been some shifting in plans of specific in- 
dustries but the overall results show no mate- 
rial change from survey results last fall which 
first indicated the 20° decline. 








. In the Trenton, Wilmington, and Lehigh Val- 

ley areas, the capital spending reports were 
more encouraging, according to the Philadel- 
phia Bank. Manufacturers indicated only small 
downward revisions. 

If total capital spending, one of the compo- 
nents of gross national product, does not make 
a vigorous recovery this year, a rise in the 
GNP will depend on other factors. A strong 
component is personal consumption expendi- 
tures, where further gains can be expected— 
chiefly because consumer income is growing. 











Total personal income in April rose to an an- 
nual rate of $410.3 billion, buoyed mainly by a 
rise in wages and salaries, and the continued 
improvement in farm income. During the 
month, wages and salaries stood at an annual 
rate of $274.3 billion, up $2.2 billion from 
March. 

In the first quarter of 1961, seasonally- 
adjusted farm income rose to an annual rate 
of $13 billion, the fourth straight quarter in 
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American Iron & Steel Institute 


W Dodo. ar 
F.W Dodge Corp 
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(adjusted for seasonal variation) 
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Case History No. 111 A Southern Steel Manufacturing Plant 


“GREEN GIANT 
GLOVES BY RIEGEL 
LAST 50% LONGER 
... END DANGEROUS 
WORK HABITS” 





Here Are The Facts! 


COMPANY: A Southern Steel Manufacturing Plant 


GLOVE PREVIOUSLY USED: Competitor’s 24-oz. 
Hot Mill 


GLOVE NOW USED: Riegel Green Giant Hot Mill 43121F 
(band top) and 43741F (Gauntlet), both 

with one-piece-woven 18-oz. top layer plus extra 

6-oz. protective layer. 


SAFER at LESS COST: “To save money, men used 
former glove with holes worn in top layer... holes 
that snagged or let in hot chips. Green Giant’s 
heavier top layer ended this bad habit, gave 50% 
more wear at less cost.” 


i val 
COMFORT: “Men prefer the easy-to-get-off fit and soft Write for wi vable 


flexibility, plus extra heat protection, of Green Giant.” FREE GLOVE equ} )) 3 


Here is another saving made possible because 
Riegel Industrial Analysts fit the right glove to cede odes tnealammaiee 
the job. For help in reducing your glove cost, cre igapen tes dae ieatemmmenlis: occa. 
call or write Riegel today. case histories, and more. 


‘Riegel 
Glove Div.e RIEGEL TEXTILE CORP. « Conover, N. C. 


SALES OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 


A wealth of information: styles, 
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Pulse of Business 


which farm income increased. First quarter 
farm income was 23% over the level of the cor- 
responding quarter last year. 

This improvement in farm income, which 
moved counter to other segments of the econ- 
omy during the recent downtrend, is a good 
sign for the producers and distributors of agri- 
cultural machinery. According to the Federal 
Reserve Bank of Cleveland, the current level of 
farm income is expected to be maintained Dept. of Commerce 
throughout 1961. If this turns out to be the adjusted for seasonal variation 
case, farm income as a whole will rise 8° in 
1961 from 1960. 

The largest source of farm income comes 
from the sale of meat animals. Cattle and hog 
prices will probably show unusual stability dur- 
ing the year, even though cattle slaughter is 
expected to be above the 1960 level. 

Milk production this year may also be of 
record proportions. The factors favoring such 
a development are the low cost of feed con- 
centrates used by dairymen, the upward trend 
in milk production per cow, and the recent 
increase in government price supports. 

‘ . ° ‘ Assn. of American Railroads 

rhe improvement in consumer income will 
naturally be felt in retail sales. So far this 
year, sales are about holding even, compared 
with the corresponding period of a vear ago. 

The gains achieved in March were offset by 
losses in April, but volume for the two months 
this year was slightly ahead of 1960. For 1961, 
retail sales will probably gain about 4°7 over 
last year. 














This figure, however, may be difficult to 
attain in the face of lower automobile sales. 
Prices have been sagging on used cars. A 
factor in this development is the rising popu- 
larity of the compact cars which can often be 
bought for almost the same price as a standard 
size used car. 


FINANCE 


750 





ones Industrial Average 





controlled microstructure 
eliminates extra finishing 


High production items like these wrench sockets require 
steel of uniform chemistry, structure and hardness. SNAP- 
ON TOOLS CORPORATION specifies Aristoloy 8630. They 
report that uniform quality and predictable machinability 
mean less down-time for tool changes and the elimination 
of extra finishing operations. 


Aristoloy e/ectric furnace steels are no accident. They 
result from controlled melting of selected scrap, careful 
rolling, and precise heat treating. Bars and billets produced 
are of controlled hardness and microstructure. 


Call your local Copperweld representative for complete infor- 
mation—or write for PRODUCTS and FACILITIES CATALOG. 


f IV 1031@) ke) 4 BE DIVISION OF 
BS srece comrany. 


ARISTOLOY STEEL DIVISION 5 4029 Mahoning Ave., Warren, Ohio » EXPORT: Copperweld Steel International Co., 225 Broadway, New York 7, N. Y. 
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Straws in the 
Trade Wind 


> EMPHASIS ON LIGHT GAGE STEEL — 
A whopping 71% of the 71 million tons of fin- 
ished steel shipped from mills last year was 
light gage steel products. The remainder in- 
cluded plates, structural shapes, rails, and pipe. 
Light gage products—such as sheets and strip, 
tin mill products, wire, bars, and tubing—have 
been growing rapidly and are used in the pro- 
duction of automobiles, kitchen equipment, and 
other consumer goods. 


> FREIGHT CAR ORDERS RISE—Orders 
for new freight cars in April were 2040, com- 
pared with 1796 in March and 5540 in April 
1960, says the Association of American Rail- 
roads and the American Railway Car Institute. 
Deliveries totaled 2933, compared with 3874 in 
March and 5569 in April 1960. 


& INFORMATION ON GERMAN SUPPLI- 
ERS—Purchasing agents interested in lining 
up German vendors will be interested in the 
1961-62 edition of BDI-Germany Supplies. It 
lists suppliers of 70,000 types of goods and 
equipment under 42 trade headings. Indexes 
and trade headings are printed in English, Ger- 
man, French and Spanish. The directory costs 
$12 and is available from Overseas Post, 136 
Liberty St., New York 6, N.Y. 





For the P.A.’s Hot File... 


Some lawyers warn that the sale and 
leaseback of machinery, industrial equip- 
ment, or cars might—in certain circum- 
stances—be considered a direct loan. In 
this case, the transaction could come 
under the usury laws of various states. 
A recent decision of the Second Circuit 
U.S. Court of Appeals ruled such a trans- 
action “amounted to a loan even though 
the parties talked in terms of lease and 
rental.” 
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Pulse of Business 


> NEW TRAFFIC DICTIONARY—Roadway 
Express, Inc., has published a new edition of 
its popular “Shipper’s Dictionary,” which in- 
cludes a glossary of traffic abbreviations and 
terms. The original dictionary, published three 
years ago, contained over 350 definitions and 
was widely distributed. A limited supply of 
the new edition is available for P.A.’s from the 
traffic department of Roadway Express, Akron, 
Ohio. 


> SQUARE TUBING ECONOMY—tThe Mar- 
tin Company reports that square tubing has 
proved more economical than round tubing in 
certain structural assembly applications. Dur- 
ing the assembly, two basic weld joints are 
made. Since the tubes are flat on all sides, there 
is no need to machine or modify the shapes of 
the tubes when welding one tube directly to the 
side of another. 


> SEE THIRD QUARTER ADVANCE — 
Sixty-seven percent of the executives surveyed 
by Dun & Bradstreet expect their companies’ 
sales to be higher in the third quarter of 1961 
than they were a year earlier. More than half 
also expect profits to increase. However they 
expect to reach higher sales levels without 
building inventories—since the percentage an- 
ticipating sales gains is three times as large 
as those expecting stocks to be higher. 


& BUSINESS FAILURES DECLINE—Fol- 
lowing a four-month rise, business failures 
dropped 10% between March and April, says 
Dun & Bradstreet. Dollar liabilities fell almost 
a third to $86.1 million—the lowest volume in 
three months. Nevertheless, the number of 
failing concerns still was 5% above the year- 
ago level. 


®> MORE PROFIT IN PURCHASING — Sag- 
ging profit margins are creating bigger oppor- 
tunities for value buying. A few years ago, $1 
saved in purchasing was the equivalent of $11 
in sales; now it’s about $14. Reason: profit 
margins of the average manufacturing corpo- 
ration have dropped from about 9% of sales to 
just over 7%. So now it takes $14 worth of 
sales to earn $1—instead of $11. But $1 saved 
in purchasing still boosts profits by exactly $1 
just as it always has. 
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FOR EXAMPLE: Schrader Flow Control Valves—a 
unique combination of a poppet by-pass valve and a 
large “cone seat” metering valve provides full air flow 
in one direction and carefully controlled flow in the 
other. (A) Body of cast brass. (B) Compact plunger 
assembly replaceable in one unit. (C) “O” ring seal 
for surest airtight performance. (D) Extra-fine screw 
thread adjustment for vernier-like setting and sturdy 
lock-nut to hold adjustment even under rough treat- 
ment. 


FULL LINE OF QUALITY AIR CIRCUIT COMPONENTS - 


ANOTHER EXAMPLE: Solenoid-operated 3-way Valves 
by Schrader permit electric control of air power and 
make possible new versatility and compactness in auto- 
mation and machine design. Typical feature .. . by 
shifting pilot chamber head 90° a normally-open type 
may be changed to normally-closed, and vice versa. 
This poppet type valve, has a self-cleaning seat and 
provides full air flow assuring optimum characteristics 
for cyclic operations. Available in five pipe sizes from 
%y” to 1”. 


OFF-THE-SHELF SERVICE AND INFORMATION FROM YOUR 


NEARBY DISTRIBUTOR + STAFFED WITH AIR CIRCUIT EXPERTS »- CONSULT YELLOW PAGES OR WRITE FOR HIS ADDRESS 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Co., Inc. 
473 Vanderbilt Ave., Brooklyn 38, N. Y. 


o division of SCOVILLE | "QUALITY AIR CONTROL PRODUCTS 
—— 
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> PAPERBOARD ORDERS INCREASE 
Production can’t rise until industry buys the 
paperboard in which it packages its products. 
For this reason, paperboard production is a 
critical business barometer. Production has 
been rising every month this year and mills 
are moving toward near capacity output. 


& YOU AUTO BUY NOW—tThere’s been a 
slight weakening in consumer desire to buy 
new cars, according to the latest quarterly sur- 
vey by the Federal Reserve Board. In inter- 
views with 17,000 families in April, 3.1% of 
the families said they plan to buy a new car 
within six months, compared with 3.3% in 
April 1960. In January 1961, 3.5% noted their 
intention to buy—but potential new car buyers 
are usually fewer in April than in January. 


& BIGGEST BUYER BUYS MORE—The big- 
gest fleet owner of all is the federal govern- 
ment which operates 213,036 vehicles, the Gen- 
eral Services Administration reports. Its car 
ownership is up 18.4% in the last five years. 
Operating costs are up too; they currently 
average 11.32¢ per mile for all vehicles com- 
bined—cars, trucks, buses, ete. 
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Pulse of Business 
Straws in the Trade Wind 


> UPTURN IN MATERIALS HANDLING 
— Sales of materials handling equipment 
spurted ahead 19.7% in a single month. 
They’re now above their year-ago levels for 
the first time in months. The Materials Han- 
dling Institute believes the upturn in the in- 
dustry’s sales foreshadows a general upturn 
in business. It may also reflect continued con- 
cern with high labor costs. 


> RUBBER STOCKPILE SALES—Sales of 
crude natural rubber from the national stock- 
pile totaled 4361 tons last month. Delivery of 
this rubber from government warehouses is 
scheduled through July, reports the General 
Services Administration. In the last 19 months, 
more than 107,000 tons have been sold from 
the stockpile. 


> URGE REVISION OF STATISTICS—Top 
priority should be given to the revision of the 
Wholesale Price Index and the Consumer Price 
Index, says the U.S. Chamber of Commerce. It 
says that “Their improvement is essential if 
we are to arrive at a true picture of our na- 
tional economic growth, the rate of increase 
in manhour productivity, and the inflationary 
forces in our economy.” 


In buying steel or other raw materials, “it is well to 
keep in mind this simple equation: purchase price plus 
the cost of possession equals the cost ready for use.” 
So says Thomas Z. Hayward, senior vice president of 
Joseph T. Ryerson & Son, Inc. The two most important 
costs of possession, Mr. Hayward says, are the cost of 
capiial and the cost of operation. He notes that “you 
[should] make a careful study of your purchases so 
that you can do the very best possible job for your 
companies by focusing attention on cost rather than 
on price—and by purchasing from the source which 
results in the lowest cost ... regardless of whether it 
be mill or service center.” The steel service center 
executive also declares that “when all cost factors are 
considered, the real cost for some of the steel pur- 
chased against anticipated future use may be any- 
where from 15% to 40% above the invoice price.” 


eeeeeeeeeeeoeeseeoeeeoeeeeseeeeeeeeeeeeseeeeseeeeeeeeeeee 
Thomas Z. Hayward 


JUNE 5, 1961 15 





THERE'S MUSCLE IN AETNA ROLLER BEARINGS Aetna roller bearings 
offer an increased load capacity of more than 25%* over conventional 
roller bearings. This extra muscle is created by Aetna’s exclusive True 
Crowned roller design. In this design, ordinary high stress points are 
eliminated, and the load is distributed across the full length of the roller 
for greater efficiency. True Crowning is an example of our advanced 
technology, which consistently provides you with more dependable bear- 
ing performance. Aetna roller bearings are available in a wide range of 
self-contained, pure radial, standard designs, and in many specials of 
both pure radial and pure thrust design. For details call your Aetna 


representative listed in your classified directory, or write for General 
Catalog and Engineering Manual. 


*Determined by AFBMA formula 
AETNA BALL AND ROLLER BEARING COMPANY} 4600 SCHUBERT Ave. 
DIVISION OF PARKERSBURG-AETNA CORPORATION CHICAGO 339, ILL. 3 


ANTI-FRICTION SUPPLIERS TO LEADING ORIGINAL EQUIPMENT MANUFACTURERS SINCE 1916 
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Pulse of Business 


The Trend of Prices 


® Nonferrous Metal Markets Wholesale Commodity Prices 
Becoming More Active 160 METALS AND METAL PRODUCTS 
) ee 
® Copper Demand Stays Firm 140 STRUCTURAL PRODUCTS 


Despite Price Advances 130 


120 


110 
Tue NONFERROUS metal markets have 100 rages PROSUCTS 
become more active in recent weeks. Price 
90 
changes, both up and down, have spurred many 
purchasing agents to reappraise their current 80 } Bureau of Labor Statistics 1947-49=100 
inventory levels. Le rarer TNT TITERS AOTOAMOV' ATONE MH 
Here’s how the situation shapes up in a few 
major nonferrous metals: 











ALL GOMMODITIES 























Copper: There’s been no noticeable letup in 
demand for copper after the recent strengthen- 
ing of prices. In fact, there is a chance of still 
further advances as quotations in London con- 
tinue to exceed U.S. prices. 

According to Clyde E. Weed, chairman of 
Anaconda Co., “current price ranges for copper 
will probably at least hold their present levels 
in 1961.” He says that “demand for fabricated 
products is rapidly improving” and called the 
long-range outlook for copper “favorable.” 

In the latest monthly tabulation by the Cop- 
per Institute, shipments of refined copper to 
American P.A.’s rose 13,457 tons to 125,663 
tons. This was the best month since April 1960, 
when shipments totaled 129,663 tons. 


























Secondary Aluminum 





Tin: Tin prices should level off soon. With 
the price now above $1.10 a pound, the United 
States and Canada may start selling their 
7000-ton reserve from the stockpiles. 

Shipments of tin metal ingots from Malaya 
during the first half of last month registered 
a sharp recovery from the previous month. 
They totalled 3088 tons, compared with 2582 
tons in the first half of April. 
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BACK IN FULL PRODUCTION... 


thanks to Enjay Technical Service 


Recently, a major producer of alkyl 
phenol was forced to halt production 
due to an unknown “catalyst poison.” 
Enjay, the supplier of one of the raw 
materials, was asked to help assist 
this company’s technical people in find- 
ing a quick solution to the problem. 
Using a combination of modern lab- 
oratory instruments and advaneed 


organic chemical analyses, the poison 
was identified as phenol ether, trace- 
able to a leak in the heat exchange 
unit. The plant was quickly able to 
repair the heat exchanger and resume 
full production. 

Enjay Technical Service is availa- 
ble to help customers solve production, 
application and development problems 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 
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For More Facts Write 


on a wide range of products. If 
we can be of service to you, write 
to Enjay, 15 West 51st Street, 
New York 19, New York. 


CHEMICALS 
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Pulse of Business 


More on Price Trends 


Zinc: Because of slow demand and wide- 
spread negotiated discounts, two grades of zinc 
were officially marked down a half-cent-a-pound 
last month. However, there was no change in 
the price of prime Western, due to the in- 
creased demand from steel mills for galvan- 
izing. 

Most of the orders for prime Western to be 
shipped this month are based on the average 
price for June. Last month, a large part of the 
ordering was done at the flat 11! cent-a-pound 
price. 


Lead: Lead buying has been on a relatively 
even keel recently. According to the latest 
monthly report of the Association of American 
Battery Manufacturers, shipments of automo- 
tive replacement batteries took a sharp drop. 
Deliveries declined 810,000 units to 1,450,000 
units during the month. If this drop is more 
than seasonal, demand for lead will weaken 
this month. 


Aluminum: Output of primary aluminum 
rose 7985 tons to 114,637 tons, according to the 
latest monthly report of the Aluminum Asso- 
ciation. During the month, the operating rate 
of the six producing companies in the alumi- 
num industry dropped about a point to 71.5% 
of capacity. 


Wholesale Prices: The Labor Department’s 
Wholesale Price Index dropped 0.5% in April 
to 119.4 (1947-49—100). The major influence 
was a general price decline in farm products 
and processed foods—continuing the downward 
movement of the previous month. 

Substantial seasonal price declines in fuels 
led the dip in non-agricultural prices. Machin- 
ery and paper products also decreased, 
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unlimited selection 
—-unequaled service on... 


CARBON STEEL—No one even ap- 
proaches the size and diversity of our 


stocks of hot rolled bars, plates, struc- 
S' ‘ a HO j & A f [ MIN i M turals. Published tolerances assure the 
industry's most exacting sawing, shear- 

ing and flame-cutting. 
MACI IN} UR Y At Ryerson you will find the broadest selection of steel 
and aluminum in all types and sizes—plus plastics and 


machinery. Thus, you’re assured of unbiased recom- 
mendations on material and metal-fabricating machines 
to speed production and reduce costs. 

And backing up the size and diversity of stocks are 
these important services: certified quality controls; ex- 
pert technical help; industry’s closest cutting tolerances; 
dependable, on-time delivery. 

Take a quick tour of Ryerson on these pages, then 
contact your Ryerson representative for details. 
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TUBING & CF BARS—Tubing: seam- 
less and welded mechanical; structural; 
hydraulic cylinder & fluid line; Ledloy’ 
170. Bars: shafting, machinery steel, 
accuracy and screw stock, including 
fast-machining Ledloy 375 and 300. 


ALUMINUM—Nation-wide service on 
Reynolds aluminum includes all mill 
products: sheets, plates, tubing and 
pipe; wire rod and bar; structural and 
extruded shapes; construction prod- 
ucts for buildings and highways. 


ALLOY STEEL—8-step certified quality 
program assures riskproof alloys— 
case-hardening, direct-hardening heat- 
treated alloys; leaded alloys, including 
fast-machining Rycut® steels; aircraft 
quality alloys; etc. 


SHEET & STRIP—More than 20 kinds 
of stock sizes—or we can cut sheets to 
your order with latest shears, slitters 
and cut-to-length lines for faster serv- 
ice. Also strip coils, etc. Call us for 
all your sheet and strip requirements. 


MACHINERY—More than 3800 types 
and models of metal-fabricating equip- 
ment for bending, braking, drilling, 
forming, hoisting, pressing, punching, 
rolling, sawing, shearing, threading 
and welding. 


STAINLESS STEEL—2351sizes,shapes, 
types and finishes in sheets, plates, 
bars, tubing, pipe and fittings, etc. All 
certified to meet ASTM, SAE, military, 
DuPont or GE specifications. Check 
in for fast stainless service. 


i* 
INDUSTRIAL PLASTICS—Ryertex- 
Omicron PVC pipe, tubing, sheet and 
rod conquer more than 281 corrosives. 
Also rigid Kralastic and flexible poly- 
ethylene pipe and Ryertex® laminated 
phenolic resin plastics. 


BE METALOGICAL—Al'! the plus values 
of our products and service add up to 
giving you “optimum value for every 
purchasing dollar. Whatever you need 
—steel, aluminum, plastics, machinery 
—be Metalogical, call Ryerson. 


This big friction saw bites through a 24” 
beam in less than 12 seconds. The accuracy 
of Ryerson cutting on all types of 
equipment is the closest in the industry. 


ee 


RYERSON =" 


JOSEPH T. RYERSON 4 SON, INC.. MEMBER OF THE g,; STEEL FAMILY 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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ARMOUR 


Lene Si _ ne 


CUT COSTS OF BRIGHT ANNEALING STAINLESS STEEL WIRE 


Why ammonia? “We found that dissoci- 
ated ammonia, derived from anhydrous ammo- 
nia, costs us $8.00 per hour less to use than 
bottled hydrogen,” says Ardelle Glaze, presi- 
dent of Fort Wayne Metals, Inc. “‘This saving 
is based on all costs—raw material, labor, stor- 
age space. And we get the same results from 
dissociated ammonia with dew points ranging 
downward from —55° F.” 

How much can you save? Based on average 
prices of both anhydrous ammonia and hydro- 
gen, each 1,000 cu. ft. of dissociated ammonia 
atmosphere saves about $10.00. Exact savings 
depend on local conditions and quantities used. 


Why Armour? Says Mr. Glaze: “Our criti- 
cal specifications demand high-purity ammonia, 
and we’ve always been well satisfied with the 
results from Armour ammonia. Armour tech- 
nicians helped engineer our first ammonia in- 
stallation and have assisted us when needed 
over a 15-year period. What’s more, they helped 
us install a new 10,000-gallon ammonia storage 
tank.” 


Call Armour for your ammonia needs—always 
tested to be at least 99.98% pure on delivery. Fast 
delivery—171 distribution points across the country. 
Backed by technical service, at no cost. Let your 
Armour ammonia representative help determine your 
potential savings. 


AMMONIA SALES 


Armour Industrial Chemical Company 


One of The Armour Chemical Industries 
110 North Wacker Drive 
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e Chicago 6, Illinois 
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Washington Report 





GNP May Hit $530 Billion 
By Fourth Quarter 


ry 

Top GOVERNMENT econo- 
mists are now talking in terms 
of a faster and sharper re- 
covery—with the gross national 
product moving up to a rate of 
between $525 and $530 billion 
by the end of this year. 

This higher range of figures 
conflicts with the forecasts by 
the Business Advisory Council 
of the Department of Com- 
merce. The Council has stated 
that the GNP would go from 
$499.8 billion in the first quar- 
ter of 1961 to $505 billion in 
the second, $515 billion in the 
third, and $520 billion in the 
fourth. 

BAC members are drawn 
from business and industry and 
meet periodically with officials 
of the Department of Com- 
merce to advise on the business 
community’s views on the econ- 


omy. The government forecast 
is compiled from views of various 
federal economists meeting in 
informal sessions with staff 
members of the President’s 
Council of Economic Advisers. 

These economists feel that 
business will move ahead dur- 
ing the second quarter. By mid- 
year, they say, the rate of GNP 
will be close to $510 billion. 
At the end of the third quarter, 
it is expected to reach $520 
billion, and at year-end the 
$525-$530 billion range is fore- 
cast. 


Note ‘Snowball Effect’ 


A factor in moving the econ- 
omy ahead faster is the higher 
rate of military procurement. 
Another is the improvement in 
shipments of primary metals. 

Beyond the physical move- 


Top officials of the high-level Business Advisory Council meet with Secretary of 
Commerce Luther Hodges to prepare forecasts on the nation’s economy. From 
left to right: L. F. McCollum, Roger Blough, Mr. Hodges, and F. R. Kappel. 
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ment of goods for production, 
the “snowball effect” of re- 
covery is expected to beef up 
the GNP. A considerable por- 
tion of such an increase would 
be as a result of inventory ac- 
cumulation. 

At the moment, there are no 
signs of inflation. Administra- 
tion economic advisers feel that 
wholesale price levels will con- 
tinue stable for the next six 
months to a year. 


Trying to Stop Inflation 


While business spokesmen— 
notably Richard Wagner of 
Borg-Warner Corporation, the 
new president of the USS. 
Chamber of Commerce—warn 
that government deficit spend- 
ing will lead to inflation, the 
Administration says there is 
enough slack across the board 
in the economy to keep prices 
from rising. 

The government conclusion is 
that idle plant capacity and 
large-scale unemployment dis- 
courage price increases. The 
Administration is particularly 
alert to nip any cycle of price 
increases that might develop 
during the early stages of eco- 
nomic recovery, on the premise 
that such a trend would rob 
the recovery of vigor. 

The Kennedy advisers are 
concerned with the broad range 
of products and services that 
make up two of the basic price 
indexes—the Wholesale Price 
Index and the Consumers Price 
Index. In’ general, wholesale 
prices tend to be more stable 
than consumer prices. 

Government advisers antici- 
pate a very substantial increase 
in productivity during the re- 
covery cycle. The productivity 
rise will come, they say, through 
increased efficiency in process- 
ing and manufacturing as the 
level of industrial output in- 
creases. 

This 


productivity improve- 
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For detailed information about 
who we are and what we make, 
write for ‘‘Pocket Guide to 
Springs and Other Things.’ 


Associated Spring Corporation General Offices: Bristol, Connecticut 


Wailace Barnes Division, Bristol, Conn. and Syracuse, N. Y. 
F. N. Manross and Sons Division, Bristol, Conn. 

Dunbar Brothers Division, Bristol, Conn. 

Wallace Barnes Steel Division, Bristol, Conn. 

Merchandise Division, Corry, Penna. 


For More Facts 
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Raymond Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 

Cleveland Sales Office, Cleveland, Ohio Gibson Division, Mattoon, Ill. 

Chicago Sales Office, Chicago 46, Ill. Milwaukee Division, Milwaukee, Wis. 

Ohio Division, Dayton, Ohio Seaboard Pacific Division, Gardena, Calif. 
Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. 


Write No. 167 on Information Card—Last Page 
PURCHASING 





Washington Report continued 





ment will be considerably above 
average. It should offset the ex- 
pected wage increases, which 
are continuing at roughly the 
same pace as last year. 

The Administration has high 
hopes that the President’s Ad- 
visory Committee on Labor- 
Management Policy might offer 
some solution to the problem of 
wage-price spirals that have 
tended to accelerate during 
boom periods. 


Hope to Offset Costs 


These wage increases con- 
tinued during the three post- 
Korean War recessions. While 
price increases were held in 
abeyance during the recession 
periods, suppliers held off and 
absorbed the higher costs temp- 
orarily, waiting for a more 
favorable time to pass them 
along to their customers. 

It is the Administration’s 
hope that the higher costs which 
developed during the last year 
—plus those that occur in the 
current period—will be offset 
by improvements in productiv- 
ity, rather than by higher price 
tags. 

What the Administration will 
or can do about price increases 
is not clear. Cabinet level offi- 
cials have made it clear that 
they have no wish to interfere 
with the wage bargaining proc- 
ess—nor do they favor any 
form of direct price control. 


1961 Military Buying 
Rises $334 Billion 


Military procurement during 
the current calendar year will 
be $33, billion higher than last 
year. Polaris submarines ac- 
count for $1 billion of the in- 
crease and major land-based 
missile programs boost procure- 
ment by another $1 billion. 

Buying for the Minuteman 
missile will be increasing rapid- 
ly. The Titan program will also 
become larger and the Atlas 
program will be continued at a 
high level during the year. 
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Procurement of aircraft will 
rise as a result of increased 
emphasis on airlift and tactical 
fighters and substantial pur- 
chases of aircraft spares. In 
addition, there will be a hike in 
the level of purchasing of “con- 
ventional” arms and equipment 
for the ground forces. 

Obligations for research, de- 
velopment, and evaluation dur- 
ing 1961 will be at a level about 
a half billion dollars higher 
than 1960. Most of the increase 
is going into military astro- 
nautics or space projects. 

Deputy Secretary of Defense 
Roswell L. Gilpatric feels that 
a number of Department of De- 
fense procurement practices can 
be substantially improved. He 
cites the need for a more real- 
istic and flexible approach to 
military specifications. He also 
notes that there are a number 
of cases where the military is 
incurring high costs for very 
marginal improvements in per- 
formance. 

Secretary Gilpatric says that 
supervision of the subcontract- 
ing and purchasing activities of 
military prime contractors must 
be tightened up. He feels meth- 
ods must be devised to eliminate 
gross underestimating on cost- 
type contracts. And he wants to 
review the policy of providing 
research and development al- 
lowances in procurement con- 
tracts. 

The deputy secretary names 
three areas which he feels offer 
major opportunities for man- 
agement savings: 

(1) Further improvement in 
the supply management system, 
including the possibility of con- 
solidating common services and 
functions—such as warehous- 
ing, cataloging, and surplus dis- 
posal. 

(2) Prompt cancellation or 
cutback of military programs 
which aren’t as promising as 
when initiated or no longer con- 
form to present concepts. 

(3) Discontinuance of mili- 
tary installations which are no 
longer needed by the services. 
—A. N. Wecksler 





POKER? Play to win! 





How would 
you play this hand? 


One chance in five to fill this 
flush, so be sure the pot is at 
least five times as big as the 
bet. If you haven’t passed 
openers, raise. In general, a 
timid “calling” game is a 
losing game. Play percentages, 
but push them hard. 


Here’s a sure 
winner from FORD: 


Latest addition to the world famous 
Fordson diesel line of tractors—the 
new Fordson Super Major. New disc 
brakes, differential lock, comfort seat 
and many other new features give 
a new peak in Fordson performance. 

Still the same reliable engine, how- 
ever—the dependable 42.6 drawbar 
H.P. engine which has earned a repu- 
tation for fuel economy unmatched 
by any other engine in its class. 

Fordson Dexta Diesel tractor is 
better, too. Improved hydraulic sys- 
tem, transmission and styling make 
it a better buy than ever before. 
Get details from your Ford Tractor 
Dealer, or write: 


Tractor and Implement Division 
Ford Motor Company 
Birmingham, Michigan 


TRACTORS 
EQUIPMENT 
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10,000 VARIATIONS... 


all stamped with the T-MARK of total reliability 


Other spring fasteners may /ook like Tinnerman SPEED Nuts. But only those stamped with 
the T-mark really are SPEED Nuts, made to Tinnerman’s high, precise standards of 
reliability. Tinnerman quality controls are the most stringent in the industry. And only 
Tinnerman stocks a half-billion SPEED NuTS... is tooled to turn out 10,000 variations 
... develops 25 new designs each week. Protect your product’s good name by insist- 
ing on genuine SPEED Nuts. Stamped with the Tinnerman “T’—the mark of total 
reliability. Tinnerman Products, Inc., Department 12, Box 6688, Cleveland 1, Ohio. 


CANADA: Dominion Fasteners Ltd., Hamilton, Ontaric T 4 | N E R M A N 


GREAT BRITAIN: Simmonds Aerocessories Ltd., Treforest, Wales. ‘ ® 
FRANCE: Simmonds S.A., 3 rue Salomon de Rothschild, Suresnes (Seine). Si Vi Yj 
GERMANY: Mecano Simmonds GMBH, Heidelberg 


Look for the Tinnerman “T” 
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¢. Photo courtesy Malayan Tin Bureau 


Sixty-one percent of U.S. tin consumption is for tin- 
plate, most of which is used in can manufacture. 


ry 
Lue RISE in tin prices has 


now carried quotations within 
striking distance of the level at 
which the Buffer Stock—estab- 
lished under the International 
Tin Agreement—has to release 
metal to consumers. 

However, the size of the stock 
is believed to be appreciably 
below 10,000 tons. It has al- 
ready been reduced to some ex- 
tent by sales designed to mini- 
mize the sharpness of the price 
rise since the early part of the 
year. 

The continuing improvement 
in industrial activity in most 
countries makes it certain that 
there will be a shortfall of tin 
supplies this year. The margin 
may very well be greater than 
the size of stocks still held 
under the I.T.A. 

Experience with most mines, 
since the lifting of export quota 
restrictions under the Agree- 
ment in the latter part of last 
year, suggests that current out- 
put cannot easily be expanded 
much further. In these circum- 
stances, even the release of 4000 
tons of tin from U.S. stockpiles 


JUNE 9, 1961 


may fall short of meeting the 
buoyant demand — particularly 
since much of this metal is of 
inferior grades. 

Purchasing agents are being 
stimulated by the current price 
level to make further substitu- 
tions for tin, especially alum- 
inum. In addition, technological 
advances in the canning indus- 
try are making satisfactory tin- 
plating possible with thinner 
coatings of tin. 


Mines Operating at Peak 


Normally a period of high 
price for a primary material en- 
courages a large number of 
marginal producers to re-enter 
the field. In the case of metals, 
unprofitable mines are usually 
brought back into production. 

Such trends, however, are un- 
likely to make much contribu- 
tion in the present conditions of 
the world tin-mining industry. 
Reasons: the number of mines 
which can operate at a profit as 
a result of the 10% rise in 
prices this year is small. Even 
more important, most of the 
mines now in production have 


little scope for increasing their 
tonnages. 

Despite the lifting of export 
quotas, production has failed to 
rise sharply. The main produc- 
ing areas in Malaya, are, in 
many cases, working ground 
that shows a steady decrease in 
the average’ amount of tin re- 
covered—and much the same is 
true of some South American 
dredges. 

However, it may be that 
there is better scope for im- 
proving tin output in West 
Africa, where some of the Ni- 
gerian producers seem well- 
placed. P.A.’s who are finding 
supplies short—and who are un- 
likely to be able to curtail their 
requirements—may therefore, if 
they buy in sufficient quantity, 
be interested in negotiating 
long-term contracts with Ni- 
gerian producers, possibly offer- 
ing assistance in extending pro- 
duction. Such a move would 
probably pay, since there is a 
slender risk that the present 
period of high prices will be 
followed by a sharp collapse and 
an unsaleable surplus. 
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Now! Skil Roto-Hammers drill 


1// 


2 


holes in reinforced concrete 


using new percussion carbide tipped Skil Core Bits! 


There are plenty of good reasons why 
the Skil Roto-Hammer is sure to be the 
world’s largest selling hammer again in 
1961! But one of the foremost is Skil’s 
new core bits. 

These hollow core, percussion type 
carbide bits increase the range of the 
Model 726 Roto-Hammer from 144” up 
to 1%" and the Model 736 from 2” up 
to-a full 344”! 

What’s more, they drill right through 
stubborn steel reinforcing rods—an im- 


For 


~ «and SKILSAW POWER TOOLS 


More 


possibility with solid~carbide~bits or 
star drills. 

This means that the hammer that 
already drills masonry holes at the 
lowest cost per hole and with lowest 
hammer maintenance, has tremendous 
added versatility. 

Ask your Skil distributor for a dem- 
onstration soon. Look under “Tools- 
Electric’ in the Yellow Pages. Or write: 
Skil Corporation, Dept. 125F, 5033 
Elston Avenue, Chicago 30, Illinois. 


Skil Roto-Hammers combine power rota- 
tion with powerful hammering to drill holes 
in masonry (14” to 314”) 5 to 6 times faster 
than ordinary electric hammers! Lowest 
maintenance--no springs to break. 
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international Report continued 





New British Taxes 
Boost Industrial Costs 


The main effect of the British 
budget—with its sizeable cuts 
in personal taxation for the 
465,000 people earning over 
$5,600 a year—will be to raise 
industrial costs, at least in the 
short run. 

The government’s hope seems 
to be that the added incentive 
to managers and top executives 
will lead them to go out after 
export business more eagerly. 
It also would like their firms 
to absorb higher costs for the 
present while making plans to 
bring selling prices down 
through improved efficiency. 


Industrial Oil Tax Rises 


A desire to protect the declin- 
ing market for indigenous coal 
has led to an extension of taxes 
on oils of the heavier grades 
used in industry and for central 
heating. The rise is about $5.50 
a ton and will add a dollar to the 
cost of a ton of steel produced 
in an oil-fired plant. 

Held in reserve is a payroll 
tax, which may come into effect 
towards the end of the year 
when Parliament has granted 
the necessary powers. This 
would be levied at a ceiling rate 
of 54 cents per worker per week. 

Such a tax is designed to 
head off the old British custom 
of hoarding workers during a 
pause in demand for fear that 
if they are released to other 
industries they might prove 
hard to attract back when con- 
ditions improve. Last year, 
many industries were short of 
employes while automobiles and 
consumer durables were on 
short time. 

This had been widely ex- 
pected, but it had been thought 
that there would be offsetting 
cuts in the liability-to-profits 
tax so that only firms of less 
than average labor efficiency 
would find their total tax bill 
higher. But the profits tax is 
being pushed up an additional 
214% and company taxation is 
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European industry: 


800 degrees C. 





New Products From Europe 


Here are a few of the more recent developments in 


Packing Machine—A automatic vacuum packing ma- 
chine, which manufactures, fills, and seals a package in 
one operation, is being made by F.R. Hesser (Stuttgart-Bad, 
Cammstatt, Germany). The wrapping consists of an internal 
bag composed of layers, with a protective outer carton. The 
machine turns out one package a second. 


Spark Plugs—A low-tension spark plug suitable for use 
in internal combustion engines has been announced by 
Regie Nationale des Usines Renault (8-10, Avenue Zola, 
Billancourt, Seine, France). With two electrodes separated 
by an insulator over which the sparks “glide”, the plug has 
a longer working life than others of similar design. One 


electrode is filled with glass or other insulating material, 
while the other carries the voltage. 


. Metallurgical Forging—A new process to cheapen forg- 
ing has been announced by the British lron and Steel Re- 
search Association (11, Park Lane, London, W.1). By en- 
closing the forging inside a tube of polished aluminum, it 
requires two heats instead of three—thereby reducing the 
amount of heat loss from forgings at temperatures above 








now to be at a rate of 5334%. 
This is not expected to fit well 
with the government’s desire to 
stimulate further investment in 
modern plant and machinery. 

British costs are therefore on 
an upward course. In addition 
purchasing power in the home 
market continues to expand and 
wage advances of about 5% can 
be expected this year. The new 
official power to vary levies on 
taxed goods by up to 10% at 
any time would seem _insuf- 
ficient by itself to check any 
runaway spending boom that 
may develop. 


Revise Credi¢ Provisions 


All of this will not help the 
promotion of British exports to 
any great extent. The one move 
that may have some effect is 
the revision of export credit 
provisions. 

Among some of the new steps 
are these: 

(1) Premiums charged to ex- 
porters by the government Ex- 


port Credit Guarantee Depart- 
ment have been cut. 

(2) The banks have been 
given the right to discount bills 
on orders insured with ECGD 
with the Bank of England once 
they have less than 18 months 
to run, 

(3) The normal period of a 
maximum five years credit will 
now be exceeded in appropriate 
cases—related to the nature of 
the goods and the practice of 
other countries. 

(4) Possibly most important 
to buyers abroad, the depart- 
ment wiil now give guarantees 
to purchasers (rather than sup- 
pliers) in cases of contracts in- 
volving $5.6 million or more for 
capital projects where the life 
of the assets is considerably 
longer then the term of the 
loan. This could be an aid of 
great use to buyers abroad, 
particularly when rates of in- 
terest in London compare 
favourably with those in other 
centers. 











Silver-plated copper 
ferrules and tangs ensure 


goed electrical contact 






End caps bonded to 
sturdy glass-melamine tube 


prevent emission of arc. 





Notched pure silver wire 
element ensures greater 
reliability 
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Solder ball forces the . 


element to melt before 


excessive temperatures i 
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are reached 
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|. CLF’ ruse: | ) CONVENTIONAL: 
With CLF fuses pure silver 


elements melt at a value 
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With conventional fuses, 
short-circuit currents are 





considerably lower than allowed to build up with 


maximum short-circuit level explosive consequences. 











Cutaways of General Electric CLF fuse and conventional fuse illustrate superior 
quality, reliability, and protection found in G.E.’s Class J current limiting fuse. 


PERFORMANCE you can see >= 


The performance of the fuse protecting your elec- Elements in many con- 
trical equipment can mean the difference between a ventional fuses, how- 
severe short-circuit explosion at the fusing point, ever, may allow the 
or reliable current limiting protection. short-circuit level to 

The moment a short-circuit starts a current surge build to a damaging 
build-up in your power distribution system, Gen- explosion point. With 
eral Electric’s new CLF fuse begins its work. Pure today’s costly equip- 
silver elements of the CLF fuse melt at a value ment. conventional fus- 
considerably below the maximum short-circuit cur- _'Ng !s a risk you cant 
rent available to enter the fuse box. afford. Specify CLF 

Small, momentary current surges which don’t fuses for quality, reli- 
actually melt a fuse don’t weaken the CLF fuse’s bility . . . specify per- 
characteristics ...CLF fuses end nuisance blowing formance you can see: 
forever. For further informa- 

You know you can always rely on the quality, tion, write Section 
protection and reliable performance of General 618-02. General 
Electric CLF fuses. Electric Co., Schenec- 


*CLF is the trademark of the General Electric Co. for high interrupting tady 5, N. Y. 
capacity fuse which meets new NEMA standards FU 1-1959 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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40,000 amp current surge touches off 
powerful explosion in conventional fuses. 


Average Family Income 


Rises to $6900 in 1960 


Forty-five percent of the na- 
tion’s families and unattached 
individuals had incomes over 
$6000 last year—3‘ more than 
in 1959. 

According to the Office of 
Business Economics of the De- 
partment of Commerce, 17% of 
the units had incomes of $10,- 
000 or more in 1960, compared 
with 15% in the previous year. 
Slightly under 13% had_ in- 
comes below $2000, compared 
with 14% in 1959. 

Median Income Up Also 

The Commerce Department 
report, latest in an annual ser- 
ies, shows how family personal 
income is distributed among the 
nation’s consumer units. Tot.l 


Purchasing Follow-up 





family personal income was es- 
timated by the department at 
$3851 billion in 1960—up about 
$20 billion from the previous 
year. 

Median income (i.e. the in- 
come of the person who is ex- 
actly in the middle on income 
distribution with just as many 
persons making more than he 
does as make less) was approxi- 
mately $5600—up from $5360 
in 1959. Average income gained 
even more. It was $6900 in 1960 
—up almost $300 from 1959. 
Some of these gains are illusory, 
of course, because of price 
changes. But since price in- 
creases were moderate in 1960, 
the real gain in income is still 
well above the 1.9% post-war 
average rate of growth of real 
income. This is amazing when 


one recalls that 1960 was not 








An English Speaking Union 


N.A.P.A. President Paisley Boney (I.) took part in a purchasing 
course at Oxford, England given by the Purchasing Officers Asso- 
ciation of the United Kingdom. He is shown here talking to Walter 
Parry, president of the P.O.A., prior to the course dinner. At the 
right is the Very Rev. C. A. Simpson, Dean of Christ Church, who 
shared the role of principal guest with Mr. Boney. 
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one of our best years since we 
were suffering from relatively 
heavy unemployment through- 
out the year and actually were 
in a recession the latter half of 
the year. 


Offer 3-Day Training 
Courses in Value Analysis 


A series of three-day skill 
training courses in value analy- 
sis and value engineering will 
be held throughout the country 
by the Materials Management 
Institute and the Industrial Ed- 
ucation Institute. 

The courses are tailored for 
managers and technical special- 
ists in purchasing and other 
functions, says Louis J. DeRose, 
executive director of the Mate- 
rials Management Institute. In- 
structors will be Roy E. Foun- 
tain and John F. Prendergast of 
Value Programs for Industry. 

Registrants will receive a 
thorough indoctrination in ad- 
vanced value techniques. As a 
part of a learning-by-doing in- 
struction technique, partici- 
pants will work on problems 
faced by their own companies. 
Under the direction of the 
course leaders, each man will 
make value measurements and 
develop value alternatives for 
his project. 

The dates and locations for 
the courses are: Boston, June 
27-29, Hotel Kenmore; Los An- 
geles, July 18-20, Hotel Shera- 
ton West; San Francisco, July 
24-26, Hotel Sheraton Palace; 
Chicago, Sept. 6-8, Hotel Shera- 
ton Blackstone; and New York, 
Dec. 12-14, Hotel Belmont Plaza. 

Complete information about 
the courses is available from 
the Materials Management In- 
stitute, 221 Columbus Ave., 
Boston 16, Mass. Registration 
will be limited and the earliest 
applications will be given pref- 
erence. 








The man with 
the “know power” 
gets all 
the facts fast 


Timely 
knowledge is the key to 
the important decisions you make each day 
as a purchasing agent. Putting the facts you need 
into readily available and easy-to-understand form is a 
primary aim of the Industrial Tape Division of Minnesota Mining 

and Manufacturing Company. Your 3M Representative or ‘‘SCOTCH”’ 

BRAND Tape Distributor can quickly give you all the information you 
need about applications. He can suggest cost-saving ways to use tapes 
in production, packaging and maintenance. He has the backing of ex- 
tensive 3M laboratory ‘‘know-how”’ to help you predict shelf life of tapes .. . 
gain the advantage of larger quantity discounts. And, he can help you 

select the exact tape that fits your needs best. He can supply the 

‘proof’ to support your buying decisions. And, 3M encourages your 
examination of all product facts so that you may judge soundly, 
weigh value wisely, guide purchases correctly. Call your 3M 
Representative or ‘‘SCOTCH’’ BRAND Tape Distributor to- 
day for the information you need. Or write 3M 
Co., 900 Bush Ave., St. Paul 6, 
Minn., Dept. IBJ-61. 


j= Kom) stele -'— 


SCOTCH BRAND 


industrial tapes 


® 
MMiienesortra ininc anno (VANUFACTURING COMPANY 
... WHERE RESEARCH IS THE KEY TO TOMORROW 
“SCOTCH 1S A REGISTERED TRADEMARK OF 3M CO ST. PAUL 6, MINN. 
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| TWA flies w 


San Francisco... key California shipping point. 


ONLY TWA carries freight between 70 thriving U. S. cities and 
23 busy world centers overseas. Daily JETSTREAM EXPRESS 
flights...world’s most dependable, longest-range all-cargo service 
...fly your shipments non-stop coast-to-coast and to Europe. Next 
time you ship, call your freight forwarder...or TWA Air Freight. 


TWA 


AIR FREIGH 
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“Global Design of Our New Constellation Vacuum Cleaner 


Calls for Deep-Draw Quality, Excellent-Surface J&L Steel” 
... [he Hoover Company 


The two hemispheres that make up the base and cover 
of the Hoover Constellation cleaner are each blanked 
from a flat piece of steel. With a single stroke of a stamp- 
ing die, The Hoover Company forms perfect shells, 6.037 
inches deep, for their Constellation cleaner. Key to this 
stamping operation is the excellent drawing quality of J&L 
22-gage sheet steel. 

Despite the severity of the draw, there are no breakage 
problems, no die mark problems, no “orange peeling” or 
strain lines. 

Successful production of this spherical cleaner is possible 
because the J&L cold rolled sheet used at Hoover has 
three essential qualities: (1) Consistent Drawing Quality, 


This Steelmark identifies products made 


(2) Excellent Surface Finish, and (3) No Age-Hardening. 


Mr. Ralph O. Ross, Hoover’s buyer of steel, believes: 
“Production would be vastly- complicated, if not impos- 
sible, without cold rolled, drawing-quality, killed steel 
sheet. We would be hindered by metal breakage during 
the stamping operation, and troubled by die marks and 
surface imperfections on the completed spheres were it 
not for a number of advantages of the cold rolled sheet.” 


To get exactly the right J&L steel for special requirements 
in your own plant, contact your Steel Service Center. Or, 
write direct to Jones & Laughlin Steel Corporation, 3 Gate- 
way Center, Pittsburgh 30, Pennsylvania. 








And—-look for it when you buy 


Steel f of steel. Place this mark on your products. 


Jones & Laughlin Steel Corporation 


3 Gateway Center, Pittsburgh 3O, Pennsylvania STEEL 





























Above, left, 19-inch blanks are stamped from coils of J&L 22-gage drawing-quality cold rolled sheet 
steel. Flat blanks go next to a single-stroke drawing press which forms them into spherical shells 


ae 
j . 





Severe draw forms shells into 6.037 or 6.027 inch Surface finishes are examined by Chief Inspe 
deep hemispheres with singie press stroke. This Finished j filllam Bauman (left), and S 
operator positions fiat blanks and removes stamped Buyer Ralph Ross. Quality surface finish 
shells by hand. Excellent drawing quality of J&L reatlyr d number of she wheeled 
sheet virtually eliminates breakage, strain marks, efor 

and ‘“‘orange peeling’’ problems 


skilled men, each 
» Hoover Constellat 
y, functionally, and 


CrAY LORD packaging service 
is “right next door” 


Wherever you are, there’s a Gaylord Man 
nearby. He’s always ready to lend a hand 
with any container project — plus a head 
full of practical knowledge about your 
entire packaging and shipping operation. 


And he is backed up by a fully-integrated 
nationwide organization, staffed and 
equipped to give you complete service. 


Find out what a good neighbor he can be. 
Give him a call today. 





S CROWN ZELLERBACH CORPORATION ((, 1.2) :sisxsssess0e0 


GAYLORD CONTAINER DIVISION = sc noousnens st Lous 


PLANTS COAST TO COAST 
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Are You getting the advantages of 
‘GROUND-TO-GRINDING’ QUALITY CONTROL 


In cutting action, wheel life and production economies, source quality control backed by our technical engi- 
Simonds grinding wheels give you top value. The neering service...in short, ground-to-grinding con- 
reason? Control ...complete quality control starting trol that gives Simonds wheels that extra efficiency 
with abrasive grain manufactured by Simonds Canada to give your products extra value. New illustrated 
Abrasive Co. Ltd. ... single-management quality catalog gives the specific advantages. Write for copy 
control extending to the finished wheels... single- on your letterhead. 


your “buy-pass”’ to better grinding 
SIMONDS (MB) CALL YOUR SIMONDS DISTRIBUTOR 


ABRASIVE CO. 


— — & helping YOUR business is HIS business 


WEST COAST PLANT: EL MONTE, CALIF.— BRANCHES: CHICAGO © DETROIT © LOS ANGELES © PHILADELPHIA © PORTLAND, ORE. © SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO. LTD., BROCKVILLE, ONTARIO © ABRASIVE PLANT, ARVIDA, QUEBEC 
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One of the most important factors to consider when pur- 
chasing powder metal parts is that of successful part 
performance; for a part to successfully perform its job, 
all of its physical and metallurgica! characteristics must 
be suited to the application. 


GRAMIX Products of Powder Metallurgy are always 
Application Engineered, which means product is spe- 
cially matched to each specific application. From an al- 
most unlimited variety of metal mixtures, one alloy is 
blended that contains the required properties and charac- 
teristics of the finished part; a// aspects of part design 


TO INSURE SUCCESSFUL PERFORMANCE 


EVERY GRAMIX' PART 


(PRODUCTS OF POWDER METALLURGY) 


APPLICATION © 
ENGINEERED 





and conditions under which it must operate are taken 
into account. Only then is the GRAMIX part produced. 


Eight of these Application Engineered GRAMIX parts 
are shown here. Each precisely suits the requirements of 
its job . . . each is the best part available for the job. 


When you specify a GRAMIX part, you can always be 
sure that it has been Application Engineered for success- 
ful performance, long life and complete reliability. For 
more information on Application Engineered GRAMIX 
parts, write for Engineering Handbook G-55. 








GRAMIX was the material spec- 
ified for this corn seeder part 
because the surface finish ob- 
tainable with the alloy used re- 
duced the tendency of material 
to stick to the surface. 


CONNECTING COUPLING 


The connecting coupling em- 
ployed in a small home ironer is 
formed from a special GRAMIX 
hardened steel alloy; it offers 
low wear and shock resistance. 


CONTAINER COVER END CAP 


Great savings were realized 
when retainer caps for certain 
types of electric motors were 
made of GRAMIX. 

This process made it simple and 
economical to mold the multi- 
ple holes to precise tolerances 
without extra operations. 
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HELICOPTER THRUST WASHER 





The outstanding features of the 
GRAMIX alloy specified for 
this thrust washer are a depend- 
able and consistent friction and 
wear pattern as well as a fine 
surface finish. 





TAPE RECORDER SPINDLE 


One of the important requisites in a tape 
recorder is a low noise level. United States 
Graphite Company engineers developed 
a special alloy to meet these requirements 
in the GRAMIX spindle. 


GUIDE BEARING 


Built-in lubrication and low friction 
to reduce heat are important features 
of the GRAMIX alloy chosen for this 
guide bearing. 


LIQUID PUMP END PLATE 

This end plate is typical of 
many parts employed in liquid 
pumps of many types. 








Ic is made from a wear resistant 
bronze alloy that was developed 
for pump applications. 


FRACTIONAL H.P. MOTOR 


The GRAMIX bearing for this 
Fractional h.p. motor was devel- 
oped from a special low noise 
level alloy. 


Its_ self-lubricating properties 
were also an important consid- 
eration in specifying GRAMIX. 


mp! 


INDUSTRIES 
FEDERATION 


THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION, SAGINAW-15, MICHIGAN 
GRAPHITAR® carson-crapite © GRAMIX® powper metaLrcy © MEXICAN® crapniTe prooucTs © USG® srusnes 
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Information For Your Catalog Files 





BELT CONVEYORS 


An 11-page brochure covering detailed specifica- 
tions and prices for a range of belt conveyors 
from 9 ft to 99 ft long. The bulletin has charts 
on bulk material classifications, belt capacities and 
speeds, horsepower, angles, and lengths. 
Finco, Inc. 
Write No. 1 on Information Card—Last Page 


FLEXIBLE COUPLINGS 


Bulletin J-23 gives complete specifications for 
power drive flexible couplings through drawings 
and charts. Has detailed information on clearance 
for alignment, dimension in inches, net weight, 
and oil capacity. Among the types described are 
mill motor, extended, standard extended, and 
style AA. 

Hewitt-Robins 
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FLUORESCENT LAMP BALLASTS 


A 16-page illustrated manual of fluorescent lamp 
ballasts. The handbook features a special section 
on operation and care. Describes various types 
of ballasts, design, construction, and application. 

Universal Manufacturing Corporation 
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INDUSTRIAL RUBBER PRODUCTS 


A 60-page catalog covering hundreds of industrial 
rubber products. Includes technical information 
on belting, hose, molded products, and rubber 
specialties. Features extensive data sections for 
the products listed. 

Cincinnati Rubber Mfg. Co. 
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LIFT TRUCKS 


A 16-page booklet about the GLF series of lift 
trucks. Shows how the flexibility of gas power is 
combined with the efficiency of electric drive. 
Illustrated with six pages of breakdown photo- 
graphs. Basic specifications are shown for 13 
standard models. 


Yale & Towne Manufacturing Company 
Write No. 5 on Information Card—Last Page 


MINIATURE BALL BEARINGS 


A 64-page catalog and technical handbook on 
miniature ball bearings. The volume gives in- 
formation on more than 500 types and sizes, along 
with specifications, illustrations, and drawings. A 
special section on nomenclature is included. 


Miniature Precision Bearings, Inc. 
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MOTORS 


A 16-page bulletin on motor applications. De- 
scribes single phase, three phase, and direct cur- 
rent motors, Two selection charts are included, 
as well as descriptions of gearmotors and selective 
speed drives. Has rating and dimension tables. 


Century Electric Company 
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PLASTIC COATINGS 


Bulletin 1007 describes Pfaudlon 301—a medium 
priced, corrosion resistant plastic coating for 
metal. Tabulates recommended service and typical 
equipment applications. Includes a list of physical 
characteristics. 

Pfaudier Permutit Inc. 
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PUMPS 


A four-page catalog on the John Bean Aquablast. 
Describes how this high pressure washing unit 
performs all kinds of industrial maintenance and 
processing jobs. 

Food Machinery & Chemical Corporation 
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RUBBERIZED ABRASIVES 


A 22-page manual on uses and applications of 
rubberized abrasives. Gives case histories and 
outlines the most efficient methods for mounting, 
dressing, and trueing. Lists recommended operat- 
ing speeds. 
Cratex Manufacturing Company 
Write No. 10 on Information Card—Last Page 


SILICON RECTIFIERS 


Bulletin GEA-7(036 gives detailed information on 
the features, operational characteristics, and con- 
struction of a line of silicon de power supplies 
rated .75 to 75 kw. The six-page folder describes 
three basic types: general purpose, essential serv- 
ice, and synchronous-motor field-excitation units. 

General Electric Company 
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SLING CHAINS 


A 20-page illustrated catalog on camz-alloy, 
wrought iron and high-test steel sling chains. 
Also contains a section on Sentry chains and the 
Bell-type magnet assembly. Includes a glossary 
of chain terms and industry coding symbols. 
Campbell Chain Company 
Write No. 12 on Information Card—Last Page 
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Want to cut package costs? 
Want to cut packaging labor costs? 
Want to cut BOTH? 


TOTEM 


es, 


Protective Packaging that 
“floats”’ your products safely 


Protection is the first reason for packaging your products in 
TEKMOLD, the custom-molded cellulose forms that provide a 
truly protective cushion. 








Novelty calendar shows TEKMOLD ability 

te engineer encowres for fragile objec When youcan get major savings, too, you’ ve really hit the jackpot. 
Radio manufacturers, for example, report package savings up to 
9 cents per unit on table models, and labor savings up to 3 cents 
per unit, after switching to TEKMOLD from multiple-piece, 
die-cut corrugated assemblies that must be laboriously hand- 


assembled. And those savings are typical. 








TEKMOLD is adaptable. It may be the answer to your prob- 


Paes T lem. For the complete TEKMOLD story, write, wire or phone 
Precision timer “ floats” safely between 
TEKMOLD protective forms us today. 


TEKMOLD 


2850 LINCOLN AVENUE aA 'BENIS | 
DEPARTMENT P ° PL 5-1664 3 GF] oe 
MUSKEGON, MICHIGAN 





Radio in low-cost TEKMOLD for utmost 
shipping safety. 
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COUNTERSUNK TOP THREADS MACHINED 
AND BOTTOM FOR TO UNIFORM CLASS 2 TAKEUPS 
EASY, HIGH-SPEED ee AND CLASS 2B 


ASSEMBLY. -— TOLERANCES. Book 2741 describes a line of take- 


ups in seven frame styles and 
equipped with sleeve, ball, or roller 
bearings. The 16-page catalog lists 
more than 320 different units, Gives 
information for selection and appli- 
cation with dimensional data for 
each frame. 


Link-Belt Company 
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TAPPING SCREWS 


A value analysis chart that tells 
how to evaluate tapping screws. 


NO CUT OFF BURRS . aa THREADS SQUARE Gives information on the features 


TO JAM AUTOMATIC ‘ WITH FACE OF with respect to their performance 
EQUIPMENT. NUT FOR FULL 


CASS AT on aa assembly line: concentricity 
CLEAN, SMOOTH NUT SEAT: of head, accuracy of slot, thread 
SURFACES. formation, and screw hardness. 


Parker-Kalon 
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TRANSFORMERS 


“Machined, from the Sar" BYE .8$Ss NUTS Bulletin 162 describes a line of Class 
H ventilated dry-type transformers 
REDUCE ASSEMBLY CoOosTSs offering reduced size, weight, and 


audible sound levels. Covers stand- 


ard operating conditions, optional 
~~ sia aa tae features, and modifications. Also in- 
. Ki ee VHachined from the Gar brass nuts can save 
td - : 


cludes information on available en- 
closures, paint finishes, and mount- 
ing facilities. 


you countless production dollars yearly by speeding 

Machine screw nuts . ° . 
your assembly operations and reducing downtime 
Regular e= and rejects to a minimum. These precision nuts . 
hex nuts és handle easily, spin on smoothly, tighten securely Niagara Transformer Corp. 
and, once in place, stay in place. Write No. 15 on Information Card—Last Page 


We are specialists in “WMachined from the Bar™ 
Sa 3st2 brass nuts. This is our only product. Our method 


XXX) 
ROOK 4] 
NYY 
OOOO 


aaa 


XXX 
RXX) 


} 
, 
& 


mK) 
Xx) 


ae ; ts troubled trates semi-steel valves and acces- 
hand operations and permits trou e-free per- sories. Gives specifications and di- 
formance of portable and hopper-fed, high-speed 

re cat available “off the shelf”, shipped the same day tensions, and lubricants. 
the order is received. 


of manufacture assures that every nut is a preci- VALVES 
Cop vats sion product held to close tolerances and checked Bulletin V-S08 desettiie cad ies. 

with go and no-go gauges. This uniformity speeds ‘ 

. 
34 rae mensions for all sizes of straight- 
; ee way. steam jacketed, multiport, and 
as a Remember, “Wachined from the Gar" brass special order types. Accessories in- 
nuts are available at no ertra cost. Standards are clude wrenches, locking devices, ex- 
G Call, wi ; Rockwell Manufacturing Company 
re ge 7 — today: Gene Carroll, Yonkers Write No. 16 on Information Card—Last Page 
8-9400. Teletype, Yonkers 4356. 

Remember . ...Wlachined from the Gar" 
at no extra cost! 


VARIABLE SPEED DRIVES 


A 112-page catalog on variable 
speed drives. Illustrated with cut- 
away drawings and photos to detail 
working parts. Includes modifica- 
tions, accessories, dimensions, and 
technical information. 

MANUFACTURING COMPANY, INC. 

14 SAW MILL RIVER ROAD, YONKERS, NEW YORK 
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i Kut Oloun 
' std id m ° . wo.ee ‘ 
"and what this difference, 


backed by 35 years of industry proof, 
means to you! 








bea ‘ 
‘ ee 
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| he original Rust-Oleum formula was developed 
nearly fifty years ago by Sea Captain Robert 
=| Fergusson, who became intrigued with the rust- 
stopping qualities of fish oil early in his career. Creating a 
special treatment for the fish oil, he used the specially- 
processed fish oil as the vehicle in combination with fine 
rust-inhibiting pigments. The result? A coating that actually 
stopped rust when applied directly over sound rusted sur- 
faces, after scraping and wirebrushing to remove rust scale 
and loose rust. Possible, because the specially-processed fish 
oil penetrated the rust to bare metal. This was the birth of 
Rust-Oleum’s exclusive 769 Damp-Proof Red Primer. 














PROVED THROUGHOUT INDUSTRY FOR OVER 35 YEARS 


Today, Rust-Oleum in its many systems and colors, has been 
proved throughout industry for over thirty-five years. This 
proof by leading industrial users is your assurance of savings 
in time, money, and metal. Economies made possible by the 
fact that Rust-Oleum 769 Damp-Proof Red Primer goes 
right over the sound rusted metal—usually eliminating costly 
surface preparations. And Rust-Oleum, in its various 
systems, resists rain, sun, fumes, heat, weathering, chemicals, 
etc., for lasting beauty over the years. 


A Sea Captain 
developed it... 
Industry 
proved it! 


ed 


RUST-OLEUM NEW COLOR HORIZONS SYSTEM 


The Rust-Oleum New Color Horizons System introduces a 
new coating concept to industry. It combines four important 
factors: (1) the ability to stop rust, (2) smart, modern color 
harmony, (3) the durability to last and last, (4) ease of 
application that saves time, money, and metal. See how this 
system can bring lasting beauty to your plant, machinery, 
equipment, pipes, tanks, structural steel, fences, etc. Write 
for complete information or contact your nearby Rust-Oleum 
Industrial Distributor. He maintains complete stocks for 
prompt service. 


RUST-OLEUM. 


Qed ie es 
There are imitations, 
but only ome Rust-Oleum. 
It is distinctive as 
your own fingerprint. 


JuNE 5, 1961 


oo ATTACH TO YOUR LETTERHEAD apa 
Rust-Oleum Corporation 
2549 Oakton St., Evanston, Illinois 


: Please send me the following at no cost or 
| obligation: 
| ( New Color Horizons Systems Catalog featuring 
110 actual color standards and 69 photo ap- 
| plications. 
| () Free test sample of Rust-Oleum 769 Damp-Proof 
Red Primer to be applied over sound rusted 
i surface. 
CD Results of radioactive tracing study on 
i Rust-Oleum fish oil penetration. 
a 
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Keep jobs moving with... 
HERMOID Big Tb belt and hose 


Thermoid can fill your specific need for hose or belt from the broadest line of belting in the industry and a 
hose line that covers every industrial application. Thermoid’s reliability and availability on a moment's notice 
keep production on schedule by holding down-time to a minimum. Call your indus- 8 

trial distributor today for the right Thermoid hose or belting for any industrial use. oi EEE 


HOSE FOR WATER 
SUCTION OR DIS- 
CHARGE—Hose for 
either heavy-duty suc- 
tion or discharge serv- 
ice withstands full vacuum and direct con- 
nection of centrifugal or piston pumps. Give 
long service in all industrial applications. 


AQUAIR 
- molded cover 


——— 
THUNDERBIRD - Wrapped cover 


. wire braided 


a 


THERMINE 
. rayon braided MAINLINER UTILITY 
... for economy 


Dope 


; ; ' . . - . ¥ ee . > / =— 
SUPER IRONSIDES , 7h * 4 


. synthetic tube ee 


REVOLC 
. wire reinforced 


HOSE FOR AIR with high burst resistance _ 
—Have tough, serviceable high-tensile 
yarn and/or wire reinforcement and pro- 
vide strong burst resistance. Neoprene 
tubes and covers. Working pressure 
range from 160 to 400 p.s.i. 


VERSICON 
- moided cover 


SUPER IRONSIDES 
...twolayers braided 
steel 


BR 
IRONSIDES 
POWERFLEX : . one layer braided 
WIRE BRAID 4 ~~ steel 
. oil-resistant tube ma 7 
and cover 


WIRE BRAID 
COTTON COVERED 
. oil-resistant tube 


SUPER EDONITE 
MEDIUM & .. wrapped, five plies 

LOW PRESSURE of duck 
-- Molded oil-resistant 

cover and tube 
HOSE FOR HYDRAULIC FLUIDS stands high pressure—From ae 
high pressure applications for hydraulic jacks, riveting ma- 
chines, dump trucks to low pressure uses for air tools, air and 
vacuum gauge lines, grease lines and many other applications. 


og eR 


BE em “ae 


HOSE FOR STEAM withstands heat and 
pressure—Features range from heat re- 
sisting tube, horizontal wire braid rein- 
forcement to cotton duck plies. Suitable 
for hot water service. Working pressures 
from 100 Ibs. to 200 Ibs. 


EBONITE 
. wrapped, four 
plies of duck 


HOSE FOR WELDING remains free- a a es Bs 


flowing longer—T ubes insure free flow 
of gases. Will not scale, flake or peel. 
Brass female swivel barbed inserts 
with standard 
%e" welding 


350 L.P. GAS 


. oil-proof tube 


HOSE FOR BUTANE-PROPANE resists per- 


L.P. VAPOR LINE 
. oil-resistant tube 


HOSE FOR ACIDS AND ALKALIS with 
high resistance—Suction and dis- 
charge hose in all types for industrial 
use, including 


equipment 

threads, at- 

tached with 

brass ferrules. TULINE 
Meets RMA-IAA . . securely bondeJ 
specifications. to resist separation 


steel plants, 
tanneries, fer- HYPALON TUBE 


tilizer plants . cotton duck plies 


acid manufac- 
turing plants. 


meation—LP gas hose for distribution and 
customer service. Resist volatile gas perme- 
ation. For vapor release lines and loading 
tank cars, domestic tanks, bottles and cyl- 
inders. Working pressures 300 to 350 Ibs. 





FIRE HOSE withstands pressure and us- ; i. 
age—A complete line of fire hose, each . ‘\r 
to meet specific service conditions—both bie 
municipal and industrial. Lightweight, PETROCHEM DELAWARE 


flexible, easy-to-handle, resists hard use --- 100% polyester <<: Ce nee 
fiber jacket cover 


PORTER D. J. DELUXE QUAFLEX 
... bonded polyester ... Factory Mutual 
fiber jacket approved 


Thermo Big Fconveyor belts for any type of material 


BELTING FOR HOT MATERIALS BELTING FOR OILY MATERIALS—Victor Neoprene. Resists abra- 
Kaloric. Withstands temperatures sion and oily conditions. High quality impregnated duck with neo- 
to 350°F. Recommended for slag, prene skim between plies. Cover has high adhesion properties, 
cement, etc. In Neoprene or Butyl weathers well. 

heat resistant cover compounds. 

Tricircle. Resists heat up to 225°F. 

Handles near-glowing chunky ma- 

terial such as Hot Coke. Special 

BunaScover resists heat that hard- 

ens and cracks ordinary covers, 


BELTING FOR PACK- 
AGES—Ruff Top. Many 
elastic, non-skid grip- 
per points on cover 
give high co-efficient 
of friction, even on 45° 
incline. Furnished in 
6” to 48” widths. Can 
be supplied with neo- 
prene or natural rub- 


ber covers. BELTING FOR ABRASIVE MATERIALS 
' Victor. Outstanding natural rubber belt for use where high tensile 

strength is required. Friction pull 20 to 24 Ibs. Rubber cover ten. 
sile strength 3500 to 4000 Ibs. In 6” to 72" widths in all cotton. 
nylon and cotton fabrics. 
Ebonite. Excellent cold rubber belt for highly abrasive materials. 
Friction pull 16 to 19 Ibs. Cover tensile 2500 to 3000 Ibs. Breakers 
available for maximum resistance to impact tearing and gouging. 

BELTING FOR FOOD- Hercules. An economical belt for moderately abrasive materials: 

STUFFS — Foodmaster. Has 800 to 1000 Ibs. tensile cover. Ply adhesion of carcass rated 

Resists vegetable and at 12 to 15 Ibs. average. 

fruit acids, imparts no Plasticoal. General purpose P.V.C. belt for coal mining use. Supe- 

odor or taste to foods. rior resistance to moisture and mildew, excellent resistance to 

Friction pull 16 to 19 Ibs. edge wear and rips, superior flexibility, easy to handle in low coal 

Rubber cover tensile seams. Also bears the U.S. Bureau of Mines designation 428-11. 

1700 to 2000 Ibs. Meets Can also be supplied in neoprene construction. 

F.D.A. requirements. Thermocoal. Specifically for underground coal mine use. Bears U.S. 
Bureau of Mines designation #28-11 by meeting or exceeding after- 
flame and after-glow requirements. All neoprene construction. 


THERMOID POWERFLEX AND POWERFLEX WEDGE, FRACTIONAL AND MULTIPLE V-BELTS 
Static-resistant fractional and multiple V-belts in a variety of styles. Provide higher percent- 
ages of delivered power and offer top performance. Full size range. Write for complete details. 


THERMOID DIVISION p f H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 
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ON SOUTHERN 


ICTENERS 
uebalae 


TO MEET YOUR 
REQUIREMENTS 


Do you need top quality fasteners 
in s.eel, brass, silicon bronze, alum- 
inum or stainless? Southern Screw 
is a specialist in meeting your most 
exacting specificaiions. And South- 
ern’s large plating department in 
the Statesville plant is at your serv- 
ice to apply quality plating in cad- 


mium, zinc, nickel, or other finishes. 


For 100% USA-made 


standardize on Southern for quality 
and for service. Send us your order 
or inquiry for. standards or specials. 
Write Southern Screw Company, 
P. O. Box 1360, Statesville, North 
Carolina. 


fasteners, 


Manufacturing and Main Stock 


in Statesville, North Carolina 


Warehouses: New York @ Chicago @ Dallas 
@ Los Angeles 


Machine Screws & Nuts © Tapping Screws « 
Stove Bolts * Drive Screws © Carriage Bolts « 
Continuous Threaded Studs « Wood Screws 
© Hanger Bolts * Dowel Screws ¢ Speaker 


South 


SCREW COMPANY 


SYATESVILLE * NORTH CAROLINA 


Z 
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Letters To 


The Editor 





THE LAST SHALL BE FIRST... 
Dear Sir: 

We appreciate very much the 
fine display regarding the Ala- 
bama Annual Seller-Buyer Din- 
ner on page 148 of your April 10 
issue. 

For your information we call 
this event the “Seller-Buyer Din- 
ner”. We have always used the 
term “Seller-Buyer”, rather than 
the reverse, and will continue to 
do so in the future. 

George L. Wilson 
General Chairman 
Birmingham, Alabama 


WHEN TITLE PASSES 
Dear Sir: 

In the February 13 issue (page 
91) it states that “Title transfers 
to the buyer when the material 
is placed aboard the carrier by 
the seller since the contract of 
sale specifies that the goods are 
sold F.O.B. at the seller’s fac- 
tory.” 

I would like to call your atten- 
tion to what other authorities 
have to say about F.O.B. For ex- 
ample, George W. Aljian in “Pur- 
chasing Handbook” states: “It is 
important to remember that the 
title to goods and all risks of 
ownership rest in the purchaser 
at the F.O.B. point.” This is the 
commonly held belief. 

However, on page 192 in “In- 
dustrial Traffic Management” by 
Thurman W. VanMetre, it says, 
“Not a few writers state that the 
expression ‘F.O.B’ has to do with 
the time of the passage of title 
to goods turned over to a carrier 
for transportation under a 
straight bill of lading, saying that 
if the goods are shipped ‘F.O.B. 
point of origin’ the title passes to 
the consignee at that point, but 
if they are shipped ‘F.O.B. point 
of destination’ the shipper re- 
tains title until the goods reach 
the point to which they are con- 
signed. 

“There is no legal justification 
for such a belief. The term F.O.B. 
has to do primarily with respon- 
sibility for freight charges and 


is not conclusive as to the time 
of the passing of title.” 

My question is how to reconcile 
the difference of opinion be- 
tween purchasing experts and a 
traffic expert. I would appreci- 
ate your comments. 

W. A. McConnell 
Purchasing Agent and Traf- 
fic Mgr. 

Boice Manufacturing 
Inc. 

Hyde Park, New York 


Co., 


© In the absence of a specific 
agreement between the buyer 
and the seller, F.O.B. terms nor- 
mally determine when title 
passes from the seller to the buy- 
er. On goods shipped “F.O.B. 
point of origin,” the buyer would 
obtain title to the goods and be 
responsible for the transportation 
charges. On goods_ shipped 
“F.O.B. destination,’ the seller 
retains title to the goods during 
transit, and he is responsible for 
the transportation charges. We 
disagree with the statement at- 
tributed to Dr. VanMetre that 
there is no legal justification for 
such a belief, but we do agree 
that the F.O.B. terms are NOT 
CONCLUSIVE as to passage of 
title, if other arrangements have 
been made between the buyer 
and the seller. For example, ex- 
ceptions to the normal passage of 
title would occur on goods sold 
on a trial basis, goods sold on 
consignment, and goods sold on 
approval. In these cases, the 
F.O.B. terms would not fix the 
passage of title to the goods. 


MATERIAL HANDLING 


Dear Sir: 

Please send us the address of 
the headquarters of Material Han- 
dling Insitute mentioned on page 
13 of your March 13 issue. 

Warren R. Barton 
Consolidated Vacuum Corp. 
Rochester 3, New York 


@ Address any requests to Noah 
F. Young, Secretary, Material 
Handling Institute, 1 Gateway 
Center, Pittsburgh 22, Penna. 
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This mark tells you a product is made of modern, dependable Steel. 5) 


Now Available... 
QUENCHED AND TEMPERED STRUCTURAL SHAPES 


in such grades as “T-1’, “T-1” type A, 9% Nickel and HY-80 
Constructional Alloy and Armor Steels 


Announcing another industry ‘‘first’’ for 
United States Steel—USS Quenched and 
Tempered Alloy and Armor Stee! Structural 
Shapes are now commercially available for 
the first time anywhere, in the types and 
sizes shown in the accompanying tables. 
The more commonly used sizes of American 
Standard Beams, Channels, Equal Angles 
and Unequal Angleswill be produced in these 
USS Steels: ‘‘T-1"’, “‘T-1" type A, 9% Nickel, 


armor steel structural shapes (see table 
below) can simplify design and result in 
substantial weight savings, increased struc- 
tural strength and reduced shipping and 
handling costs. For a free folder about any 
of these steels or their structural shapes, 
contact your local USS representative or 
write to United States Steel, Room 6318, 
525 William Penn Place, Pittsburgh 30, Pa. 
USS and “T-1" are registered trademarks 


HY-80 and certain other alloy grades that 
provide desirable mechanical properties 
after quenching and tempering. Later, other 
sizes and shapes will be added according 
to demand. 

These quenched and tempered alloy and 


United States Steel Corporation « Columbia- 
Geneva Steel Division - Tennessee Coal & 
lron Division « United States Steel Supply Di 
vision - United States Steel Export Company 


Availability Quenched and Tempered standard structural shapes are available in the following shapes and sizes: 


Beams: 6” to 12” inclusive American Standard Sections and Foot Weights" 


Channels: 6” to 15” inclusive 


American Standard Sections and Foot Weights 


Equal Angles: 3” to 8” inclusive 


Standard Sections” 


Unequal Angles: 344” x 3” to 8” x 6” inclusive 


Maximum Length 40’ for all sections 


Standard Sections’* 


klet, “USS Shapes & Pistes,"” ADUCO-2706 


Mechanical Properties of Quenched and Tempered Alloy and Armor Stee! Structural Shapes 








Reduction 
of Area, 


% min. i Keyhole 
**T-1"" Steel 


| Yield Strength, Yarnute Longitudinal Charpy Impact (when specified) 


Elong. in 2*, 
psi Strength, psi % min. 





V-notch 





in. 4 55 .-Ibs. @ —50F 
2%" and Under 100,000 (min.) 115,000/ 140,000 18 | 5® 15 ft.-Ibs. @ —50 


“T-1"" type A * 
1” and Under 
Grade A ; ' “| 
9% Nickel 60,000 min. 90,000 min. 22% min. 
oe Sie 15 ft.-ibs. @ —320F | 20 ft.-ibs. @ —3 OF 
ie , ; 
9% Nickel 65,000 min. 95,000 min. 20% min. 
HY-80 a a 
%*-2° Incl. 80,000/100,000® | 19@ 
@%’ and under—45% min. 
@%" and over, yield strength range is 80/95,000 psi 
@%’" to 1” inclusive, elongation 16% min. 


@'%’ to 2” inclusive, elongation 20% min. 
@%’ to 1” inclusive, 55% min. 


30 ft.-Ibs. @ +10F 


100,000 (min.) 115,000/140,000 18®@ 45@ 15 ft.-lbs. @ —5OF 














70 ft.-ibs. @ — 20F 





United States Steel 


June 5, 1961 





EXIDE POWER PACKAGE 





Exide Industrial Marketing Division, 


The Electric Storage Battery Company, Philadelphia 20, Pa. (ESB) 


Extra economy assurance for your new walkie-type truck—the Exide guarantee of battery life equal to truck life. 


BATTERY GUARANTEED FOR LIFE OF TRUCK 


Let’s say you’re about to buy a new walkie- 
type electric industrial truck. You want 
long battery life for maximum economy, 
and you don’t want the nuisance of ever 
replacing the battery, if you can avoid it. 
Well, this is the Exide offer: 


For walkie-type low lift trucks and hand 
tractors, the recommended Exide nickel- 
iron-alkaline battery (the type invented 
by Thomas A. Edison) is guaranteed for 
the life of the truck—provided the truck 
remains in your possession and approved 
maintenance procedures are followed. 


— 


The Exide Power Package. Recommended bat- 
tery and charger from the world’s broadest lines 
—flus factory-quality service to cover both. 


Pea 


This is not a reckless offer. Exide knows 
from countless actual performance records 
that these batteries readily give this kind 
of life. Many Exide nickel-iron-alkaline 
batteries have been used in walkie-truck 
service for upwards of 20 years and are 
still going strong. So the plain fact is that 
we are simply giving you positive assur- 
ance of battery value that is already 
there anyway. 


Long life is one of the characteristics of 
Exide nickel-iron-alkaline batteries. They 
have other unique advantages too. They 
are lighter in weight than other batteries. 
They give off no corrosive fumes during 
use or while charging. And they can be 
stored indefinitely without injury. This is 
of special value during seasonal shutdowns 
or other inactive periods. All you do is 
discharge the battery, short-circuit the 
terminals and store in a clean, dry place. 


Of course, for any type electric industrial 
truck—walkie, rider, or narrow-aisle— 
the maximum power economy depends on 
three factors: the right battery for the job, 
a charger to match, and needed service. 
This combination is the Exide Power 
Package. 


Your Exide representative studies your 
requirements, then recommends the bat- 
tery best for your needs from the broad 
Exide line. He is completely objective in 
determining your needs because Exide 
offers all types: Exide-Ironclad with tubu- 
lar positive plates, Exide-Powerclad pre- 
mium flat-plate, and Exide nickel-iron- 
alkaline. Exide chargers are available in 
both motor-generator and silicon rectifier 
types and in sizes to cover all needs. Exide 
service men are coast to coast, all factory 
trained on batteries and chargers. 


The Exide Power Package is your easiest 
way to get not only maximum battery life 
in your applications, but maximum bat- 
tery economy year after year. Write for 
details. Exide Industrial Marketing Divi- 
sion, The Electric Storage Battery Com- 
pany, Philadelphia 20, Pa. 


Exide 
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Purchasing Directors | 
tell us | 


One-Carrier 
Direct Service 


ends their 
shipping worries. 
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No divided responsibility on 
service between points served by DE 


D-C’s 10,814 mile coast-to-coast system is 
under single-company ownership and manage- 
ment. This one-carrier control and one-carrier 
handling avoids delay—speeds your ship- sured by experienced personnel and 


ment, large or small, to on-time delivery— __ the latest in equipment and facilities 
makes tracing quick and simple. ALL THE WAY! 


D-C is responsible for your shipment 
from pick-up to delivery, coast-to-coast 
or to a nearby city. Safe arrival is as- 


Let D-C end your shipping worries... 
prorniers , Always ship D-C—the Dependable Carrier 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY direct coast-to-coast carrier! 
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1. “The boss wants those new models 
into production right away.” 


3. “And I need to shop around 
for the best price.”’ 


Depend on 
Long Distance... 


it will deliver 


for you! 


Long Distance pays off! Use it now... for all it’s worth! 


2. “I’ve got to find out today 
who can deliver on schedule.” 


4. “Better call ’°em Long Distance 
and get things moving now!”’ 


LONG DISTANCE RATES ARE LOW 
Here are some examples: 

Cleveland to Pittsburgh . ers. 60¢ 

Birmingham to Atlanta 65¢ 

Washington, D.C. to Boston $1.15 

Miami to St. Louis . $1.55 

San Francisco to New York $2.25 


These are day rates, Station-to-Station, for the first three 
minutes. Add the 10% federal excise tax 


BELL TELEPHONE SYSTEM 











SOUTHERN DIE CASTING 


& ENGINEERING * 206 ALBERTSON RD. + HIGH POINT, NORTH CAROLINA * A DIVISION OF ADAMS-MILLIS CORP. 
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r REPAIR... 


Avoid unplanned downtime... Keep rolling equipment on 
the move; keep stationary units and tools in operation by making necessary bear- 
ings replacements with New Departure Ball and Hyatt Roller Bearings. They have 
become the standards of the industry because of their reliability and long life under 


the most severe service conditions. 


Whatever the reason for equipment being out of service and in the shop, the im- 
yortant thing is to get it on the job quickly and keep it working. New Departure and 
Hyatt Bearings help you do it. These top quality, precision bearings are close at hand 
through the national network of Authorized New Departure and Hyatt Distributors. 


% Preventative Maintenance 


Barr roller bearings come in a wide variety of types and sizes from %” OD to 14” OD. 

a They handle radial loads of up to 103,000 pounds, speeds as high as 50,000 RPM. 

kgn~ , Standard bearings operate efficiently from below zero temperatures to 450 
degrees F. Special steels, if desired, push the temperature range higher. 


METRIC SERIES ... Precision roller bearings for transmissions 
and gear boxes with built-in extra capacity. Will handle heavy radial loads, 
with intermittent thrust loads. 


WOUND ROLLER ° 
..» Made in all sizes, operates with inner race or directly 
on shafting. Resists extreme shock, abrasion and fatigue. 


ball bearings have a wide range of seals to retain bearing lubricants and keep out 
contaminating matter. Each seal is designed as an integral part of a bearing. 
The result is greater bearing efficiency, less downtime, longer life. 


NEW HOE PARTURE 


LAND-RIDING SEAL AND TRASH SHIELD... Excellent for 
severe contaminant conditions, moist or dry. Rubber is bonded to 
steel insert, crimped into outer ring. 


LAND-RIDING SEAL, PRESSED... 
For severe conditions. Rubber is bonded to rigid steel L" frame 
and pressed into outer ring ID for positive seal. 


SENTRI-SEAL... Most popular seal in use today. For every contaminant condition. Metal 
insert, molded in rubber seal which has positive contact with ground inner ring groove. 


Available nationally through UMS Authorized New Departure - 


& = 
and Hyatt Bearings Distributors f PARTS 

CM “WWE ga) seus 
ATT NEW CEPARTURE ve 


For More Facts Write No. 186 on Information Card—Last Page 


TED MOTORS SYSTEM 


PURCHASING 





Purchasing People in The News 





Sawyer’s Inc., Portland, Ore., 
has announced the appointment of 
William J. Kirby as head of the 
firm’s purchasing department. Mr. 
Kirby, a Sawyer’s employee for 
five years, was formerly with 
Stereocraft, which merged with 
Sawyer’s in 1956. He has served 
in product development, purchas- 
ing and cost accounting depart- 
ments. Mr. Kirby is a member of 
the National Association of Pur- 
chasing Agents. 


The appointment of Kenneth 
W. Ashman as production and 
materials control manager of Yale 
Materials Handling Division, The 
Yale & Towne Manufacturing 
Company, Philadelphia, Pa., has 
been announced. Mr. Ashman will 


Kenneth W. Ashman 


be in charge of the production, 
purchasing, receiving and ware- 
housing of all materials and sup- 
plies used in the plant. 

He was formerly with the Gen- 


N. J. and before that at Willow 
Island, West Va. He served in 
similar purchasing capacities with 


Albert M. Townsend 


Waverly Products Inc., Trojan 
Powder Company and The Carter 
Oil Company. 

Mr. Townsend is a graduate of 
Weoster college and he also 
studied at Tulsa University. He is 
a member of the North Jersey 
Purchasing Agents Association. 


C. Edward More has been ap- 
pointed head of the purchasing 
department of the Esterline Angus 
Instrument Company Inc., Indian- 
apolis, Ind. Mr. More, who has 


spection and receiving depart- 
ments. 

Before joining Esterline Angus, 
Mr. More was with the Indian- 
apolis Water Company. He at- 
tended Indiana and Purdue Uni- 


versities. 


M. Wayne Lemons has been 
named purchasing agent of Space 
Electronics Corporation, Glendale, 
Calif. He was previously with 
Mathews Manufacturing as a bus- 
iness administrator, Bohanan 
Manufacturing as assistant to the 
president, and Northrop Aircraft 
as a buyer. Mr. Lemons is a mem- 
ber of the National Association of 
Purchasing Agents. 


Ralph L. Millard has _ been 
named assistant Western general 
purchasing agent of the Anaconda 
Company, Butte, Mont. 

Mr. Millard is a native of Belt, 


Ralph L. Millard 


Mont. He was appointed store- 
keeper at Anaconda’s uranium op- 
eration in Grants, N. M., in 1953 
and was moved to Butte last year 
as assistant purchasing agent. 


eral Electric Insulator department 
in Baltimore and is a graduate of 
Cornell University with an elec- 
trical engineering degree. 


a 


C. Edward More 





Albert M. Townsend has been 
appointed purchasing agent of 
Pittsburgh Chemical Co., Pitts- 
burgh, Pa. He has been plant pur- 
chasing agent with American Cy- 
anamid Company, Boundbrook, 


SEE PAGE 140 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 


18 years service with the com- 
pany, will be responsible for the 
purchase of all materials. He was 
formerly head of the parts in- 
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Missile guidance depends on precision gyroscopes. Yet one flight may be a thousand miles 

off target. Reason? A minute speck of dirt or residue lodged in a critical part. » To assure 

engineers are using Du Pont Freon” solvents to clean gyros and other 

ause of its uniquely low surface tension, the penetrating power of “Freon” 

is so effective that it helps keep moving parts operating with clearances of 0.00005 inch. » “Freon” 

cleans selectively. It removes all dirt and grease, but does no damage to metals, plastics, coatings 

or insulation. In addition, it leaves no residue. Use of “Freon” is economical; the solvent can be 

recovered and used again and again. » For more information on how “Freon” solvents may eliminate 

a margin of error for you help assure reliability of your equipment, write to: Du Pont Company, 
“Freon” Products Division, N-2420SB, Wilmington 98, Del. 


® 
FREON SOLVENTS Better Things for Better Living... through Chemistry 
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If you buy sheaves, here’s a sure way of Hubs with Two 
getting increased value—just buy the Golden Screws 
Worthington sheaves with the Two Golden are supplied with 
Screws . . . they probably cost no more all Worthington 
than your present ones. sheaves, such as 
The Golden Screw on the left is an ex- those shown here. 
clusive Worthington feature that locks the And you can buy Multi-Wedge Multi-V Pos 
hub securely on the shaft. It permits tight- the hubs alone or with special adapters for use 
ening the set screw without distorting the with any shaft-mounted part you manufacture. 
hub. And the two-piece hub-and-rim de- For information, call your Worthington Distrib- 
sign makes installation fast and easy. utor in the Yellow Pages. Or write Worthington 
The second Golden Screw is the one at Corporation, Section 79-39, Oil City, Pa. 
the right which is the set screw. See how it 
turns down to lock the key securely in 
place. This prevents potentially dangerous 
key drift. 
How important are the Golden Screws? 
Decide their value in light of the maximum 
possible damage to equipment or per- 
sonnel caused by a loose me Then remem- WORTHINGTON 
ber—you probably pay no more for the 
Golden Screws in a Worthington sheave. PRODUCTS THAT WORK FOR YOUR PROFIT 


tive D 
e Drive 
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HEX- 
HEAD 
CAP 
SCREWS 


Full size range 


From 4 in.diameterby 14 in. 
long, to 14% in. diameter by 
12 in. long, and longer. Coarse 
and fine threads. 


Two basic types 


Low carbon, bright . . . high 


carbon, heat-treated. 


Fast delivery 


Just call the nearest Bethlehem 
distributor or sales office for 
prompt shipment. 


for Strength .. . Economy 
..~ Versatility 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
Export Sales: Bethlehem Steel Export Corporation 


WIILULLULLNY YYUMEAAthh, 
4 


ETHLEHEN 


STEEL 


Z 
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BETHLEHEM STEEL 
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PICTURE ALL 
6000 FILES ON THE 
WALLS OF THE SHOP-- 
MY, WHAT A SIGHT 
THAT WOULD BE! 








PROBABLY HAVE THE 
CEILING COVERED 
WITH FILES, TOO! 


POP WOULD 


THATS ONE 
USE THE 
NICHOLSON 
PEOPLE NEVER 


ee 





ACTON 








Nicholson and Black Diamond files weren’t designed 
for wall or ceiling covering . . . but to the busy shop 
man, a complete set of files for his particular require- 
ments is always a pleasant sight . . . and quite often 
less than a half dozen versatile file types will do. 
The Nicholson or Black Diamond Mill Bastard 
file is a good example of versatility. It’s single cut 
for draw filing, tool sharpening, smooth finishing of 





metals and dozens of other uses . . . and it looks good 
on a wall even without the other 6000 Nicholson or 
Black Diamond files. 

Try these files today*. Remember there’s a 
Nicholson or Black Diamond file for every industria] 
requirement, 


File Filosophy free on request. Write to Depart- 
ment P. R. 


Industrial Distributors provide the finest goods and services in the least possible time. Our products are sold exclusively through them. 


OL 
s>o 


u.s. a.* 


was NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


FILES « ROTARY BURS + HACKSAW AND BAND SAW BLADES ¢ GROUND FLAT STOCK ¢ INDUSTRIAL HAMMERS 


June 5, 1961 


For More Facts Write No. 190 on Information Card—Last Page 





58 


Odd shapes 


...and all sizes 
with Hindley 


Cotter Pins 
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FOB-=“tilosoty of buying” 





Up UNTIL a couple of weeks 
ago, We were unaware of a fine 
little brochure on how the small 
business owner can get the most 
from his purchasing dollar. It 
turned up in a routine mailing 
from the Small Business Adminis- 
tration (Washington 25, D. C.) in 
the form of Bulletin 123, Manage- 
ment Aids for Small Manufac- 
turers. It is a well-written, right- 
to-the-point piece by none other 
than Howard Ahl, executive sec- 
retary-treasurer of the National 
Association of Purchasing Agents. 
We hope this ably presented case 
for organized purchasing gets the 
widest possible distribution. 


— MURRAY, editor of the 
Tulsa Association’s Mid-Continent 
Purchaser, doesn’t mince words 
when he’s talking about a cause 
he really believes in. His recent 
editorial on the proposed N.A.P.A. 
dues increase is one of the most 
forthright we have seen in the 
purchasing press. Excerpts: 

“The entire forward movement 
of the purchasing profession can 
be stopped dead in its tracks for 
less than 60 cents a month. That’s 


what the proposed $7.00 per year 
increase amounts to when you 
break it down. 

“T doubt if there are many 
P.A.’s who would sell their pro- 
fession down the river for a cou- 
ple of packs of cigarettes a month. 
Yet that is exactly what will hap- 
pen if the increase in N.A.P.A. 
dues is not approved. 

“The benefits you, as a mem er, 
will receive from this dues in- 
crease have been explained by 
men far better qualified than I. 
Our next step is to prove to our 
managements that the extra seven 
bucks is a damn good buy. If you 
can’t convince your management 
it's worth it, drop me a note. I 
can cite you chapter and verse. | 
think the future of purchasing is 
well worth it. In fact, I’m willing 
to bet seven bucks on it.” 


Were BEING DROWNED in 
a sea of noise and general con- 
fusion so we feel we have to say 
the same thing over and over to 
get any attention. That’s the only 
explanation this department has 
to offer for the growing practice 
of saying the same thing twice 
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when once will do. 

When our leading newspapers, 
trade journals, and business mag- 
azines refer to “foreign imports,” 
just what do they mean? Are 
there any other kinds of imports? 
Domestic imports, maybe? And 
when the usually impeccable 
Economist reports that something 
was divided “into two almost ex- 
actly equal halves,” don’t you get 
the feeling that you’re going just 
a little whacky? How many halves 
does a thing have? When is a 
half not exactly equal to another 
half? 

Of all the advice given to writ- 
ers of any age, experience, or 
reputation, certainly that given 
by William Strunk, Jr., in The 
Elements of Style should rank 
first: OMIT NEEDLESS WORDS. 
We claim no immunity to caco- 
ethes scribendi, incidentally, and 
encourage our readers to de- 
nounce any manifestations of it 
they see in these pages. 


A CONSTANT READER, who 
divides his leisure time between 


the works of Adam Smith and this | JOMAC GLOVES GIVE CUT PROTECTION 


column, sends a quote from old 


Adam with the thought that it THAT FVEN LEATHER CAN'T 
might interest those value ana- 
lysts who occasionally catch sight 
of these columns while studying The remarkable cut resistance of Jomac’s loop-pile fabric glove is a 
the advertisements. It N from plus that even expensive leather gloves do not provide. Moreover, 
ae Gunes sy of Nations, Jomac gloves offer a better grip on oily surfaces and can be recon- 
00 er IV: “ ; 
m,. one oned time after time. 
“The word VALUE, it is to be ditione 

observed, has two different mean- 
ings, and sometimes expresses the 
utility of some particular object, Te heep eutéeer werk- 
and sometimes the power of pur- ers dry, comfortable 

P ° and safe in foul 
chasing other goods which the weather, insist on 
possession of that object conveys. etl ae... 
The one may be called value in . resistant to most oils, 

® reases and chemicals, 

—- the other, value can exchange. For maximum hand protection, it’s North PVC tough exible, non- 
The things which have the great- Gloves. They offer better fit, greater dexterity, ang and weaterpeael. 
est value in use have frequently more comfort and superior safety in handling 
. P chemicals, oils and greases. 
little or no value in exchange; and 
on the contrary, those which have 


the greatest value in exchange WRITE TODAY FOR A FOLDER DESCRIBING 
have frequently little or no value 


THESE PROTECTIVE JOMAC PRODUCTS 
in use. Nothing is more useful 


than water: but it will purchase 
scarce anything; scarce anything 
can be had in exchange for it. A 


diamond, on the contrary, has 
scarce any value in use; but a 
very great quantity of other goods 


may frequently be had in ex- “Jomac Sells Quality ... and Quality Sells Jomac!” 
change for it.” For More Facts Write No. 192 on Information Card—Last Page 


Jomac Inc., Dept. F 
Philadelphia 38, Pa. 


In Canada: James North Canada Company Ltd., Simcoe, Ont. 
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DIFFICULT STORAGE PROBLEM? 


Solve it effectively by putting more into less space. DeLuxe professionals do it with an almost limitless choice of shelf units, 
bins, doors, drawers, and dividers. Just one example: by stacking our shelving three tiers high, we recently saved one company 
20,000 feet of floor space. Money-saving solutions like this have caused many companies, large and small, to call in DeLuxe 


professionals before they make a move. Only DeLuxe has unique boltless construction (goes up in minutes), plus the most flexi- 
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Western Plant Maintenance and Engineering Show, Booths 535 & 537 








GET THE PROFESSIONAL DELUXE SOLUTION 


ble line of steel shelving and accessories. There are more possibilities! Like to see a solution to your storage problem before 


you spend a penny? No obligation, of course. Call or write: DeLuxe Metal Products Company Division, Royal Metal Manufacturing 
Company, Dept. 22-F, One Park Ave., New York 16, N. Y. SHOWROOMS: 


New York, Chicago, Los Angeles, San Francisco, Seattle; Galt, Ont. ete | 1) CJ |e es | 
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Strong, Modern, Dependable 


SOLVE FASTENER PROBLEMS 
CAUSED BY SHOCK OR VIBRATION... 


SIMPLIFY ASSEMBLY 
with Republic NYLOK® Bolts and Nuts 


Applications are unlimited for rugged, self-locking Republic 
NYLOK® Bolts and Nuts. They lock tight—seated or not—to 
simplify assembly, solve a wide range of design and engineer- 
ing problems caused by shock or vibration. 

Single-unit NYLOK Bolts and Nuts are easy to apply manu- 
ally or automatically, can be used over and over. NYLOK 
Nuts are double-chamfered to permit automatic feeds at top 
production speeds, save time and money. 

Check your product for applications where NYLOK’s positive 
holding power can do the job better, save you money. For sizes, 
prices, and application data on NYLOK Bolts and Nuts, 
contact your Republic Dealer, or send the coupon. 


NYLOK’S SUPER-LOCKING SECRET 
is its nylon plug, firmly staked into one of the faces of the 
cold forged hex nut, or into the body of the bolt. The 
plug has a plastic memory—or a natural tendency to 
recover its original shape and “grow” into opposite mating 
threads. This forces tight metal-to-metal contact for a 
vibration-proof lock that can't shake loose. 


Typical NYLOK applications: (a) NYLOK Bolt as a fastener-sealer to effectively block fluid escape along thread path; (b) NYLOK 
Bolt used to solve tension or vibration fastening problems; (c) NYLOK Nut used to secure lawnmower rotor blade under severe 
vibration conditions; (d) NYLOK Nut employed to lock tight against pressure of a spring-clamp. 





HOT ROLLED SHEETS UP TO 90” WIDE are substantially trimming 
material and labor costs for Republic customers in a variety of 
different industries—including truck, appliance, storage tank, 
and vault manufacturers. 

Republic Extra-Wide Sheets eliminate many welded seams, 
are easy to form and fabricate, and offer excellent uniformity 
and finish. For information, mail the attached coupon. 


ABILITY TO WITHSTAND SEVERE SHOCK, strain, impact, and 
wear were important factors in the selection of Republic Hot 
Rolled Alloy Steel for planetary ring gears—product of Warner 
Gear Division, Borg-Warner Corporation, Muncie, Indiana. 

Records prove that the uniformity of this alloy steel has 
reduced reject rate and scrap loss. This, along with exceptionally 
high machinability, is holding unit cost of the planetary ring gear 
to an absolute minimum. Send coupon for data on Republic Hot 
Rolled Alloy Steel. 


REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 
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WHEN YOU WANT FOUNDRY ENGINEERING HELP, 
call on Republic for skilled, obligation-free metal- 
lurgical assistance. Backed, by a complete 
knowledge of metal behavior and practical 
foundry experience, Republic Foundry Service 
Engineers are thoroughly qualified to assist you 
in every department of your foundry operation. 

They'll recommend the grade of merchant pig 
iron best suited to your requirements, your equip- 
ment, your specifications. 

For ideas on increasing the use and sale of 
castings . . . for suggestions on increasing produc- 
tion efficiency . . . for information on the latest 
foundry processes and techniques, mail the coupon 
for a call by a Republic Foundry Service Engineer. 








REPUBLIC STEEL CORPORATION 
DEPT. PH -2041-A 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send additional information on the following: 
0 NYLOK Bolts and Nuts DC Hot Rolled Alloy Steel 
(— Extra-Wide Hot Rolled Sheets D Pig Iron 


DC Have a Foundry Service Engineer call 


Name Title 





Company 





Address 





City— 








SILICONE NEWS from Dow Corning 


No Sticking Here! 


SILICONE 
COATED 


New Silicone Coatings for Paper 
End Sticking; Save Time, Money 


Sticky products like asphalt, dates, and uncured rubber have always been 
troublesome to pack, unpack or process. But that’s all in the past for 
people who specify new Syl-off® silicone coatings for paper. 


Even the stickiest materials are easily and cleanly removed from shipping 
containers made with Syl-off coated paper or paperboard. And there’s 
nothing to compare with the ease of removing Syl-off coated separators 
from pressure-sensitive backed items — labels, decals, wallpaper . 

backing papers peel completely free without tearing. Syl-off coatings 
won't transfer or migrate, either . . . which means you can use coated 
papers as package wraps, liners and interleaving for food products. 


WHO BENEFITS? You do! If you buy and use sticky materials, Syl-off 
means faster in-plant handling and processing. You get all the material 
you pay for and product losses are minimized. If you ship sticky products, 
Syl-off helps you create the kind of happy, satisfied customers who make 
the difference between profit and loss. You can actually save money, too, 
because Syl-off brand coatings weigh less than other release coatings which 
means lower shipping costs. 


GETTING PERSONAL. Are sticky products giving you or your custo- 
mers trouble? Can Syl-off help? Syl-off coated papers or containers 
can be engineered to your special needs by experienced mills and con- 


verters. Write now for list of Approved Sources. Address Dept. 7218. 


Ue es WLS AY: 


For technical assistance in ; : 

adapting Syl-off to your products, iret in 

or for prompt shipment, contact the Pil itetelat-t-) 

Dow Corning office nearest you. Dow Corning CORPORATION 
MIDLAND. MICHIGAN 


ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, DB. Cc. 
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Calendar of Coming Events 
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June 4-7. National Association 
of Purchasing Agents: An- 
nual Convention, Conrad 
Hilton Hotel, Chicago, IIl. 


June 5-9. Society of the Plastics 
Industry: 9th National 
Plastics Exposition, Coli- 
seum and Commodore Ho- 
tel, New York, N.Y. 


June 8-9. National Electrical 
Manufacturers Associa- 
tion: Western Conference, 
Biltmore Hotel, Los Ange- 
les, Calif. 


June 11-15. American Society of 
Mechanical Engineers: 
Summer Annual Meeting, 
Statler-Hilton Hotel, Los 
Angeles, Calif. 


June 13-16. Cornell University: 
Industrial Engineering 
Seminars, Cornell Univer- 
sity, Ithaca, N.Y. 


June 14-16. American Society 
of Mechanical Engineers, 
Applied Mechanics Confer- 
ence, Illinois Institute of 
Technology, Chicago, IIl. 


June 14-17, Drop Forging Asso- 
ciation: Annual Meeting, 
Greenbrier, White Sulphur 
Springs, W. Va. 


June 16-19. National Association 
of Metal Finishers: Annual 
Convention, Statler Hilton 
Hotel, Boston, Mass. 


June 18-20. The Material Han- 
dling Institute: Late Spring 


Pittsburgh Hilton 
Pittsburgh, Pa. 


Meeting, 
Hotel, 


June 18-23. American Electro- 
platers’ Society: 48th An- 
nual Convention, Hotel 
Statler - Hilton, Boston, 
Mass. 


June 21-24. National Tool, Die 
and Precision Machining 
Association: Summer Meet- 
ing, Schroeder Hotel, Mil- 
waukee, Wisc. 

June 25-30. American Society 

for Testing Materials: 

Annual Meeting. Chalfonte- 

Haddon Hall, Atlantic City, 

N.J. 


June 28-30. American Society of 
Mechanical Engineers: 
Joint Automatic Control 
Conference, University of 
Colorado, Boulder, Colo. 


June 28-30. National 
Accountants 
Royal York F 
Canada. 


Machine 
Agsociation: 
tel, Toronto, 


July 18-20. Western Plant Main- 
tenance and Engineering 
Show: Pan Pacific Audito- 
rium, Los Angeles, Calif. 


July 25-Aug. 10. Chicago Inter- 
national Trade Fair, Mc- 
Cormick Place Exposition 
Center, Chicago, IIl. 


July 30-Aug. 2. Institute of Sur- 
plus Dealers: 16th Trade 
Show, New York Trade 
Show Building, New York, 
N.Y. 





postal” zone ge ye new compan 


recent issue, 
clew 5 weeks for change to 





SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 
Department, PU East 42nd Street, New York 17, N. Y. 


RCHASING Magazine, 205 
+ S give title and company affiliation in all correspondenes, Noti 
ge of — Be sure to give old as well as new 


us promptly 
ress; inclu 


name and title. Enclose address label from 
if peseibte. Since mailing labels are addressed in advance, please 
become effective. 
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A WIDE RANGE OF 


KLEIN PLIERS 


FOR EVERY 


ELECTRONIC NEED 


Every wiring job demands a plier specifically 
designed for that particular service. In the 
Klein line is a plier exactly suited for every 
wiring job. Not only is assembly speeded up, 
but a better job is assured. 


D 321-4-% 


Shown here are afew of the many electronic 
pliers available in the complete Klein line. 


CATALOG FREE 
ON REQUEST. 
Write for Catalog 103-A 
illustrating and de- 
scribing the complete 
line of Klein Pliers. 


ASK YOUR SUPPLIER 


Foreign Distrib ati 
Standard Electric io New York 
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PICK A TERMINAL ANY AMP TERMINAL 


hi 







For the 
world’s tinest 
reliability 


Teeth-jarring circuit vibration a problem? How 
about searing temperatures, LOOOF® plus? 


KA 






aybé metal-eating salt spray or corona'is your 
' 
circuit nemesis 








A 


‘Tom ast-1a¢-1@n 1er-) an alm elcole)(-lasmi-melen isl le-mnn 9) 
specifying AMP. you can pick the ‘exact solder- 
ess terminal for your requirements from the 
roadest line on the market—whether you re 







~ quire the great production speed of an AMP ile 
Nh co} gar-loialial-mme) am dal-me-jeal-] i Meav igi olcele|sieich ie aie): * 
Ta itome 014-111 elamar-lale in cole) 7 









fact when y 






pecify AMP, you pick the 
surest route of all to consistent, economical 





reliability. If you want a better way to 
{esign and. manufactu: 2 your circuits, send for 
eifull story on AMP's solderless termina- 













& 


A =—_ wes Eat iss 
-_ \"4 & Ola Olads bal 
GENERAL OFFICES: HARRISBURG, PENNSYLVANIA 


AMP products and engineering assistance are available through subsidiary companies in: Australia « Canada « England « France « Holland « italy « Japan « West Germany 
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Purchasing Pointers 


PUT V.A. ON A SYSTEMATIC BASIS—Even the smallest value analysis group— 
e.g., the P.A. and his assistant—should get some organization 
into its value analysis effort. Follow these simple ground 
rules for V.A. and you'll be off on the right foot: hold regular 
meetings ; meet at the same time in the same place if at all pos- 
sible; keep some kind of record of what you've done and what 
you're planning; bring every project to some kind of conclusion 
—either acceptance or abandonment ; report regularly to your 
management on what you're doing. 





IS THAT INVOICE CHECKING NECESSARY?—Do you carefully check each supplier 
invoice against the purchase order and receiving report before 
approving it for payment? If you do, you may be spending $1.00 
to save 10¢ in some cases. Some companies are convinced only 
big orders warrant a detailed check. Orders for less than $50— 
which constitute more than half of the total for most com- 
panies—simply don't warrant anything more than a superficial 
review plus occasional detailed spot checks. 





SWITCHING BUYERS' WORKLOADS—Each buyer in the purchasing department of a 
California aircraft firm files a folder of unfinished business 
(open requisitions, tooling orders, correspondence, etc.) 
with the P.A. at the close of each day. This gives the P.A. a 
chance to see what's going on in the department, and to assign 
any pending item of work to an alternate if the original buyer is 
absent the following day because of illness or any other reason. 





HOW MANY OVERDUE ORDERS?—A Philadelphia P.A. has started a campaign to 
keep overdue orders to a maximum of 10% of all active orders at 
any given time. He estimates that as a normal figure, allowing 
for clerical errors, engineering mistakes, and normal vendor 
failure. He makes regular surveys among his buyers to see how 
well they're staying within limits—but he doesn't announce 
when a survey is going to be made. 





GIVE CREDIT FOR VALUE IDEAS—Don't kill enthusiasm for a plant-wide value 
analysis program by failing to give credit where it's due, 
warns Ken Cruise, N.A.P.A.'s national chairman for Value 
Analysis-Standardization. People in other departments shy 
away from V.A. if they think purchasing will lift their ideas 
and claim credit for them, he says. Cruise suggests a "VA Idea 
of the Month” display, featuring a picture and write-up of the 


person or department making the best suggestion for getting 
greater value. 
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local Gates. Distributor stocks 


belts for all your high speed machines 


... immediate delivery through Gates new Custom-Stock Service 


Gates new Custom-Stock Service saves 
you money two important ways. 


4. It assures you of fast delivery of 
every size of replacement belt you need 
for your high speed machines—avoid- 
ing delivery delays that are costly in 


lost production from idle equipment. 


2. It gives you the money-saving bene- 
fits of using Gates Speed-Flex Belts— 
the belt made to outwear any other 
high speed belt. 


How Gates Custom-Stock Service works: 


@ Your local Gates Distributor will call at 
your plant and quickly determine the belt 
size for each of your high speed machines. 


@ He will maintain a stock of every one of 
the belt sizes that you need. 


@ You keep only a few spares on hand for 


immediate replacement—and call him for 
fast delivery when you need additional belts. 


e@ Your production output benefits from the 
smooth-running efficiency and extra long 
service life provided by Gates Speed-Flex 
Belts. 


For all the details on this money-saving CUSTOM-STOCK service, contact your 


nearby Gates Distributor. 


The Gates Rubber Company, Denver, Colorado 


Gates Speed-Flex Belts 


For More Facts Write No. 168 on Information Card—Last Page 


in ordinary woven and 
braided beits, a cutting 
action between cords can 
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Gates Speed-Flex con- 
struction has no wear of 
cord against cord—belts 
last up to 5 times longer. 
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EDITORIAL 





M R. WILKINS MICAWBER is not ordinarily thought of as 
a classical economist, but at least one of his famous utterances 
has relevance to the current uproar over price fixing. 


Charles Dickens had Micawber explain the economic facts of 
life to David Copperfield thus: 


“Annual income twenty pounds, annual expenditure nineteen 
nineteen six, result happiness. Annual income twenty pounds, 
annual expenditure twenty pounds ought and six, result misery.” 


Although his own expectations were on the modest side, 
Micawber very neatly expressed the basic principle on which 
modern business operates: it’s not only desirable but respectable 
to make a profit. In other words, you try to buy low and sell 
high—within the law. 


Reading some of the comments about buying, selling, and 
price-fixing made at the hearings of the Senate Antitrust and 
Monopoly Committee, one wonders who is closer to reality, 
Dickens or some of our business and legislative leaders. One 
witness said price-fixing was necessary to protect manufacturers 
against “sharp purchasing practice.’ And Senator Kefauver 
charged the electrical companies with “defying the laws of 
supply and demand and the laws of the nation in taking it on 
yourself to say what the public would pay.” 


If the profit motive is still acceptable in our society, why must 
good purchasing automatically be called “sharp?” Surely a sales 
manager who wanted to maximize his company’s profits would 
want his own purchasing department to get the utmost value 
(and lowest price) when buying materials and components. 


And when did the law of supply and demand becomes so sacred 
that a businessman must obey it as he would the law of the 
land? Indeed, if the law of supply and demand really worked 
without hindrance, it would cause more havoc than is dreamt 
of in Sen. Kefauver’s political philosophy—notably in agricul- 
ture. Anyone is free to “defy” the law of supply and demand as 
he sees fit, provided he is willing to take the economic risks in- 
volved, and there is no violation of the moral or civil law. 


Business as a profession and businessmen as individuals will 
be a lot better off in every way if they make it clear they are 
in business to win. A good buyer is one who uses every decent 
means he can to buy at the lowest price, and a good sales- 
man is one who sells at the highest price he can get, without 
violating the law. There’s nothing unAmerican about that, and 
don’t let your customers, your suppliers, or your Congressmen 


tell you any different. 
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(Continued from Front Cover) 

Industrial P. A.’s frequently get identical bids 
from competing suppliers. Does this mean there 
has been collusion? Not necessarily, say most 
P. A.’s responding to this month’s Purchasing 
Opinion poll. Less than a quarter of them think 
illegal price fixing by suppliers is increasing. What 
many do see is an increase in a perfectly legal 
practice: identical pricing through use of price 
lists and catalogs. 

Identical price lists don’t mean price competi- 
tion is dying out. Although few purchasing or 
sales executives care to admit it publicly, price 
cutting is more prevalent than ever. In many in- 
dustries, price lists are merely the starting point 
in negotiation. As one P.A. says, “it’s one thing 
for suppliers to quote identical prices. It’s another 
to get a cost conscious P.A. to pay them.” 

The industrial purchasing agent has been far 
more effective in stimulating price competition 
than the U. S. Department of Commerce or the 
Federal Trade Commission. As a result of his 
efforts, there’s more price cutting now than in 
many years. This is true even in industries where 
producers or distributors ostensibly sell identical 
products at identical prices. Good buyers often 
get price concessions even from suppliers who are 
determined to sell strictly on the basis of quality 
and service. Here are some of the ways they’re 
doing it: 

1. Negotiating price cuts om another item. 
In some cases, a manufacturer or distributor will 
fix the price of one item but will be willing to 
offer concessions on another item. In this case, the 
P. A. may agree to buy the price-fixed item if he 
can get a sufficiently big price cut on the non- 
fixed item. The net result, of course, is exactly 
the same as if the P. A. had negotiated the reduc- 
tion directly on the price-fixed item. 

2. Buying from a foreign source. When domes- 
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tic producers won’t cut prices, sometimes a for- 
eign supplier will. Imports have increased by 
leaps and bounds in recent years mostly because 
foreign suppliers undercut prices of domestic pro- 
ducers. In some cases, foreign suppliers have such 
deep inroads into our markets that American man- 
ufacturers have had to take a new look at both 
their pricing and production practices. In one or 
two cases, this has resulted in the American manu- 
facturers coming back into their own markets 
stronger than ever. New methods have permitted 
them to both cut prices and restore profits. 

3. Buying to own specifications. Manufactur- 
ers may violate the Robinson-Patman Act if they 
offer one buyer a concession they don’t offer an- 
other buyer. This makes price negotiation par- 
ticularly tough. Manufacturers might not object 
to cutting prices for one of their customers but 
they’re understandably reluctant to revise their 
whole price structure every time a buyer asks for 
a lower price. But when the buyer’s specs are 
unique, then buyer and seller are perfectly free 
to negotiate any price they please. It is for this 
reason, that auto companies buy tail pipes made 
to their own specifications at prices lower than 
the tube from which the pipes are fabricated. 

4. Making the item. If suppliers refuse to be 
competitive, a customer will often bring the item 
into his own shop. Big companies sometimes find 
it more profitable to expand vertically (by mak- 
ing more of their products in their own factories) 
than to expand horizontally with new products. 
But sometimes the savings made by making in- 
stead of buying are illusory. Fewer mistakes are 
made if purchasing participates in make-or-buy 
decisions. 

5. Buying outside local areas. Modern trans- 
portation and communication are helping many 
P. A.’s stimulate competition. When local dis- 
tributors start falling down on the job, they try 
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distributors in the next town or even state. It’s 
less convenient. But the out-of-town outfits are 
always eager to sharpen their pencils if they can 
get a crack at business outside their normal 
marketing areas. The savings are sometimes 
worth the extra effort and inconvenience, a few 
purchasing agents report. 

6. Other concessions A buyer who persuades 
a supplier to carry inventory for him (as many 
are now doing) is getting a concession that is the 
equivalent of a price cut. Sometimes he can get 
the price cut more directly. For example, some 
buyers persuade distributors to give them ab- 
normally high terms of payment—for example 
7/10 net 30 instead of the usual] 2/10, net 30. Re- 
ciprocity is also being used as a vehicle to boost 
profits. If a purchasing agent can persuade a 
supplier to buy from his company, the effect on 
profits may be exactly the same as a price cut 
from that supplier. 


73% Favor Anti-Trust Drive 


But even the most cost-conscious purchasing 
agent throws in the towel when dealing with some 
of his suppliers. Every P.A. buys some items 
where the prices are set for him on a take-it or 
leave-it basis. In some cases, these prices are de- 
termined by impersonal supply-demand forces in 
commodity markets. No. P. A. has any quarrel 
with this price-setting mechanism. 

Most prices are set by the producers themselves. 
They are based on cost plus whatever margin the 


producer thinks the “traffic will bear.” Most 


P.A.’s (55% of those surveyed) think that pricing 
policies are restricting competition in certain in- 
dustries. And a whopping 73% endorse the gov- 
ernment’s stepped-up anti-trust drive. 

Senator Kefauver is not the only person who 
wonders how companies in certain industries 
manage to come up with identical prices. Many 
purchasing agents also wonder how this magic 
process works. In a few cases, of course, there’s 
Suppliers just quietly agree among 
themselves on what they will charge. 


no magic. 


Identical Prices Don't Prove Collusion 


In most cases, however, suppliers can come up 
with identical prices with no collusion whatever. 
Just one ingredient is essential: products of com- 
peting producers must be almost identical. All of 
the raw materials and most of the other items a 
purchasing agent buys meet this criterion. How- 
ever, a second ingredient is needed to eliminate 
price competition: there must be a limited num- 
ber of producers. When there are many produc- 
ers, as in the cotton gray goods industry, prices 
fluctuate wildly. 

When there are relatively few producers, prices 
are quite stable. When they do change, all pro- 
ducers seem to come up with the same price over- 
night. This, as we have already pointed out, does 
not necessarily mean there is collusion among pro- 
ducers. Nor does it mean that the prices they 
charge are too high. For example, pricing in the 
steel industry follows this pattern. Industry 
profits have been high in recent years but they 


ELECTRICAL VS NON-ELECTRICAL EQUIPMENT 
PRICE MOVEMENTS, 1954-1959 
1954=100 


Source: U. S. Dept. of Labor, Bureau of Labor Statistics 
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1954 1955 1956 
Who was hurt by price fixing in the electrical 
equipment industry? Not electrical equipment 
buyers say Allis-Chalmers, Westinghouse, and 
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1957 1958 1959 
General Electric. They point out that electrical 
equipment prices have advanced less than prices 
of most non-electrical equipment. 








Purchasing’s Opinion on Price Fixing 


PurcHasinG Magazine surveyed over 1000 industrial pur- 
chasing executives on pricing practices. The questions and 
their combined answers follow 


1. Is illegal price fixing (where 
collusion is involved) increasing 
among industrial suppliers? 

No 


No Opinion 


. Is the practice of quoting iden- 
tical prices from price lists (no 
collusion involved) increasing 
among your suppliers? 


. Do you believe the practice of 
quoting identical prices restricts N 
competition in certain indus- oO 
tries? 


No Opinion 


























have not been so high that any new producers 
have been attracted to the major market areas in 
the eastern half of the United States. Investors 
have preferred to put their money into “growth” 
industries like electronics where profits are even 
higher. All new facilities in the east have been 
built by existing steel companies. 

Investors’ decisions to go into “growth” indus- 
tries have been wise ones. The non-growth indus- 
tries are currently operating it a fraction of their 
capacity. And, of course, P. A.’s wonder why 
prices in many of these only rise when costs go 
up. They never seem to follow classic laws of 
economics and drop when demand falls off. 

This doesn’t mean there is collusion among pro- 
ducers any more than identical prices mean col- 
lusion. Prices are identical and relatively insen- 
sitive to demand-supply forces because of the 
structure of such industries and their pricing 
process. 
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Suppose your company is one of four producers 
in basic industry. You have 25% of the market 
and so does each of your competitors. You like 
to think that your quality and service are superior 
to the other producers but your competitors feel 
the same way about their quality and service. 
Your sales are $100,000,000 and your profits are 
$10,000,000. 


Why Prices Remain Stable 


Like every other manufacturer, you would like 
to boost both sales and profits. If you cut prices 
slightly, you could boost sales sufficiently to more 
than offset a reduction in your profit margin— 
provided your competitors did not meet your price 
cut. But you know full well that your competitors 
will follow if you cut prices, so you would not 
gain any business at their expense with such a 
move. Nor would you broaden the over-all mar- 
ket for your products. Your product is a raw ma- 
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4. Do you think some degree of 
identical pricing is needed to 
protect smaller suppliers from No 
being driven to the wall by price 
wars? 


No Opinion 


. Do you feel that the govern- 
ment’s stepped-up campaign to No 
enforce the anti-trust laws is 
justified? 


No Opinion 


Beneficial 


. What do you think will be the 
effect of this campaign on busi- 
ness in general? 


Harmful 


No Opinion 


























terial in someone else’s product. The amount that 
purchasing agents buy is determined by the de- 
mand for the end product—not by the costs of 
raw material. Price cuts would stimulate new 
uses for your products. But experience shows 
that the added revenue from the new applications 
would never offset the losses that result from low- 
er prices. 

So you have no incentive to cut prices since 
you stand to gain only if your competitors do not 
hear about it. Needless to say, their intelligence 
is just as good as yours. Thirty years ago, you 
might be tempted to make a secret price deal with 
several of your very largest customers. Now you 
wouldn’t dare. If your competitors didn’t find out 
about it, the Justice Department would. And price 
discrimination favoring certain customers has 
been illegal since the Robinson-Patman Act was 
passed in 1935. 

So prices in your industry remain stable. Even- 
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tually, however, you and your competitors reach 
a stage where you can no longer maintain the 
status quo. Costs may have risen. Demand may 
have strengthened to the point where you feel 
customers will pay higher prices without too much 
protest. Both you and your competitors independ- 
ently review these and other factors. You will 
undoubtedly consider the impact of a price in- 
crease on your unions, on the government anti- 
trust activities, on your ability to compete with 
foreign producers, ete. 


Low Prices Don't Always Stick 


Naturally, each producer’s estimate of the 
“right” price is slightly different—as long as there 
has been no collusion. One producer finally comes 
out in the open and announces his new price. At 
this time, you are free to follow his lead and meet 
his price. Or you can announce a different price. 
If your price is higher, it will “stick” only if com- 
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petitors decide to follow. Otherwise you will have 
to retract or suffer the consequences in lower 
sales and profits. If your price is lower, your com- 
petitors will probably have to follow your lead 
whether they really want to or not. 

Of course, there is strong incentive to price for 
a maximum return of investment. But well man- 
aged companies don’t act like hogs. If they do, 
they will attract new producers into their indus- 
try. Unless demand is exceptionally strong and 
there are shortages, the new producer almost al- 
ways must get business by cutting prices. 


How New Companies Operate 

In some cases, the existing producers will meet 
the new producer’s price cuts. If they decide to 
compete vigorously on price, they may even drive 
the newcomer out of business. American firms 
rarely behave this way in mid-twentieth century 
(but it was common practice fifty years ago). Not 
only is unfair competition frowned on by the Jus- 
tice Department—-it may also be uneconomical. 
In many cases, it simply doesn’t pay for a big 
firm to meet a smaller company’s lower price. 

In our hypothetical firm, remember we have 
25% of the market and make a 10% profit on 
sales of $100,000,000. Let us suppose now that a 
small producer enters the industry and takes 4% 
of the market. The effect on us is the same as on 
our competitors so we lose 1% of the market and 
our share declines to 24%. Our sales and profits 
drop to $96,000,000 and $9,600,000 respectively. 
The new producer gets his business by under- 
cutting our prices 5%. Of course, we can always 
recover our share of the market by meeting the 
lower price. But look what happens to sales and 
profits if we do. Dollar volume of sales drops 5% 
from its former level to $95,000,000 and profits 
are reduced 50% to $5,000,000 since the 5% price 
reduction cut our profit margin in half. 

So we simply let the small producer operate at 
capacity and content ourselves with slightly lower 
profits. Naturally, the little fellow grows. He con- 
tinues to make inroads into our market; eventual- 
ly he becomes too big to ignore. At this point, we 
just can’t afford to lose more sales and we must 
meet the price competition. Fortunately, our erst- 
while small producer has less incentive to cut 
prices. He is now well established and it may pay 
him to raise prices and settle for a stable share 


of the market. 
P.A.'s Willing to Pay for Service 


But if the little fellow gets too eager, there’s 
bound to be trouble. We have to compete on a 
price basis and so do the other three companies. 
As a result, we now have price competition. This 
is exactly what happened in electrical equip- 
ment when a smaller company tried to widen its 
share of the market by cutting prices. First, there 
was a price war. Then a period of peace and price 
stability when competitors agreed on prices and 
quotas, and, finally, more price cutting when 
smaller producers refused to be satisfied with 
their share of the market. Imports are having the 
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same effects in other industries. At first, they can 
be ignored but finally they grow to the point 
where domestic producers must meet the for- 
eigners’ prices or suffer disastrous sales losses. 

However, smart manufacturers avoid meeting 
competitors’ prices whenever possible. They can 
sometimes escape from vigorous competition with 
profit margins unscathed. Their not-so-secret 
weapon is product differentiation. If a supplier 
can convince a P. A. that his quality or service is 
significantly better than that of his competitors, 
then price becomes less important. 

For example, the price differential between two 
leading makes of automobile may be as little as 
$50. This is an almost trivial differential to the 
buyer of a $2500 car. It’s certainly worthwhile if 
it buys a better looking product with more pres- 
tige. Insignificant as the differential is to the buy- 
er, it can work wonders on the sellers profit mar- 
gin. The typical manufacturer makes only 9% 
profit on sales. If he can charge prices that are 
even 3% higher, he can boost profits by one-third. 
Or sometimes product differentiation can work 
its magic On profit margins even when it doesn’t 
permit higher prices. All it need do is boost sales. 
Most companies are barely making ends meet 
when they operate at 60% of capacity. Their fixed 
costs are eating up all the profits and may even 
be causing losses. But the shoe is on the other 
foot when the typical supplier hits 99% of capac- 
ity. The same prices permit him to make profits 
that make him the envy of his investment banker. 


Advertising Doesn't Stress Price 

The advertising industry does a tremendous 
job on product differentiation for its clients. Look 
at the advertising pages of this or any other pub- 
lication. An ad from the XYZ Company never 
says “buy my product because it’s cheaper.” In- 
stead, it says, in effect, “buy my product because 
it’s better and because I’m a better supplier.” 

In a recent issue of PURCHASING Magazine, a 
manufacturer of electric motors described how 
his product had been applied in a new office build- 
ing and invited readers to call on his application 
engineers for assistance in solving their electrical 
problems. A steel company described how its spe- 
cial steels had helped a designer build a bridge at 
lower cost. A conveyor manufacturer showed how 
its products cut labor costs. 

All of these advertisers and others are actively 
competing with other producers in their industry. 
This is true even when their prices are identical 
with those charged by their competitors. The serv- 
ices they offer obviously have economic value. 
The P. A. who selects such suppliers carefully 
can often make a greater contribution to his com- 
pany profits than he can by dealing with suppliers 
who cut prices. And sometimes the P. A. can have 
his cake and eat it. He can get both first-rate 
service and price competition. Certainly the P. A. 
should never hesitate to ask suppliers for the 
best deal he can get. He owes this to his company 
just as suppliers owe it to themselves to try to 
maximize profits over the long term. > END 
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Washington Plans 
More Crackdowns 


By Leonard Sloane 


News Editor 


Irs GETTING harder and 
harder to fix prices. Would-be 
price fixers who thought a sym- 
pathetic Eisenhower Administra- 
tion would wink at anti-trust 
violations soon got a rude shock. 
Eisenhower’s Attorney Generals, 
Herbert Brownell and William P. 
Rogers gave anti-trust enforce- 
ment the biggest shot in the arm 
it had had in years. The Kennedy 


Administration now seems out to 


do its predecessor one better. At- 
torney General Robert Kennedy 
and Paul Rand Dixon, chairman 
of the Federal Trade Commis- 
sion, are both ambitious, aggres- 
men—eager to see that the 
anti-trust laws are vigorously en- 
forced. They’ve surrounded 
themselves with eager young at- 
torneys (many of them holdovers 
from previous Administrations) 
ready to carry out their program. 
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The creed of the Kennedy Ad- 
ministration on antitrust can per- 
haps best be stated by Lee Loev- 
inger, assistant attorney general 
in charge of the Justice Depart- 
ment’s antitrust division. A for- 
mer associate justice of the 
Minnesota Supreme Court, Loev- 
inger says simply: 

“A deliberate or conscious vio- 
lation of the antitrust laws is not 
a mere personal peccadillo or eco- 


Senator Estes Kefauver and staff members of the Senate Antitrust and 
Monopoly subcommittee question Robert Paxton, retiring president of 
General Electric, during recent hearing on price-fixing. 
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nomic eccentricity, but a serious 
offense against society which is 
as immoral as any other act that 
injuries many in order to profit a 
few. Conspiracy to violate the 
antitrust laws is economic rack- 
eteering which gains no respecta- 
bility by virtue of the fact that 
the loot is secured by stealth 
rather than by force. Those who 
are apprehended in such acts are, 
and will be treated as, criminals 
and will personally be subjected 
to as severe a punishment as we 
can persuade the courts to im- 
pose.” 

With this as a guide to the 
thinking of President Kennedy’s 
appointees, take a look at what 
has happened in recent months: 

—In the biggest criminal case 
under the Sherman Antitrust 
Act, 29 heavy electrical equip- 
ment companies were fined al- 
most $2 million, executives of 
these firms were fined, and seven 
of them were given 30-day jail 
sentences by Philadelphia Dis- 
trict Court Judge J. Cullen Ga- 
ney. (The government first got 
wind of price fixing in the indus- 
try when T. V. A. buyers report- 
ed that time-after-time all but 
one bidder on electrical purchas- 
es submitted identical quotations 
and that the low bid seemed to 
rotate among companies. 

Since then, a series of civil 
complaints running into many 
millions of dollars has been filed 
by the Justice Department and 
the TVA charging that collusion 
resulted in high and artificial 
prices. In addition, the Justice 
Department is considering con- 
sent decrees to settle 19 of these 
suits. 

However, a number of utilities 
have already filed some com- 
plaints. Also other state and mu- 
nicipal units and industrial pur- 
chasers of electrical equipment are 
asking for the right to see the 
documents of the trial in order to 


arrive at a dollar figure for pos- 
sible damage suits. 

—The Senate Antitrust and 
Monopoly Subcommittee, headed 
by Sen. Estes Kefauver (D- 
Tenn.), has been digging deeper 
into the electrical conspiracy as 
well as raking over old coals. 
Witnesses appearing before the 
subcommittee included some of 
the 31 officials sentenced in the 
Philadelphia trial and a number 
of officers of the electrical com- 
panies who were implicated by 
those testifying. 

—Another grand jury in Phiia- 
delphia is searching for further 
evidence of antitrust violations in 
the electrical equipment industry. 
Its aim is to determine if any top 
management officials in the in- 
dustry were involved in the con- 
spiracy for which their subord- 
inates went to jail. 

—Eight milk companies, their 
trade association, and four of 
their top executives were charged 
with fixing prices and rigging 
bids in selling milk to Baltimore 
city and county schools. 

—Seven bakeries in Northern 
Florida and Southeastern Geor- 
gia, charged with rigged bidding 
in the sale of bakery goods to 
Navy installations, pleaded nolo 
contendere (no contest) and 
drew fines up to $11,000. 

—Pharmaceutical associations 
in Idaho and Utah were charged 
with conspiracy to fix prices for 
prescription drugs. In the last 
months of the Eisenhower Ad- 
ministration, similar charges were 
made against the Northern Cali- 
fornia Pharmaceutical Associa- 
tion. 

—Acting under a section of the 
Federal Trade Commission Act 
used only once previously since 
its passage in 1914, the Justice 
Department asked the FTC to 
find out if defendants in 56 pre- 
vious antitrust cases are living 


up to the judgments against them. 
The cases were described as “ma- 
jor” but were not otherwise 
identified. 

—Grand jury 
covering price fixing and bid rig- 
ging are now underway in scores 
of cities throughout the United 
States. These include inquiries in 
New York City on processed 
meat, in Boston on wool, in Wich- 
ita on light planes, and in Phila- 
delphia on chemicals (caustic lye 
and chlorine). 

All this activity—plus a num- 
ber of other investigations now 
going on which Justice and FTC 
officials won't discuss yet—points 
to increasing government interest 
in industry pricing practices. In- 
vestigators are looking for any 
evidence that there has been 
price fixing, bid rigging, or divid- 
ing of markets. 


investigations 


Interview Key Figures 


According to a senior official at 
the FTC’s bureau of investiga- 
tion, this new emphasis doesn’t 
mean that the government is less- 
ening its attack on mergers that 
would tend to create monopolies. 
But official allegations to the con- 
trary, there will certainly be 
more attention given to identical 
prices, collusive bidding, and 
meetings between competing 
companies in both the consumer 
and industrial areas. In fact, the 
Attorney General himself says 
that price fixing will be given 
“priority” attention. 

To determine the direction and 
scope of the government anti- 
trust campaign, PuRCHASING Mag- 
azine held a series of exclusive 
interviews in Washington with 
many leading government figures. 
Among those interviewed were 
Attorney General Robert F. Ken- 
nedy, Mr. Loevinger, and FTC 
Chairman Paul Rand Dixon. 
Their responses have one central 





theme: tougher enforcement of 
the antitrust laws. 

How will they enforce the laws 
in. the pricing area? Basically, 
they will seek to find out wheth- 
er identical bids or prices to both 
private industry and government 
are collusive. Collusion is the key 
word in the presentments and 
indictments regarding prices; the 
government must prove conclu- 
sively that two or more similar 
bids or prices were not arrived 
at independently. 


What Is Conspiracy? 


Perhaps it might be well at this 
point to define two other terms 
often used in connection with 
the antimonopoly _ regulations. 
One is conspiracy—an illegal ac- 
tion taken in concert with other 
persons. The second is restraint 
of trade—any act which impedes 
free and open competition. 

“Identical prices in themselves 
are not enough to be illegal,” 





says one project attorney at the 
FTC. “There must be a conscious 
collusion in order to violate the 
Sherman Act or the FTC Act. 
While identical prices alone may 
be circumstantial evidence of a 
conspiracy, they also could mere- 
ly be evidence of competition.” 

Chairman Dixon, a 47-year-old 
Democrat who formerly served 
as staff director of the Kefauver 
subcommittee, agrees with this 
concept. He notes that “identical 
prices are evidence of conspiracy 
and violating the Jaw but not 
conclusive proof.” 

This theory is based on an im- 
portant Supreme Court decision 
of 1954 (Theater Enterprises, Inc. 
vs. Paramount Film Distributing 
Corp., 346 U.S. 537). In a suit 
brought by a suburban Baltimore 
theater owner against nine major 
film distributors for refusing to 
let him show first run motion pic- 
tures, the Court ruled: 

“Proof of parallel business be- 


“...and if you don’t lower your prices...I’ll have to buy it at your higher price.” 
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havior does not conclusively es- 
tablish agreement, nor does such 
behavior itself constitute a Sher- 
man Act offense . . . Circumstan- 
tial evidence of consciously par- 
allel behavior may have made 
heavy inroads into the traditional 
judicial attitude toward conspira- 
cy; but ‘conscious parallelism’ 
has not yet ruled conspiracy out 
of the Sherman Act entirely.” 


An Agreement Is Necessary 


Briefly stated, then, any agree- 
ment among competitors which 
(1) fixes prices or any element 
of price, or (2) is intended to in- 
fluence price, or (3) divides the 
market or limits output is illegal 
per se no matter how reasonable 
the action might be considering 
the condition of the industry. 

However, there must be an 
agreement—rather than individ- 
ual competitive pricing or mere 
price leadership—for the Justice 
Department to obtain a convic- 
tion under the law. Some federal 
officials here estimate that no 
more than 10% of identical bids 
to the government can be proved 
collusive. 


Hard to Prove Collusion 


Because collusion or a common 
agreement must be shown, the 
electrical industry case had to be 
heavily documented by federal 
attorneys. As brought out during 
the trial in Philadelphia and in 
the recent Kefauver committee 
hearings, secret meetings were 
held in homes, resorts, and hotels. 
Intricate systems for rigging bids 
were devised. Code names and 
pay telephones were used to 
make detection even more diffi- 
cult. 

According to federal officials, 
the adage that “ignorance of the 
law is no excuse” still holds true. 

(Please turn to page 144) 
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Maintenance, repair, and operating supplies are im- 
portant to some companies, relatively insignificant 
to others. But in all cases, they mean more work for 


purchasing. Survey shows varied techniques used to 
speed and simplify supplies buying. 


G 

$ 1,600,000 worth of mainte- 
nance-repair-operating supplies 
may be a thin slice of our total 
yearly purchases, but it’s a mighty 
important one,” says one purchas- 
ing agent responding to a PUR- 
CHASING magazine survey on 
MRO buying. 


“In our plant, two-thirds of the 
purchase orders are for MRO sup- 
plies. The cost of processing in- 
frequent, small quantity orders, 
many on an urgent basis, is sub- 
stantial yet we can’t afford to 
neglect them. Sometimes the price 
tag of a repair part is insignificant 


compared to the machine down- 
time that can result from a de- 
layed delivery.” 

Other purchasing agents in 
small to medium-large factories, 
who spend from 1% to 20% of 
the purchasing doliar on MRO 
items rate their importance from 
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Each MRO item on stock at Pesco Products has its inventory card, 
which shows order point and quantity, and traveling requisition. 


“piddling” to “crucial”. Some 
P.A.’s have reduced MRO paper- 
work and delay with telephone 
orders, short forms, traveling re- 
quisitions, cash or check buying, 
etc. But ultra-sophisticated MRO 
buying with punch cards and com- 
puter is apparently reserved for 
the giants. 

Arlo E. Carney, purchasing 
agent for Belden Mfg. Co.’s Chi- 
cago and Indianapolis plants, be- 
lieves MRO is “probably the most 
difficult field that the buyer faces 
today.” It burdens a P.A. with 
abnormal conditions: small quan- 
tities, purchasing infrequency, 
special parts, non-competitive 
buying, and additional paper- 
work, 

Belden uses traveling requisi- 
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tions and stock numbers for MRO 
items, including maintenance 
steels, gears, bearings, etc. 

Under the previous system, lo- 
cal supplies were often delivered 
before orders could be typed and 
the receiving department notified 

a situation which was remedied 
with a telephone order system for 
items costing $25 and less. Today, 
Belden issues 300 phone orders 
monthly. 


Check Prices of MRO Supplies 


After the MRO buyer receives 
a traveling requisition or a short 
requisition form, he calls a local 
vendor to place the order and give 
him an order number based on 
the requisition. Then, an abbre- 
viated phone purchase order is 


typed, with five copies going to 
receiving. Suppliers do not re- 
ceive copies. 

With 15% of Belden’s multi- 
million dollar purchases invested 
in MRO materials, the company 
is anxious to cut costs in this area. 
Twice or more times a year it 
surveys prices of MRO supplies, 
sending request for quotation 
forms to local distributors for 
prices on current purchasing vol- 
ume as well as for lower and 
higher quantities. Vendors are en- 
couraged to submit prices on sub- 
stitute parts. 

In bearings, for example, Car- 
ney has saved up to $1.23 per 
part by boosting quantities or ac- 
cepting satisfactory substitutions. 
Conversely, he has been able to 
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curtail quantities with no loss of 
discount. Of course, regular sup- 
pliers are permitted to bid when 
a quote shows that lower prices 
justify a larger purchase. 

To gain superior service, Car- 
ney allots substantial chunks of 
business to local suppliers with 
sound stocks and records of 
prompt delivery. Blanket orders 
for six months and a year are 
issued for such items as lamps, 
kerosene, detergents, oil absorbent 
materials, and other products with 
a predictable volume of use. 


Use Round Robin Program 


T. H. Evans, Jr., purchasing 
agent for Royal McBee Corp., 
Athens, Ohio contends that a pre- 
ventive maintenance program en- 
ables a plant to predict or avert 
machinery breakdowns, reducing 
the need for spare parts and al- 
lowing purchasing enough time to 
order those that may not be in 
stock. Since McBee does not have 
nearby MRO distributors, it finds 
preventive maintenance especial- 
ly valuable. 

“We also have a round robin 
program of complete overhaul for 
all our equipment,” said Evans. 
“With our rotation system, one 
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piece of production equipment 
is always undergoing overhaul. 
When one job is completed, an 
other machine is moved in.” 

As further insurance, McBee 
maintains a spare parts inventory. 
Criteria for stocking spare parts 
include importance of parts and 
machines; breakdown history; 
lead time; and whether parts are 
standard or special. 

Wherever possible, similar Mc- 
Bee machines are of one model 
or make, which helps keep spares 
to a minimum because of parts 
interchangeability. Scheduled lu- 
brication of equipment is another 
essential facet of preventive main- 
tenance. 

According to Evans, equipment 
makers create problems by using 
non-standard or special parts for 
no justifiable reason. Non-stand- 
ard screws, bearings, gears, etc. 
not only make the parts more 
expensive but more difficult to 
acquire. As some purchasing peo- 
ple have discovered, certain ma- 
chine parts labeled as specials 
can be found under slightly dif- 
ferent names and specs in stand- 
ard catalogs. 

Manager of purchases H. L. 
Sanders, of Pesco Products Div., 
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Belden Mfg. Co. buyer uses short purchase order to buy MRO materials by 
telephone. Five copies go to receiving department. 
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Bedford, Ohio, reports that MRO 
comprises 7% of total purchases, 
with about 3% devoted to main- 
tenance and repair items. 


Use Different P.O.'s 


“We use traveling requisitions 
for stock MRO items,” says San- 
ders, “and a non-production pur- 
chase requisition form for non- 
stock items. This form is com- 
pleted by the buyer, who sends 
one copy to the requestor.” 

Pesco uses a non-productive 
purchase release form for MRO, 
so typing of purchase orders for 
most of its maintenance and re- 
pair items has been eliminated. 
Completed by the buyer at the 
time of purchase, the simple form 
is used for materials requested on 
traveling requisitions and non- 
production purchase requisitions. 

Serial number of the purchase 
release is given to the supplier 
with the order over the telephone. 
The number appears on the pack- 
ing slip received with the mate- 
rial. Retaining one carbon copy, 
purchasing sends the original pur- 
chase release form to accounting 
for invoice payment. With the 
telephone forms, Pesco has slashed 
MRO purchase orders by 80%. 

A purchasing thorn for Pesco 
is locating local distributors or 
sales agencies representing man- 
ufacturers who can provide a 
needed replacement part. Getting 
prices on such parts is another 
problem since local suppliers in- 
variably must contact the factory, 
a process “which takes weeks or 
even months.” 


Machine Parts Get Priority 


“We are forced to place some 
purchase orders on an ‘advise 
price basis’, which we don’t like 
to do,” said Sanders. “But it is 
better than holding up the p.o.” 

At Pines Engineering Co., Auro- 
ra, Ill., the bugaboo of machine 
downtime spurs MRO buying to 
a gallop. 

“Our maintenance and repair 
purchases account for about 2% 
of our total buying,” stated W. J. 
Carlson, purchasing agent. “This 
small percentage in no way re- 
flects the importance of MRO to 
the operation of the plant. It’s 
imperative that all machine tools 

(Please turn to page 160) 
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How to Read 
Faster and Better 


By Myron 9. Herrick 


Vice President 
The Development Research Institute, Inc 


T uere’s NO talent needed to read faster, any- 
one can do it. All it takes is the willingness to 
break comfortable old habits. 

We formed our reading habits in grammar 
school; however, most people haye made little 
effort to improve them to meet the demands of 
modern life. They read poorly throughout their 
lives, wasting thousands and thousands of hours. 

Reading is like learning to swim. It is a skill 
that must be perfected consciously. Old habits 
must be traded for new good ones. With good 
reading habits you can dispense with your “must 
reading” in half the time it now takes you. 

Many purchasing executives are using only 
about 20% of their reading capacities. The average 
businessman doesn’t read much faster than he 
can talk—less than 250 words a minute! Trained 
readers can attain speeds of 1,000 words per min- 
ute, and more. 

Here are 10 ways to increase your reading rate. 
At first you may be conscious of using them, but 
after a few practice sessions that awareness will 
fade and your new reading habits will start to 
develop. 


1. PHRASE READING 





Slowness in reading results mainly from the 
tendency of the eye to stop or fixate on every 
word. Skilled reading is reading several words at 
a single fixation, taking bigger visual “bits” from 
the printed page. This technique, called phrase 
reading, is the key to efficient reading. It alone 
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saves you countless hours of time. 

It is not difficult to learn to take in meaningful 
though units at a single fixation. Try circling 
the thought units in an article that interests you 
then go back and read only the circled phrases. 
Mark a small dot or “x” slightly above, and in the 
center of each phrase. You should be able to see 
the whole phrase when you focus on this point. 
For example, focus your eye on these “x’s.” 

x x 

If you read _ needless time at it. 
x x 

you spend needless time at it. 

Men in responsible positions tend to feel they 
must read slowly and carefully; therefore they are 
more reluctant than others to increase their read- 
ing pace. Actually their comprehension will be 
greater when they read the way they think—in 
thought units. Gradually you will develop the 
ability to see phrases unconsciously, your eye 
movements will become rhythmic and efficient, 
making just a few smooth stops across a line. 


2. SPACE READING 





The next step in developing rhythmic eye move- 
ments is to look at the space just above the line 
of print, instead of directly at it. The white spaces 
between words naturally break the sentence into 
separate words so the eye still tends to jump from 
word to word. But, by focusing the eye above 
the printed line, eye fixations become smoother 
and phrases hold together better. 
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curtail quantities with no loss of 
discount. Of course, regular sup- 
pliers are permitted to bid when 
a quote shows that lower prices 
justify a larger purchase. 

To gain superior service, Car- 
ney allots substantial chunks of 
business to local suppliers with 
sound stocks and records of 
prompt delivery. Blanket orders 
for six months and a year are 
issued for such items as lamps, 
kerosene, detergents, oil absorbent 
materials, and other products with 
a predictable volume of use. 


Use Round Robin Program 


T. H. Evans, Jr., purchasing 
agent for Royal McBee Corp., 
Athens, Ohio contends that a pre- 
ventive maintenance program en- 
ables a plant to predict or avert 
machinery breakdowns, reducing 
the need for spare parts and al- 
lowing purchasing enough time to 
order those that may not be in 
stock. Since McBee does not have 
nearby MRO distributors, it finds 
preventive maintenance especial- 
ly valuable. 

“We also have a round robin 
program of complete overhaul for 
all our equipment,” said Evans. 
“With our rotation system, one 





piece of production equipment 
is always undergoing overhaul. 
When one job is completed, an 
other machine is moved in.” 

As further insurance, McBee 
maintains a spare parts inventory. 
Criteria for stocking spare parts 
include importance of parts and 
machines; breakdown history; 
lead time; and whether parts are 
standard or special. 

Wherever possible, similar Mc- 
Bee machines are of one model 
or make, which helps keep spares 
to a minimum because of parts 
interchangeability. Scheduled lu- 
brication of equipment is another 
essential facet of preventive main- 
tenance. 

According to Evans, equipment 
makers create problems by using 
non-standard or special parts for 
no justifiable reason. Non-stand- 
ard screws, bearings, gears, etc. 
not only make the parts more 
expensive but more difficult to 
acquire. As some purchasing peo- 
ple have discovered, certain ma- 
chine parts labeled as specials 
can be found under slightly dif- 
ferent names and specs in stand- 
ard catalogs. 

Manager of purchases H. L. 
Sanders, of Pesco Products Div., 
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Belden Mfg. Co. buyer uses short purchase order to buy MRO materials by 
telephone. Five copies go to receiving department. 
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Bedford, Ohio, reports that MRO 
comprises 7% of total purchases, 
with about 3% devoted to main- 
tenance and repair items. 


Use Different P.O.'s 


“We use traveling requisitions 
for stock MRO items,” says San- 
ders, “and a non-production pur- 
chase requisition form for non- 
stock items. This form is com- 
pleted by the buyer, who sends 
one copy to the requestor.” 

Pesco uses a non-productive 
purchase release form for MRO, 
so typing of purchase orders for 
most of its maintenance and re- 
pair items has been eliminated. 
Completed by the buyer at the 
time of purchase, the simple form 
is used for materials requested on 
traveling requisitions and non- 
production purchase requisitions. 

Serial number of the purchase 
release is given to the supplier 
with the order over the telephone. 
The number appears on the pack- 
ing slip received with the mate- 
rial. Retaining one carbon copy, 
purchasing sends the original pur- 
chase release form to accounting 
for invoice payment. With the 
telephone forms, Pesco has slashed 
MRO purchase orders by 80%. 

A purchasing thorn for Pesco 
is locating local distributors or 
sales agencies representing man- 
ufacturers who can provide a 
needed replacement part. Getting 
prices on such parts is another 
problem since local suppliers in- 
variably must contact the factory, 
a process “which takes weeks or 
even months,” 


Machine Parts Get Priority 
“We are forced to place some 


purchase orders on an ‘advise 
price basis’, which we don’t like 
to do,” said Sanders. “But it is 


better than holding up the p.o.” 

At Pines Engineering Co., Auro- 
ra, Ill, the bugaboo of machine 
downtime spurs MRO buying to 
a gallop. 

“Our maintenance and repair 
purchases account for about 2% 
of our total buying,” stated W. J. 
Carlson, purchasing agent. “This 
small percentage in no way re- 
flects the importance of MRO to 
the operation of the plant. It’s 
imperative that all machine tools 

(Please turn to page 160) 
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How to Read 
Faster and Better 


By Myron Q. Herrick 


Vice President 
The Development Research Institute, Inc 


T uere’s NO talent needed to read faster, any- 
one can do it. All it takes is the willingness to 
break comfortable old habits. 

We formed our reading habits in grammar 
school; however, most people have made little 
effort to improve them to meet the demands of 
modern life. They read poorly throughout their 
lives, wasting thousands and thousands of hours. 

Reading is like learning to swim. It is a skill 
that must be perfected consciously. Old habits 
must be traded for new good ones. With good 
reading habits you can dispense with your “must 
reading” in half the time it now takes you. 

Many purchasing executives are using only 
about 20% of their reading capacities. The average 
businessman doesn’t read much faster than he 
can talk—less than 250 words a minute! Trained 
readers can attain speeds of 1,000 words per min- 
ute, and more. 

Here are 10 ways to increase your reading rate. 
At first you may be conscious of using them, but 
after a few practice sessions that awareness will 
fade and your new reading habits will start to 
develop. 


1. PHRASE READING 





Slowness in reading results mainly from the 
tendency of the eye to stop or fixate on every 
word. Skilled reading is reading several words at 
a single fixation, taking bigger visual “bits” from 
the printed page. This technique, called phrase 
reading, is the key to efficient reading. It alone 
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saves you countless hours of time. 

It is not difficult to learn to take in meaningful 
though units at a single fixation. Try circling 
the thought units in an article that interests you 
then go back and read only the circled phrases. 
Mark a small dot or “x” slightly above, and in the 
center of each phrase. You should be able to see 
the whole phrase when you focus on this point. 
For example, focus your eye on these “x’s.” 

x x 

If you read __ needless time at it. 
x x 

you spend needless time at it. 

Men in responsible positions tend to feel they 
must read slowly and carefully; therefore they are 
more reluctant than others to increase their read- 
ing pace. Actually their comprehension will be 
greater when they read the way they think—in 
thought units. Gradually you will develop the 
ability to see phrases unconsciously, your eye 
movements will become rhythmic and efficient, 
making just a few smooth stops across a line. 


2. SPACE READING 





The next step in developing rhythmic eye move- 
ments is to look at the space just above the line 
of print, instead of directly at it. The white spaces 
between words naturally break the sentence into 
separate words so the eye still tends to jump from 
word to word. But, by focusing the eye above 
the printed line, eye fixations become smoother 
and phrases hold together better. 
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3. COLUMNAR READING 





You can improve phrase consciousness by letting 
your eyes move down a column of type with only 
one fixation per line. At first it will help you to 
draw a pencil line down the center of the column 
and to follow this with your eyes. Try to see the 
first and last words of each line of type while 
looking directly down the center. Sample: 


| 

Top purchasing performance 
shows up on the balance sheet 
as well as on thejoperating state- 
ment. The average company has 
about 25% of tf assets invested 
in inventories. |In many com- 
panies, the purthasing depart- 
ment is a for 
this sizable—and by no means 


siete itera ; 


| 


To start you may find it easier to try the sec- 
ond and the next-to-last words of each line of type. 
This exercise will also help you to increase your 
eye span and thereby increase your speed in 
phrase reading. 


4. INDENTING 





Normally, your eye automatically pulls to tHe 
ite margins on either side of the printed pagp. 
Bpt there is nothing in the margins to read, an 
if}you are reading properly, by phrases, you don’ 
have to begin at the very beginning of a line or 
g@ to the very end of it. When moving down fro 
ome line to the next, break away about % ind 
from the end, and begin about % inch in on th 
next line. At first, to acquire this habit, sketch 
ight line down each side of the page as has bed 
done on this paragraph. These guide lines w 
help you to start and finish within the limits su 
gested. You will find this technique increases you 
rdading speed considerably by cutting down gn 
ted eye movement. 


5S. SELF PACING 








As you develop a smooth rhythm of phrase read- 
ing, learn to adjust to the nature and the difficulty 
of your reading material. Adjust your reading pace 
to the purpose; just as an automobile has several 
gears for several purposes, you can adjust your 
reading gear: 

Low gear (painstaking, thorough reading): Im- 
portant and difficult new purchasing concepts. 
Material you need, the terminology of which is 
strange to you. 

High gear (normally fast reading): Fairly routine 
purchasing articles. Non-technical but important 
topical material. Departments in purchasing. 

Overdrive (skipping, skimming): Reviewing fa- 
miliar purchasing material. Searching for particu- 
lar purchasing facts in otherwise irrelevant mate- 
real. Fast Glimpse of main purchasing ideas in an 


article. 
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6. PREREADING 





Pre-reading is a preliminary survey of any pur- 
chasing article or report to give you a general 
idea of the contents. You can determine if the ma- 
terial is elementary and simply repeats purchas- 
ing facts you already know, or complicated and 
difficult enough to require a more thorough read- 
ing. If a thorough reading is necessary, it helps 
you get more out of it by knowing in advance the 
“bony structure”, the major points and the small 
details. It improves your chances of retention, be- 
cause you will have read the important facts twice. 
Most important, it helps you gauge your reading 
and thinking speed to fit the particular material. 

To preread your purchasing reports and articles, 
use a five step method: 

1. First read the title, the short description of 
the article that generally goes with it. 

2. Read rapidly the first two or three paragraphs 
for a general introduction. 

3. In the main body of the discussion, begin 
reading only the first sentence of each paragraph, 
which almost always expresses the main idea of 
the paragraph. 

4. Examine pictures, tables and graphs; they may 
tell more than two pages of print. Note all sub- 
heads and bold-faced type, these represent im- 
portant steps in your reading. 

5. Watch for a summary in the final two or 
three paragraphs. 

Entire books of non-fiction can be pre-read in 
much the same way. Start with reading the title, 
author and publication date. Then read the table 
of contents and any introductory material for a 
valuable over-view of the book. Try going through 
the index, too. Next, pre-read, and then probably 
read thoroughly the concluding chapters. A book 
divided into several sections will usually have a 
summarizing chapter for each section. Finally, 
when reading the book thoroughly, pre-read each 
chapter. 


7. SKIPPING AND SKIMMING 


Pre-reading will tell what should be skipped, 
skimmed, or read thoroughly. If you find that only 
certain parts of the material are relevant to your 
purchasing work, read only those sections and 
skip the rest. If it appears that a particular fact 
or the answer to a specific question you’re look- 
ing for is contained in the material, skim to find 
it. Let your eyes pause, or fixate, only twice on 
each line, keeping in mind exactly what you are 
looking for. On the other hand, if you wish to 
grasp quickly the main ideas and significant de- 
tails, read the first sentences of each paragraph 
and let your eyes just swing down the remaining 
portion of each paragraph. 


8. QUESTIONING AND ANTICIPATING 


Your speed and comprehension can be improved 
if you read with a real purpose in mind. One of 
the best ways to do this is to ask yourself ques- 
tions. Pre-reading will help you determine what 
questions you want to ask. Try to carry on your 
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own private discussion with the author while read- 
ing; question his purpose in writing the article, 
his theme, his sentiments, and the conclusions he 
wants to draw. Another method is to stay one step 
ahead of the author, anticipate what points he is 
going to make. These suggestions wil] help expand 
your interest and increase your ability to become 
totally absorbed even if your “must” reading is 
dull. They will help you break the habit of passive 
reading by making you almost as active in read- 
ing as the author has been in writing. 


9. SUMMARIZING 





This is a necessary tool for efficient reading; 
it can be done mentally or in writing. It will help 
you understand, retain, and concentrate more 
easily by organizing facts in the correct order of 
their importance and distinguishing between main 
ideas and their supporting details. To summarize 
efficiently work by paragraphs. State in your own 
words the topic sentence which usually gives the 
main point of the paragraph, and the details which 
follow in the middle and latter parts. In the last 
paragraph the author usually does his own sum- 
ming up so upon finishing you will have a brief 
and complete framework of the main ideas into 
which more detailed facts can be fitted. Your mind 
won't be cluttered with unnecessary details, and 
you will have deepened your background on the 
subject, so that future reading in the same field 
will be more easily understood and digested. 


10. CRITICAL READING 





Merely understanding what you read is not 
sufficient; you must evaluate it as well. Approach 
the printed word with a healthy skepticism. Use 
your own experience to test the truth of what you 
are reading. By critical reading you will be able 
to make sound judgments about the value of new 
purchasing ideas or methods. If, for instance, you 
read that a specific purchasing problem has been 


“It's not 969 per hundred, it’s 696! You're reading it 


upside down.” 
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solved in a certain way, draw on your own ex- 
perience of dealing with this problem and compare 
it with the reasons and opinions expressed in the 
selection. Use pre-reading as an aid to critical 
reading 


SOME ADDITIONAL HINTS 





The techniques discussed are all major time- 
saving devices. Once these methods have been de- 
veloped, mastered and applied to all your reading, 
you will find that you have probably cut your 
reading time in half. Now here are some additional 
suggestions to augment your more efficient reading 
habits. 

Create a good reading environment. Eye fatigue 
and visual strain can account for a large part of 
distraction. Good lighting is necessary for good 
reading, preferably a double light source to wash 
out glare. Don’t get too comfortable when you 
read; try for a compromise between relaxation and 
tension. A little tenseness helps you stay alert 
Choose a location where iaterruptions will be at 
a minimum. Simple problems can often be taken 
care of with a phone call or letter before you at- 
tempt an important reading session. With good 
organization of your work, you can remove the 
clutter of details from your mind. Bigger problems 
that can’t be solved immediately can at least be 
consciously laid aside, if you deliberately post- 
pone them and plan to deal with them later. 

Enrich your vocabulary. The best and most con- 
sistent method of acquiring new words is learning 
them in context. When you encounter a new word 
in your reading, before rushing to the dictionary 
try to deduce its meaning from the way it is used; 
constant reference to outside sources during the 
course of your reading will slow you down consid- 
erably. Put a check in the margin next to the 
new word and continue to read. When you have 
completed the article or chapter, then look up all 
the new words, noting the particular meaning 
which seems to fit the word in your context. The 
dictionary should be used, during the course of 
your reading, only when the word is of such a 
nature that your comprehension of the remainder 
of the selection will depend on your knowledge of 
the particular word. 

All of these techniques have helped thousands 
of people. They can work as easily for you. But 
you must remember that you are changing habits 
acquired early in life, habits that have been solidi- 
fied by years of reading. The job can’t be done 
overnight, but a few minutes of practice each day 
can make you a skilled reader with greater ca- 
pacity for comprehension and understanding. Soon 
these techniques will become natural reading hab- 
its. You will have a strong sense of confidence in 
your reading ability and the assurance that your 
reading time has been well spent. 

A more detailed explanation of the techniques 
described above, plus a gauge for determining your 
reading rate, is available in a 64-page book issued 
by Developmental Research Institute (an affiliate 
of the Reading Laboratory, Inc.), 500 Fifth Ave- 
nue, New York 36, N. Y., at $2 a copy. ® enp 
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This article is one of 
a series illustrating and ex- 
plaining the use of various 
purchasing forms. Forms 
used in this series have 
been selected from those 
supplied by purchasing or- 
ganizations around the 
country. 

The forms shown nere 
were furnished by Director 
of Purchasing C. E. Elliott, 
University of Illinois, Ur- 
bana, Ill. 




















The acknowledgment copy of the pur- 
chase order used by University of Illinois 
Director of Purchases C. E. Elliott has a 
number of unique features. First, the 
acknowledgment copy is attached to the = pskmeairi 
bottom of the p.o. so that the vendor 
can’t miss seeing it. The perforated tear- 
line makes it easy to remove. Also, note UNIVERSITY OF ILLINOIS [x 
the preprinted return address on the ee Dy, MoM must apwea 
form which makes it possible for the — | ssomwsanonsuonon PURCHASE ORDER rinses 

vendor to use a standard window en- tees 

velope instead of having to type out the 
address on his return envelope. 




















DATE 
UNIVERSITY OF ILLINOIS 


URBANA, ILLINOIS 


SHIP CHEAPEST WAY UNLESS OTHERWISE SPECIFIED 


peice 




















2% TOT OF MONTH FOLLOWING UNLESS OTHERWISE STATED 
TERMS 


Commodity Code Card contains — | so cunots in me oxvee we tome nase remy om 


IN THE ORDER ere to be mede except or instructions from the undersigned 


the names of bidders for specific sale StF Sil SoSIODDGNY Hi GUO Sede fo tas santas Maman erea ote 


LINOIS RETAILER'S OCCUPATIONAL OR FEDERAL EXCISE TAXES. 
commodities and has space to | twis TRANSACTION SUBJECT 10, epenare 
record each vendor's bid regard- on, Chapa a, Sct 1 
less of whether he is the success- 
ful bidder or not. A Flexowriter 
eight-channel tape of the bidders’ -: * 
list is also kept in the pocket of anion ACKNOWLEDGMENT «>. o. no. 
this card. Present plans of the | WE ACKNOWLEDGE RECEIPT OF THIS ORDER AND ACCEPT THE TERMS AND CONDITIONS SPECIFIED THEREON 
University are to pick up details ee ee eee — 
from this record on a key-punch ee 
machine. The data will be sorted, 
and analyzed as a guide for fu- | UNIVERSITY OF ILLINOIS 


ture purchases. T PURCHASING DIVISION, 200 Adm. Bidg. (E) 
URBANA, ILLINOIS 


ations werning Procurement and Bidding ot the © E. ELL 
to the urchesing Act, Illinois Revised 
lt huwve. 


Wines > 
132.12 inci 





VENDOR 


NOTE: THIS FORM DESIGNED T 
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Expediting receives the last copy of the 
University of Illinois’ purchase order. A 
stiff yellow card, it is used to record 
acknowledgments, follow-up, delivery esti- 
mates, shipping notices, and other per- 
tinent information. The numbers at the 
top of the card represent days of the 
month and are keyed with colored trans- 
lucent tags for tracing purposes. 
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UNIVERSIT 
Puec 


a 
200 ADmuersy 
URBAN. 


Bid proposal forms are used for 
purchases of less than $1500 at 
the University of Illinois. (Jobs 
costing more than $1500 require 
a sealed bid on another form.) 
All the bid forms shown here are 
the same except for the number 
of vendor sets. The numbers 1, 
2, 3 and 4 in the upper left hand 
corner of the form indicate which 
form to use when asking for bids 
from one, two, three or four 
vendors. The number in the upper 
right hand corner is for stock 
control and shows the number of 
forms of each type still on hand. 

















A Speedier Way To 


Process Purchase Orders 


am 
Semi-AUTOMATIC typing of 
continuous purchase order forms 
is saving ITT Federal Division, 
Clifton, N. J., thousands of dol- 
lars per year. 

The typing of the form starts a 
chain reaction. At the same time 
the form is typed, a punched tape 
is produced. A “purchase order 
punched card” is, in turn, made 
from the tape. The punched card 
is then used in compiling various 
reports. 

In the past, all purchase or- 
ders were typed manually. When 
source inspection was required, as 
it is on many government con- 
tracts, the typist had to insert 
two extra forms, which brought 
the total number of p.o. copies to 
11. Now, our continuous, mar- 


g punched purchase orders 
(reduced to nine parts) are com- 
as the two inserts are in- 
If not needed, the inserts 
can be thrown away when forms 
are separated for distribution. 


11. 
ginally 


plete 
cluded 


Processing Time Cut 
Card -operated typing units 
make most of the purchase order 
and receiving report typing auto- 
Only a half-dozen short, 
variable items, such as quantity, 
price, and delivery date have to 
be entered manually. Previously, 
all typing was manual. UARCO 
Incorporated designed our new 
with pre-designated spac- 
is was impractical, of 
course, under our old system. The 
saved made it possible 


matic. 








time we 


for us to transfer a number of 
clerks to more productive jobs. 
Though the purchase order, re- 
ceiving report, and debit memo- 
randum are different in size and 
design, each is typed on a Friden 
Flexowriter without making any 
adjustments, even in platen width. 
Purchasing, though big business 
at Federal, is made relatively sim- 
ple, thanks to an IBM 650 data 
processing system. When an item 
is needed, a buy card is produced 
as the bill of material is being 
exploded by data processing. The 
buy card is used as the requisi- 
tion. If a buy card is not available, 
the requisition is handwritten. 
The requisition then goes to the 
buyer who selects the vendor. 
After this, the requisition is for- 





Tape, punched on the Flexowriter when the order was typed, is shown being run 
through a tape-to-card converter. This produces a purchase order master card and 


receiver input card. 
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a RE a ee 


warded to the typing section. 

In the typing section an opera- 
tor pulls a pre-punched vendor 
card from a tub file in her desk. 
Previously, she had set a control 
unit, wired to the Flexowriter, to 
automatically print the date. She 
runs the cards through the Flexo- 
writer which prints the purchase 
order. The machine is equipped 
with a pin-feed platen and line 
selector. It automatically spaces 
and feeds, stopping at the appro- 
priate place when a manual entry 
is needed (such as quantity, etc). 
While the purchase order is being 
typed, the Flexowriter punches a 
tape containing selected informa- 
tion. This tape is later sent to the 
data processing department. 


Print Nine-Part P.O.'s 


After the purchase order is 
printed, the vendor card is re- 
turned to the tub file. Then the 
nine-part purchase order is burst 
by a purchasing department clerk 
and a three-inch strip is sepa- 
rated from the right side of the 
first seven parts. This strip con- 
tains the standard cost informa- 
tion which we want to keep con- 
fidential. The strip, and the car- 
bons are destroyed. The standard 
cost information remains on the 
eighth and ninth copies of the pur- 
chase order for accounting use. 
Finally, the forms are batched and 
distributed to various departments 
via the intraplant mail service. 
The first three copies, which are 
linked together, go to the buyer, 
who signs the top form, or vendor 
copy. This three-part unit is 
mailed to the vendor, who retains 
the original as an order to ship. 
He signs the second, (or accept- 
ance) copy acknowledging receipt 
and mails it back to the division 
for filing. The third copy is sent 
by the vendor to the source in- 
spector, who, in the case of gov- 
ernment contracts, is required to 
check the article at the manu- 
facturing point. The other six 
copies of the order are used in- 
ternally. 

At the same time the purchase 
order is being processed. The tape, 
which was produced simultan- 
eously with the p.o. is sent to the 
data processing department. Two 
runs over tape-to-card converter 
produce a receiver input card and 
purchase order master card. The 
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Clerk, after getting order from buyer, pulls vendor and item cards from 
tub file. These are run through the machine, which automatically types most 
forms at high speed. Data processing tape is punched at same time. 


latter is used in updating accounts 
on the computer and to create the 
month-ending commitment and 
other reports. The receiver input 
card, one for each item and for 
each scheduled delivery, is sent to 
the receiving department for fil- 
ing. 


Receiver Card Is Label 


Upon receipt of the goods, the 
receiver input card is pulled from 
the file and run through a Flexo- 
writer, which automatically types 
an 8% x 3% inch five-part re- 
ceiving report. The form is de- 
signed so that two separate sets 
are linked side by side in a con- 
tinuous form to achieve the stand- 
ard, 11 inch width. Yet, they are 
staggered so the machine goes 
automatically from one set to the 
adjacent one. 

The first two copies accompany 
the article to the incoming inspec- 
tion area. The next three copies 
are marked “flash copy” which 


tells the recipients that the article 
has been received, but not in- 
spected. This facilitates distribu- 
tion of the copies, despite any de- 
lay that may crop up in inspection. 

After inspection, the inspector 
signs the top copy and the two 
part form is sent with the material 
to the stockroom. The top copy 
called material identification, goes 
to material control for posting and 
filing. The second copy is glued 
to the carton for use as a box 
label. 

If an article does not meet speci- 
fications and has to be returned, 
a six-part debit memorandum 
shipper is typed on the Flexo- 
writer. The memo is a UARCO- 
designed, stapled control punched 
form, 5% x 18% inches. Perfora- 
tions hold two sets side by side. 

Though undoubtedly improve- 
ments could be made in our sys- 
tem, we have found that it has 
helped streamline our operations 
considerably.  & END 
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Recent Decisions in 


By Albert Woodruff Gray, 


¥ Legal Editor 


Price Discrimination 
Can Be Legal 


A producer who distributed 
gasoline in the New York City 
area through wholesalers, allowed 
a distributor in the northern Man- 
hattan-Bronx area a half-cent per 
gallon discount. 

A distributor in the Brooklyn 
and Queens area, who did not re- 
ceive a discount, brought suit 
against the producer in the United 

‘States District Court for one and 

a half million dollars, treble dam- 
ages allowed by the federal anti- 
trust law. The court, however, 
denied recovery. 

The law makes it illegal for 
anyone engaged in commerce to 
discriminate in price between pur- 
chasers of commodities of like 
grade and quality “where the 
effect of such discrimination may 
be substantially to lessen competi- 
tion or tend to create a monopoly 
in any line of commerce, or to 
injure, destroy or prevent com- 
petition with any person who 
either grants or knowingly re- 
ceives the benefit of such discrim- 
ination or with customers or 
either of them.” 
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The court refused to hold this 
statute applicable in the circum- 
stances. The fact that the dis- 
tributors sold the gasoline in sep- 
arate geographical areas made the 
alleged price discrimination mere- 
ly a price difference. 

“Not all discriminations or dif- 
ferences in price are proscribed 
by this law,” said the court. “It 
must be reasonably probable that 
the effect of such discrimination 
may be (1) substantially to les- 
sen competition, or (2) to tend to 
create a monopoly in any line of 
commerce, or (3) to injure, de- 
stroy or prevent competition with 
the seller or with the favored 
buyer or with the customers of 
the favored buyer.” 

In its conclusion of this judg- 
ment refusing the distributor a 
recovery the court added, that 
this producer “has not violated 
the statute for the reason that 
discrimination in the price did 
not substantially lessen competi- 
tion or tend to create a monopoly 
or to injure, destroy or prevent 
competition.” 

Sano Petroleum Corp. v. Ameri- 
can Oil Co., 187 F.S. 345, New 
York, September 13, 1960 


Destructive Car Washer 
Puts Vendor in Hot Water 


When buying automatic car 
washing equipment a Michigan 
garage owner was persuaded to 
include a wheel washer which the 
salesman represented to be “com- 
pletely automatic and requiring 
no manpower to operate.” 

Installed, the wheel washer 
gouged tires, threw front wheels 
out of alignment and scraped 
paint. After using the machine 
for a month, the garage owner 
complained to the seller and asked 
that it be taken away and his 
money refunded. He had already 
spent $200 in paying damages 
caused by the washer. 

When the seller refused to ac- 
cept return of the equipment, the 
owner took the matter to court 
to obtain a recision of the pur- 
chase contract. “Our customers,” 
he testified, “were telling others 
that they would take their cars 
in for washing at their own risk, 
that they might come out with 
a damaged car or just part of a 
car.” 

In contesting this action, the 
seller contended that the equip- 
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ment had not been returned and 
was still in the possession of the 
garage owner. The Michigan 
court, however, held the pur- 
chaser free of any obligations un- 
der his purchase contract, and 
made this comment: 

“The seller argues that the pur- 
chaser cannot rely upon the at- 
tempted recision because of the 
failure to return and the con- 
tinued use of the equipment there- 
after. The problem presented 
arises out of the alternative 
courses of action open to one 
when he has suffered fraud or 
misrepresentation. . . . There are 
many situations in which substan- 
tial use of the unsatisfactory arti- 
cle is necessary in order to fully 
examine, to make satisfactory ad- 
justment or, indeed, to prevent the 
actual accrual of even greater 
damage to the unfortunate pur- 
chaser arising from the exigencies 
‘of his business. 


Seller Is Held Liable 


“It does not lie in the seller’s 
mouth to demand the utmost in 
nicety between permissible and 
impermissible use, for the perilous 
situations in which the purchaser 
finds himself arose from misrep- 
resentations by the seller himself. 

“The ultimate inquiry at this 
point is whether or not the pur- 
chaser has in truth ‘accepted’ the 


“THE WING CAME 


article or, on the other hand, 
abandoned (or in good faith 
sought to abandon) the article and 
surrendered his interests therein. 
“Thus we have held, as here, 
that while conditioned efforts 
were made in good faith and for a 
time deemed reasonable under all 
the circumstances, to remedy the 
difficulties encountered, recision 
is not defeated by failure im- 
mediately to return.” 
Richardson v. Messina, 105 N.W. 
2d 153, Michigan, September 16, 
1960 


Price Deal Held as 
Restraint of Trade 


Absence of a ready-mix cement 
plant in the Vicksburg, Miss., area 
gave J. R. Perry, a cement and 
lumber dealer, an idea. He recom- 
mended that he and a local con- 
tractor, G. V. McClung, cooperate 
in a ready-mix business. Not only 
would it give McClung a source 
of concrete, but Perry would gain 
an outlet for the cement he han- 
dled. 

At Perry’s suggestion a partner- 
ship for such a business, financed 
by Perry, was formed by McClung 
with a man named Brent. Cement 
was purchased by Perry from a 
cement company, and invoiced to 
him but delivered to the partner- 


“WELL YOU SHOULD 
HAVE BROUGHT 
iT BACK" 





“There are many situations in which substantial use of the unsatisfactory article 
is necessary in order to prevent the actual accrual of even greater damage to 
the unfortunate purchaser.” 
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ship. Perry in turn billed the part- 
nership at 20 cents a barrel over 
mill cost and also took a 10% 
discount on the cement bills, 
amounting to an over-all mark-up 
of thirty cents a barrel in his sales 
to the partnership. 


Company Recovers $15,000 


Later, the partnership was in- 
corporated. It then filed suit 
against Perry for violating a Mis- 
sissippi anti-trust statute. This law 
states: 

“A trust or combine is a com- 
bination, contract, understand- 
ing or agreement, express or im- 
plied, between two or more per- 
sons, corporations, or firms or as- 
sociations of persons or between 
any one or more of either with 
one or more of the others when 
inimical to public welfare and the 
effect would be (a) to restrain 
trade; (b) to limit, increase or 
reduce the price of a commodity; 
(c) to limit, increase or reduce 
the production or output of a com- 
modity; (d) to hinder competition 
in the production, importation, 
manufacture, transportation, sale 
or purchase of a commodity.” 

This is supplemented by a fur- 
ther law which provides: “Any 
person natural or artificial, in- 
jured or damaged by a trust and 
combine, as herein defined, or by 
its effects, direct or indirect, may 
recover all damages of every kind 
sustained by him or it and in addi- 
tion a penalty of $500, by suit in 
any court of competent jurisidic- 
tion.” 

The court’s verdict was in favor 
of the new company, which re- 
covered $15,000 in damages. When 
the decision was appealed, the 
Mississippi Supreme Court sus- 
tained the judgment and said: 

“The arrangements between 
these parties for the sale of cement 
and allied products were made in 
an attempt to restrain the freedom 
of trade and of production and 
accomplished that result and fur- 
ther, were made in an attempt 
to monopolize and did monopolize 
the production, sale and control 
of the cement and concrete bus- 
iness in the Vicksburg trade area.” 
Ready-Mix Concrete & Concrete 
Products Co., Inc. v. Perry, 
(C.C.H.) 1960 Trade Cases 77, 
155, September 19, 1960 

(Please turn to page 168) 











Die-Cast Engines Are 


Lightweight, Economical 


‘Two NEW lightweight die- 
cast aluminum engines offer a 
number of design advantages and 
operating economies. Manufac- 
tured by the OMC Engines & 
Equipment Division, a unit of 
Outboard Marine Corp., the en- 
gines are one- and two-cylinder 
air-cooled models rated at 9 and 
18 hp respectively. They are the 
first of a line of die-cast engines 
ranging from 242 through 75 hp 
which OMC will shortly make 
available for the O.E.M. market. 

Applications for the engines 
will cover a wide variety of 
fields, including industrial, rail- 
road, construction, agricultural, 
petroleum, and marine. They 
will be especially useful for pow- 
ering portable or mobile equip- 
ment. 

Some of the advantages of the 
new engines are: 

Lightweight design. Except for 


Engine block of the OMC 9 hp aluminum engine consists 
of two die castings. Main parts visible in disassembled 
unit are bearing inserts, crankshaft, and camshaft. 
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highly stressed or moving parts 
(crankshafts, connecting rods, 
etc.), the engines are of virtually 
all-aluminum construction. The 
9 hp single cylinder bore engine 
weighs 78 lbs; the 18 hp two-cyl- 
inder engine, 126 Ibs. 

Low weight - per - horsepower 
ratings. As a result, the engines 
have a weight - per - horsepower 
ratio of approximately 7 to 9 lbs 
per hp, including starter housing 
and air-cleaner. This compares 
favorably with 10 to 12 lb per hp 
for similar engines. 

Smoother operation. Because 
the engines have opposed rather 
than vertical cylinders, they are 
smoother running and virtually 
vibration-free, even at low rpm’s. 

Interchangeability of parts. As 
a result of design standardization, 
most parts of the 9 and 18 hp en- 
gines are interchangeable. For 
example, of the total 238 parts 


in the 18 hp model, 150 parts are 
interchangeable with those of the 
9 hp model; only 88 are not. 

Cooler running. The overhead 
valve design, plus the high heat 
conductivity of aluminum, per- 
mits these engines to run 15 to 
35% cooler than conventional 
valve-in-block engines. 

Longer battery life. The en- 
gines use alternators instead of 
generators. While the generator 
on a conventional engine uses at 
least 1 hp to keep going, the al- 
ternator has little or 
drain. 

Greater portability. Because 
these engines are lighter in 
weight than conventional units, 
they lend themselves better to 
application in portable equip- 
ment such as pumps, compres- 
sors, sprayers, etc. 

Positive pressure lubrication. 
An integral gear-driven pump 
delivers lubricating oil at 40 psi 
to all bearings, as contrasted with 
the splash and spray systems of 
conventional engines. 

Ease of maintenance. Because 
of the simplified die-cast design— 
the block is cast in two halves— 
the engines are easy to assemble 
and disassemble, thus saving on 
maintenance expense and down- 
time. Points, condensor, timing 
devices, etc., are readily accessi- 
ble from the outside. 

Weather resistant. Because the 
engines are aluminum, they will 
not rust as does cast iron when 
exposed to weather and moisture 
—especially shore weather. 

Write No. 18 on Information Card—Last Page 


no power 


Rear view (power take-off end) of 18 hp engine clearly 
shows opposed cylinder design which contributes to unit's 
smooth performance. 
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* AMERICAN Pattern 

* SWISS Pattern 

% VIXEN Milled Curved-Tooth 
% ROTARY Files and Burrs 


(Complete Line includes All Sizes, Shapes and Types) 


( 


(il 


For hogging off metal or smooth finish so can you by simply specifying 

filing ...for intricate die work SIMONDS RED TANG on your 

or production de-burring . . . for next file order. All sizes, shapes and 

ig sharpening saws or restoring knife types in all patterns are available 
wor and tool edges to former cut-ability, from stock in the complete Simonds 


MULTI-KUT Simonds RED TANG Files make line. 
FILE . 
Salih sib aemen your work easier . . . make your file Buy through your local 


tremely useful at. | Ollars go farther. They cut fast and (Tia “TRIPLE-S-SERVICE™ = Local 
around file for sure ... last longer, too . . . because a Stocks — Local Speed — Local 
maximum stock 


= Skill 
semevel, emecth they’re FIRST QUALITY only. y=, * | 
finish and | if ’ . : 

" ‘ahane Gabe They’re sharper to start with... 


—— resist wear .. . keep right on cutting Ss) M '@) N DS 


in Flat, Half-Round, long after other files are dull and use- SAW AND STEEL CO 
ante ia and is: | less. These are facts we can prove - : 


lengths. 





FITCHBURG, MASSACHUSETTS 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portland, Ore. « Canadian Factory in Granby, Que. + Simonds 
Divisions: Simonds Steel Mili, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 
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For 
Quality 
and 
Economy 
Use 


For Service Contact... 
CONNECTICUT 


Connecticut Mall. Voy Co., New Haven 6 
Eastern Malleable Iron Naugatuc 


DELAWARE 

Eastern Malleable tron Co., Wilmington 99 
ILLINOIS 

Central Fdry. Div., Gen. Motors, Danville 
Chicago Ma leable ae Co., Chicago 43 
Moline tron Works, Moline 

Moline Malleable tron Co. St. Charl 

National Mall. and Steel Castings Co. Cicero 50 
Peoria Malleable Castings Co., Peoria 1 

Wagner Castings Company, Decatur 
INDIANA 
Albion. Malleable fron —- 

ncie Division, Muncie 

Link-Belt Company, Indianapolis 6 
National Mall. & Stee! Castings Co., indianapolis 22 
1OWA 

lowa Malleable tron Co., Fairfield 
MASSACHUSETTS 

Belcher Malleable Iron Co., Easton 
MICHIGAN 
Albion Malleable tron Co., Al 

ito Mf, 


Central Fdry. Div., Gen. Motors, Sagi 
MINNESOTA 

Northern Maileable tron Co., St. Paul 6 
MISSISSIPPI 

Mississippi Malleable tron Co,, Meridian 
NEW HAMPSHIRE 

Laconia Malieable Iron Co. Laconia 
NEW YORK 


Acme Steel & Mall. tron bowed oie 7 
Frazer & Jones Company Divisi 
tern Malleable tron Co., Solvay 


Oriskany Malleable tron Co., inc., Oriskany 


Westmoreland Mail. tron. Co., Westmoreland 
OHIO 


American Malleable Castings Co., Marion 
Central Fdry. Div., Gen. Motors, Defiance 

Dayton Mall. tron ‘Co., Ironton Div., tronton 

Dayton Mall. tron Co.. Ohio Mall. Div., Columbus 16 
National Mall. and Steel Castings Co., Cleveland 6 


PENNSYLVANIA 
Buck Iron ay ny Inc. "ae 22 
pod Malleable 

ncaster Mafleable Cit C0, Senautes 
ine nigh Foundries Compa 

ville Malleable iron Cheadville 
ylvania Malleable | ron a ent Lancaster 

=a" 
Texas Foundries, Inc, Lufkin 
WEST VIRGINIA 
West Virginia Mall. tron Co. Point Pleasant 
WISCONSIN 


Belle City Malleable fron Co., Racine 
= Belt Company, Milwaukee 1 
Federal Malleabie pan yin nc., West Allis 14 


Kirsh ah Foundty tnc., ) mk 


Milwaukee Melleabie & Grey iron Works, Milwaukee 46 


These companies are members 
of the Malleable Castings Council 
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Products 





Pack, Ship or Store 
In Aluminum Bottles 


Seamless aluminum bottles 
come in 28 assorted sizes and 
shapes for packaging, shipping and 
storing chemicals, minerals and 
foods. Advantages include elim- 
ination of product-loss due to 
breakage, protection of light-sen- 
sitive products, maintenance of 
rigid, fixed shape. Bottles are 
hygienic, leak-proof, non-porous, 
non-magnetic, non-sparking and 
rustproof. In cases where reaction 
of chemical to aluminum is un- 
known, testing is recommended. 
Complete list of chemicals prac- 
tical for aluminum bottles is avail- 
able. American Aluminum Co., 
230 Sheffield St., Mountainside, 
N. J. 


Write No. 19 on Information Card—Last Page 


Thermoelectric Coolers 
For Home or Office 








The refrigeration process in a 
thermoelectric water cooler for 
home or office comes directly from 
electricity, eliminating conven- 


tional compressor. Bottle-type 
cooler resembles compressor-op- 
erated unit, but internal cooling 
system requires 25% less volume. 
Cold is created without use of 
moving parts, except for fan used 
to dissipate heat drawn from cool- 
ing elements. Cooler is produced 
in gray for office use and white 
for home applications. Westing- 
house Electric Corp., Box 2278, 
Pittsburgh 30, Pa. 
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O-Ring Size Gauge 
Checks Visually 


A visual O-Ring size gauge 
enables users to check LD. and 
cross section of O-Rings without 
manual or mechanical measuring. 
Gauge consists of single unit cone 
and hose with adjustable cross 
section measuring strip. Cone is 
mounted on slotted base. LD. is 
measured by placing O-Ring on 
cone, while cross section is meas- 
ured with slots in base. Parker 
Seal Co., Div. of Parker-Hannifin 
Corp., 10567 Jefferson Blvd., Cul- 
ver City, Calif. 
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“The way he explained it, a raise 
might destroy my incentive.” 
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Malleable Puts More Muscle in Machinery 


In the agricultural equipment field, reputations depend on building 
products that can take rough treatment... and give real value. To do 
it, agricultural equipment manufacturers rely heavily on Malleable 
iron castings. 

Malleable’s excellent ductility and shock resistance mean longer life 
and fewer problems than obtainable with fabrications. Low start-up 
cost for small quantities also is vitally important in this competitive 
industry. 

Put more reputation-building quality into your products at less cost 
with Malleable. For design assistance or quotations, call any company 
that displays this symbol 





PROBLEM-SOLVING IDEAS 
are yours free in Data 
Unit No.115. For your 
copy, ask any member 
of the Malleable Cast- 
ings Council, or write 
to Malleable Castings 
Council, Union Com- 
merce Building, Cleve- 
land 14, Ohio. 
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THE GREAT BRAND NAME 
IN WASHERS FOR 74 YEARS 


MILWAUKEE 
WROT 


We do not ask Purchasing departments to order Milwaukee Wrot Washers 
just because we’ve been in business for almost 75 years and are the world’s 
largest producer of washers. 

We do not suggest that Design engineers specify Milwaukee Wrot Washers 
just because we have over 129,000 sets of washer dies in stock, and it 
stands to reason specials are standards with us. 

But we do urge both groups (and Management, wherever concerned) to 
reflect on the thought that with today’s urgent need for economy, avoid- 
ance of rejects and better finished product 
an important component! 


s — even the lowly washer is 


So, why not specify the brand and buy from the source that is biggest 
because it is best? 

Milwaukee Wrot Washers are pre-washed, clean, rust-resistant and ex- 
tremely durable ...still the simple, economical answer throughout industry. 
P.S. If you don’t have our unfancy Washers and Stampings Catalog 40-B 
in your files, write for a copy today. 


PURCHASING PERSONNEL .. . Free samples available. Request on your 
"| letterhead, mentioning types of washers your company uses most frequently. 


\ WW /5/6061/NP 


/4 WROUGHT 
WASHER wees 


2101 S. BAY ST., MILWAUKEE 7, WIS. * SHeridan 4-0771 * twx MI 277 
WORLD’S LARGEST PRODUCER OF WASHERS 
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Simple Chassis Permits 
Quick-Change Gear Trains 


A quick-change gear chassis 
makes possible an infinite range 
of ratios with maximum simplic- 
ity. Chassis is designed for easy 
incorporation into any mechanism 
where gear ratios must be quick- 
ly changed or where a specific 
gear train has to be assembled 
quickly. Chassis is a boon for 
development, control and instru- 
ment fields, eliminating need of 
assembling and aligning dozens of 
small components or employing a 
model-maker. Simple construction 
and unique design permit quick, 
easy gear changes. Overall center 
line distance in stock model is 
5-7/16 in. Foster & Allen, Inc., 26 
Commerce St., P. O. Box 356, 
Chatham, N. J. 
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New Ethylene Plastic 
Has Unique Qualities 


A unique ethylene copolymer 
plastic combines properties never 
before found in a single product; 
including excellent flexibility 
over a broad temperature range 
and high resistance to stress- 
cracking. Compound, which con- 
tains no plasticizer, is easily in- 
jection molded, blow molded, and 
extruded in conventional equip- 
ment. Product equals rubber in 
flex-cracking resistance, vinyl] in 
stress-cracking resistance, and 
polyethylene in resilience and 
elongation. Color potential is un- 
limited, and heat stability is ex- 
cellent. Union Carbide Plastics 
Co., Div. of Union Carbide Corp., 
270 Park Ave., New York 17, 
N.Y. 
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Suppose you had to write on birch bark 


Birch bark was the best material Indians could 
find on which to paint their picture-messages. But 
when modern-day paper manufacturers included 
bark, birch or otherwise, in making groundwood 
pulp for paper, printing quality was poor. 


The groundwood method produces twice as much 
pulp per cord of wood as other processes, but its 
low color was a drawback limiting its field of 
usefulness. In the 1940’s Becco worked out a 


Hydrogen Peroxide bleach producing a superior 
brightness with improved softness and bulk as 
well. As a result, a good many manufacturers con- 
tinue to use Becco to make groundwood paper a 
more desirable product. 


Do you have an interest in groundwood or chemi- 
cal pulps? Becco, with more years of bleaching 
experience than any other peroxide manufacturer, 
can help you. Address: Dept. PM-61-2. 


BECCO Hydrogen Peroxide 


Putting 


Ideas to Work 


FOOD MACHINERY AND CHEMICAL CORPORATION 


FOOD MACHINERY 
AND CHEMICAL 
ePORA On 


Becco Chemical Division 


Genera! Sales Offices: 


161 EAST 42nd STREET, NEW YORK 17,N.Y. 
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TUBE TURNS 


Through the science of metallurgical research has come an 
ever wide use of new “‘wonder”’ metals and alloys for critical- 
service piping systems. And to assure the selection of the 
right piping components for these systems has come the most 
logical trend to specify them by brand name. More and 
more the name specified has been TUBE-TURN. This is 
also most logical as no other name in welding fittings and 
flanges means so much. 

TUBE-TURN alloy fittings and flanges are the product 
of pioneering, of a wealth of experience without equal, of an 
investment in related research and engineering exceeding that 
made by all other such manufacturerers combined. 'TUBE- 
TuRN alloy fittings and flanges are universally recognized 
and accepted as a mark of known value. This is why TUBE- 
TuRN alloy fittings and flanges were selected for the now 
historic Manhattan Project, and specified for subsequent 
nuclear powered vessels. This is why TUBE-TURN corro- 
sion-resistant, non-contaminating alloy fittings and flanges 
are preferred by the Petrochemical and Chemical Processing 
Industries. This is why experienced piping engineers every- 
where look first to Tube Turns for the /atest in alloy piping 
components. 

Safeguard the performance of your critical-service piping 
systems with genuine TUBE-TURN alloy fittings and flanges. 
Your authorized Tube Turns Distributor is ready to serve 
your needs for Stainless Steels, Aluminum, Nickel, Monel, 
Inconel, Hastelloy B & C, Copper, Silicon Bronze, Red 
Brass, Admiralty Metal, Titanium, Zirconium, Zircaloy 
and other ferrous and non-ferrous metals and alloys. For 
further information write today for Bulletin TT266- F251. 
TUBE TURNS, Louisville 1, Kentucky. 

“TUBE-TURN” and “‘tt’’ Reg. U.S. Pat. Off 
Inferior Substitutes Can Be Avoided! 
Specifications calling for TUBE-TURN welding 
fittings and flanges with “‘or equal’’ wording 


need not be the open door to risk and trouble 
Responsible suppliers and contractors will not 








specifications to the letter . . . that they have 
furnished genuine TUBE-TURN welding fittings 
and flanges complying with all requirements of 
applicable ASTM Specifications and ASA 


only serve you honestly and properly, they 
will be glad to provide proof of it. They will 
give you an affidavit that they have met your 


Standards. This is a sensible procedure for 
everyone concerned. Write us today for Bulle- 
tin 1031- F251 on this subject. 


TUBE-TURN Alloy Fittings and Flanges are Stocked By and Sold 
Exclusively Through Authorized Distributors. 


TUBE TURNS 


Dwettor 0 
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“Call FOSTER... 
they’ll ship 
Switch Material PLUS” 




















Right! L. B. Foster Company will ship switch 
material “plus” any standard rail section (new or 
relaying), crane rail and accessories, and track tools 
—everything you need, at lowest possible costs. 
Foster is your fastest, most dependable source for 
every rail and track item required for industrial 
sidings or in-plant trackage. 


One more “plus”: the advantage of lower freight 
rates from Foster’s nationwide warehouses and 
stocking points. To help select materials best suited 
to your job, call the Foster Track Specialist. 


Write L. B. FOSTER CO. for new catalog PA-6 
PITTSBURGH 30 ¢ NEW YORK7 e¢ CHICAGO 4 
HOUSTON 2 ¢ LOSANGELES5 ¢ ATLANTA 8 


Faster From Foster 


PIPE « PILING ¢« RAIL 
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Nickel-Stripper 
Is Non-Corrosive 


A nickel stripper which does 
not attack steel, copper, brass or 
solder can be used to strip nickel 
from all three materials. Product 
dissolves nickel by simple immer- 
sion at room temperature; ele- 
vated temperatures may be used 
for faster stripping. Stripping so- 
lution does not contain cyanides 
and presents no cyanide waste 
disposal problem. Product is fur- 
nished as two liquid concentrates 
which are mixed with water in 
plain steel tank or drum. At 175 
F, it will remove nickel plate at 
rate of 0.003 in/hr. Enthone, Inc. 
Sub. of American Smelting and 
Refining Co., 442 Elm St., New 
Haver 8, Conn. 
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Pump That 
*““Never Gets Wet” 


OUTPUT 


A “pump that never gets wet” 
eliminates all contact of moving 
parts with fluid being pumped. 
Intake and outlet are one continu- 
ous flexible tube which passes 
through the pump body where it 
is exposed to the squee-gee action 
of ball-bearing rollers. By select- 
ing tubing material suitable to 
material being handled, a wide 
variety of corrosive, sterile, and 
abrasive liquids or gases can be 
pumped without contamination or 
injury to the pump. Available 
with or without motor and with 
speed controls and _ explosion- 
proof fittings if desired. The Ran- 
dolph Co., 1018 Rosene St., 
Houston 19, Texas. 
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This equipment package— 
including bus duct, switchboard, 
transformers, safety switches, 
' panelboards—was furnished by one 
Westinghouse electrical wholesaler. 
You can enjoy the same,complete service. 





Westinghouse 


>) 











World's Fastest, Smoothest Hand Reaming 


... reams pipe, 
conduit, sheet metal 


and wood! 


Try a RIG Spiral Reamer, and you'll 
quickly feel how it reams its way into pipe, 
conduit, metal holes or wood without effort. 
Heat-treated cutting edges give maximum 
service life. Ratchet-action handle makes work 
easy in close quarters. 


Now Available... 

RIEGAID No. 254 Spiral Reamer 

for 2'2” to 4’”° Pipe and Conduit 

No more hand filing . . . here’s the time-saving, large- 
size hand reamer you’ ve always needed. Light, hollow 


construction makes handling easy. Hand grip has 
large butt plate for body pressure. 


Call your Distributor today. For your convenience, he maintains 
a complete stock of RIMDID Work-Saver Pipe Tools and parts! 
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Acetylene Torch Has 
Built-In Pilot Flame 


Acetylene torches with built-in 
pilot flames are ideal for intermit- 
tent work. Pilot light makes it un- 
necessary to shut off torch or re- 
light it for short interruptions. 
Two simple controls are the only 
moving parts. One is the main on- 
off knob, which also regulates the 
pilot flame. The other is a thumb 
button for controlling the size and 
intensity of the working flame. 
Acetylene Supply Co., Wood- 
bridge, N. J. 
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Fill-Height X-Ray Unit 
Inspects 1000 a Minute 


An improved x-ray inspector 
provides fill-height inspection 
speeds of 1000 containers per 
minute. Tube is warranted for 
5000 hrs. or two years. Ion cham- 
ber radiation detection system 
which replaces crystal detector is 
largely responsible for increased 
speed and longer life. Unit re- 
quires less intense radiation and 
reduces electrical current require- 
ments. It will monitor fill height 

(Please turn to page 102) 
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Millions of washdays in corrugated 


It’s no Monday morning miracle that many American house- 








wives can do a week’s wash without getting their hands wet. 
And it’s not surprising that thousands of automatic washers, 
dryers and electric irons are shipped in boxes by Hinde & West Virginia 
Dauch Division...most dependable protection an appliance | ¥ | P¥!P and Paper 


| 


ever had. Leading appliance makers know they can look to “inde & Dauch Division 
F 16 Plants * 42 Sales Offices * Sandusky, Ohio 


H & D for economical corrugated containers in volume. 
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Since 1843 


} Questions from the floor 























Are you getting most floor absorbent bulk (not weight!) for 
your money? 


Does your floor absorbent become saturated before it does 
its job? 


Does your floor absorbent create new hazards by absorbing 


light, thus reducing needed working light? 
Does your floor absorbent “mud up” with oil and water? 


THERE'S A TEST THAT ANSWERS ALL THESE QUESTIONS 


In less than 15 minutes in your own 
office, you can get all the right answers 
scientifically. Our Eagle-Picher repre- 
sentative will bring a miniature labora- 
tory right to your desk. Compare Eagle- 
Picher Floor-Dry with any other floor 
absorbent. See which wins out on overall 
economy and full-range safety. Eagle- 
Picher is eager to face comparative tests. 
Write today. 


ACLE 


EAGLE-P:CHER 


The Eagle-Picher Company 
Dept. P-65, Cincinnati 1, Ohio 


For More Facts Write No. 208 on Information Card—Last Page 


ae | 


Products 
(Continued from page 100) 





of any sufficiently dense liquid 
or free-flowing solid which seeks 
its own level in metal can—in- 
cluding aluminum—plastic con- 
tainer and many types of glass 
containers. X-Ray Dept., General 
Electric Co., 4855 W. Electric 
Ave., Milwaukee, Wisc. 


Write No. 27 on Information Card—Last Page 


Remote Device Gives 
Repeat Batch Control 


A remote control device for re- 
peat batch metering of liquids al- 
lows personnel to control auto- 
matically the measuring, mixing, 
blending or batching of fluids from 
a convenient location far away 
from the meter itself. Controller 
is capable of handling repeat 
batches up to 1000 gals. It is 
equipped with a reset totalizer, 
a counter to set the batch quarr- 
tity desired, a push button start 
switch, and a stop switch for in- 
terrupting the batching operation. 
Ind. Products Div., Badger Meter 
Mfg. Co., 4545 W. Brown Deer 
Rd., Milwaukee, Wisc. 
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Opens Latin America for easier, 
more efficient shipping 


Pan Am clears the way...opens doors for 
your shipments throughout Latin America, 
and round the world! And transportation 
is only a part of the story. 


WORLD-WIDE INFORMATION 
Current, valuable, authoritative 
information on the world’s 114 major 
ports in 80 foreign lands! 
¢ Pan Am gets marketing facts—plus 

special needed information. 

«Pan Am can help find markets for 
products, also distributors, buyers, 
bankers overseas. 

*Pan Am advises all the way on 
containers, rates, routes, insurance, 
collections. 


¢ Pan Am monthly magazine gives you 
“inside” information on shipping 
developments, overseas opportunities. 


*Trade Mark, Reg. U.S. Pat. Off. 


JET 
CLIPPER 
CARGO 


athe WORLDS fA 


OS MOST EXPERIENCED ARI INE 


WORLD-WIDE TRANSPOR TION 
Meee flights direct to more major 
markets by the world’s largest, 
fastest overseas air cargo fleet! 

* Fastest delivery overseas, from 15 
international gateways in U.S.! Plus 

faster ground procedures. 

* One source for documentation, plus 
world’s largest international truck- -air 
system, cuts transfers, red tape. 

* More space, more speed! More all- 
cargo planes and over-ocean Jets. 

¢ Rates lower than ever! In more and 
more cases, distribution by Pan Am 
costs less than by surface. 


NESS ABROAD 


WORLD-WIDE REPRESENTATION 
More American and English-speaking 
personnel to represent you 
and your shipment overseas! 
¢ You get 114 world-wide offices—at no 
extra cost! Your shipment is handled 

the way you want. 

¢ An American viewpoint on the spot 
from American-trained personnel with 
local market know-how. 

* World-wide contact service! Pan Am’s 
integrated sales/service organization 
takes the hitches out of world shipping. 
¢ World-wide follow-through makes 
world’s surest delivery! 


WITH ONE PHONE CA 


Ca// your cargo agent, freight forwarder or Pan Am office. 
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where you need it most 
. at the work 
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First from General Electric (1959). 


another bright idea that became a better 


lamp for you...Quartzline lamp 





packs more light in 
less Space than any other filament lamp 


Listen to the nearsighted Mister Magoo . . .“1959? 
Seems like last week! I volunteered but the authorities 
picked seven other Astronauts—and General Electric 
invented the Quartzline lamp. Happy birthday, Quartz- 
line. Tarnation! This confounded pen won't write!” 


Understandable mistake, Mister Magoo. The 5-inch, | | 


500-watt Quartzline is no bigger than a pen. But it’s | |’ 


19% more efficient than a regular lamp, never grows dim, 


and gives you better light control than any earlier lamp. 


Every Quartzline lamp stays almost 100% bright 
throughout its life—because General Electric 
engineering leadership found a way to keep 
tungsten vapor from blackening the glass. G.E. 
puts iodine gas in the lamp to catch the particles 
evaporating from the tungsten filament. Miracu- 
lously, the iodine re-deposits them, over and over \\ 
again, on the steadily-bright filament. This process 
makes the 5-inch Quartzline last 2000 hours, twice as 
long as a regular bulb-shaped lamp. 

Use Quartzline with the right reflector, and itll 
give you a precise, powerful, rectangular beam of light 
in one direction—as narrow as 6° or as wide as 100°. 
No elaborate lens system is needed. 


Or take the big-brother model, the 10-inch, 1500-watt 
Quartzline. It’s 50% more efficient throughout its life than 
a standard 1500-watter of comparable voltage. 

Applications? Stadiums. Airport runways. Building 
facades. Show windows. Inspection or outdoor work 
areas. Don’t worry about rain and snow. Quartzline 
resists thermal shock. 


Ask your G-E distributor for more information on 
Quartzline lamps—small proof of General Electric light- 
ing leadership! General Electric Co., Large Lamp Dept. 
C-110, Nela Park, Cleveland 12, Ohio. 
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DODGE PILLOW BLOCKS 
with TIMKEN BEARINGS 


America’s Quality Pillow Blocks! 


i 


TAPER-LOCK STEEL 
CONVEYOR PULLEYS 


Maximum strength with minimum weight! 


DODGE TAKE-UPS 
Complete range of stock models, sizes. 
e 
Write for Bulletins! 

VY Rolling Bearings — ratings, data. 
Y Conveyor Pulleys — technical data. 
Y Take-Ups— Roller, Ball, Babbitted. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street + Mishawaka, Indiana 


P~ 
a 
> of Mishawaka, Ind ; 
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Mesh Belt Furnaces 


Come in 17 Models 


A line of hump-type mesh belt 
furnaces is ideally suited to proc- 
essing a wide variety of metals in 
electronic, aircraft, nuclear en- 
ergy and other industries. Avail- 
able in 17 models, furnaces have 
heating chamber ranging in length 
from 3 to 11 ft. and belt widths 
from 6 to 36 in. They are espe- 
cially efficient in maintaining low 
dew points during continuous 
brazing, annealing, hardening and 
sintering operations. Electric mod- 
els come with or without muffles; 
gas models are equipped with 
muffles. Harper Electric Furnace 
Corp., 110 Pearl St., Buffalo 2, 
_ F 
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Thickness Gage Measures 
Without Contact 


A non-contact gage measures 
the thickness of thin, fragile ma- 
terials, such as semiconductor 
wafers and dice of germanium and 
silicon, without gage point pres- 
sure by literally floating the part 
in air during gaging. Pressure- 
free gaging is obtained by means 
of opposed air jets, one in the 
gage head and the other in the 


anvil. Polished metal can _ be 
checked without fear of scratch- 
ing, and instrument can also be 
used to measure thickness of plas- 
tic film, sheet rubber and thin 
glass. The Sheffield Corp., Dayton 
1, Ohio. 
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Two Creams Protect 
Against Cutting Oil 


Barrier cream provides invis- 
ible, glove-like protection against 
skin-irritating chemicals of cut- 
ting oil. One cream _ protects 
against lubricating type of cutting 
oil, second against coolant type. 
Creams can be applied one over 
the other for work with both 
types of oil, protecting against ir- 
ritation and making wash-up 
faster. Ayerst Laboratories, 22 E. 
40th St., New York 16, N.Y. 
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Industrial X-Ray Unit 
Serves in Two Ways 


An industrial x-ray unit which 
costs less than $1000 will produce 
both fluoroscopic images and ra- 
diographs (films) of internal 
structures such as switches, tran- 
sistors, condensors and relays. It 
will inspect a variety of mate- 
rials, including wood, paper, 
leather, plastic, copper, etc. Unit 
consists of self-contained, compact 
x-ray generator, stand and speci- 
men case for viewing and taking 
films. It weighs about 80 Ibs., 
measures 12 x 14 x 26 in. and 
plugs into any 115 volt outlet. 
Universal X-Ray Products, Inc., 
1140 N. Western Ave., Chicago 
22, Ii. 
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TERRIFIC! 


— and how long will the 











flexing member last? 


The new idea in flexible cushion 
couplings, with a flexing member 


Good question. The heart of Para-flex is a tire with synthetic tension members bonded ee 
together in rubber — which provides a flexing body that automatically compensates for 
all combinations of misalignment and end float, and absorbs vibration as well! 

This amazing coupling has now been used in American industry 4 years. Thousands 
are in operation — in steel mills, paper mills, oil fields, mines, quarries, chemical plants, 3 ft 
everywhere—and in these 4 years, replacements of elements have been negligible. ‘ 


4 ow 
Dodge Standard Para-flex takes angular misalignment up to 4°, parallel misalign- yy 





ment up to 14” and end float up to %%” depending upon the size of the coupling and 
the duration of shaft displacement. 

Dodge Para-ficx is available in 3 types—Standard, Flywheel and High Speed 
(shown at right). The Standard type is stocked in ca;acities up to 3640 hp at 910 rpm. No lubrication, no maintenance. 


: : > Replace fle zy element thout 
Ask your Dodge Distributor, or write us for complete technical bulletin. saovink Gite Oe Gekeae ashing. 














Dodge Manufacturing Corporation, 1300 Union Street, Mishawaka, Indiana 


2 


The Products with the Pluses oe 


> 











Flywheel and High Speed Types. 
For use with motors and internal 
combustion engines turning up to 
5230 rpm. 


DODGE 


Para-tlex . 


CALL THE TRANSMISSIONEER, 
your Dodge Distributor. 
Look under “Dodge Trans- 
missioneer’’ in the white 
pages of your phone book. 
Factory trained he can give 
you valuable assistance. 
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+ with better application recommendations... 


from an industrial plastics expert 


The recommendations of your Formica 
Industrial Plastics Specialist cost noth- 
ing, but can save you time and money. 
He’s an expert at applying Formica’s 
properties to industrial products. He’ll 
expedite your project by recommend- 
ing the right grade the first time. He’ll 
save you the extra cost of “‘specials’’ 
you may be buying when standard 
materials will do. 


FORMICA CORPORATION, 


For a refreshing new slant on your cur- 
rent projects, call in your Formica 
Industrial Plastic Specialist. Write us 
today for the one nearest you. 
* * * al 

Need fast delivery of Formica fabri- 
cated parts and materials? Just call 
your local Fabricator and Distributor 
of Formica Industrial Plastics . . . see 
list on opposite page. 


re eee 
subsidiary of —_ _CYANAMID _— 


I helolti-jeglel WD ad ket-je ler; 


4565 SPRING GROVE AVE., CINCINNATI 32, OHIO 


FI-2654-D 





ster Delivery of 


ORMICA 


Sheets and Fabricated 
Parts from your 


FABRICATOR AND DISTRIBUTOR OF 


ALABAMA: 
Birmingham 
ARIZONA: 
Phoenix... 
CALIFORNIA: 
North Hollywood 
El Cajon 
Los Angeles 


San Francisco 


San Diego 
COLORADO: 
Denver 


Englewoot pe SY 


CONNECTICUT: 
Unionville - 
DISTRICT OF COLUMBIA: 
Arlington 
FLORIDA: 
Miami 
GEORGIA: 
Atlanta 


ILLINOIS: 
Chicago 


INDIANA: 
Indianapolis 


Michigan City 
KENTUCKY: 

Louisville... ... 
LOUISIANA: 


New Orleans. .......... 


MARYLAND: 
Baltimore 


MASSACHUSETTS: = 
Insulating Fabricators of N.E. 


Boston 
MICHIGAN: 
Dearborn...... 


Detroit eeteque 


Grand Rapids 
Jackson... 
MINNESOTA: 


Minneapolis............ 


St. Louis 
NEW JERSEY: 
East Rutherford... . 
NEW YORK: 
Buffalo 
Long Island 
New York City 
Richmond Hill, Queens 
Rochester 
Syosset, L. |. 
West Nyack 
NORTH CAROLINA: 
Gibsonville ‘ 
SOUTH CAROLINA: 
Spartanburg 
OHIO: 


Cleveland 
Cincinnati 
Columbus. . 
Dayton 
OKLAHOMA: 


Harrisburg. .... 
Philadelphia. .. 


Pittsburgh 
TENNESSEE: 

Memphis 
Nashville 
TEXAS: 

Fort Worth 


Houston 


TAH: 
So. Salt Lake City.. 
VIRGINIA: 

Bristol 

Norfolk 

Richmond 
WASHINGTON: 

Seattle. .... 
WISCONSIN: 

Milwaukee 

West Allis 


.. Chas. R. Mueller 


Vulcan Electric Distrs. 
Kiva Sales Co. Inc. 


Plastronics 

Dutton Mfg. Co. 

. Conroy & Knowlton, Inc. 
Leed Insulator Corp. 
Tri-State Supply Co. 


Plastic Stamping, Inc. (Pomona) 


Laminated Fabricators 
Tri-State Supply Corp. 
Ridout & Co. 


....Plasticrafts, Inc. 
R gal Plast.c Supp'y Co. 


Fabricon Corp. 
Milton H. Brooks & Son 
Modern Plastics 


Sepsco, Inc 


Colonial Kolonite Co. 
Tingstol Co. 


Hyaline Plastics Corp. 


Premier Stamping Corp. 
Television Associates, Inc. 


C. Lee Cook Co. 
Prager, Inc. 


.. .Diecraft 


F. B. Wright Co 
Sons 
Novel Products 
Plastigage Corp. 


Special Parts, Inc 
Plastics, Inc 


Brook Beatty Co. 
Harris Mfg. Co 


Insulating Fabricators, Inc. 


Curbell, Inc. 
Thomas J. Long, Inc. 


Commercial Plastics & Supply Co. 


Comco Plastics 

General Circuits, Inc. 
Frank Products 
Plasticraft Products Corp. 


.... Engineered Plastics, Inc. 


Insulating Fabricators, Inc. 


Jaco Products Co. 
Durham Plastics, Inc. 
Dayton Plastics, Inc. 
Dayton Plastics, Inc. 


Ideal Specialty Co. 


D. & H. Dist. Co. 
Laminated Materials 
Mascher & Lippincott 
Earl B. Beach Co. 


Norrell, Inc. 
Plastic Fabricators Co. 


Plastelite Engineering Co 
Service Engineers, Inc. 


Standard Parts & Equipment Corp. 


Houston Gasket & Packing 
Replacement Parts Co. 


....Plastic Products of Utah 
.. Williams Co. 

Norva Plastics 

Plywood Center 

Tri-State Supply Co. 


General Plastics, Inc. 
Colonial Kolonite Co. 
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Air Does All Work in 
Portable Strapping Tool 











In a portable combination strap- 
ping tool, air power does all the 
work, engaging the feed wheel, 
tensioning the strapping, applying 
the seal, severing the strap from 
the coil, and disengaging the feed 
wheel. Manual operations are cut 
to minimum. Compact design, 
short base—434 in.—and elimina- 
tion of tensioning and sealing 
handles permit use in cramped 
spaces and on small packages. 
Unit weighs only 22 lbs and can 
be used in vertical or horizontal 
position. Signode Steel Strapping 
Co., 2600 N. Western, Chicago 47, 
Ill. 

Write No. 33 on Information Card—Last Page 


Cold Work Tool Steel 
Wears Better. Cuts Costs 


A tungsten tool and die steel 
offers up to four times the service 
life of high carbon, high chrome 
steels. Steel is deep hardening 
grade which can be easily and 
economically heat treated at much 
lower temperatures, offering max- 
imum protection against decar- 
burization, distortion and surface 
damage, as well as cutting ex- 
pense of high temperature treat- 
ment. It hardens through to cen- 
ter in sizes up to 6 in. cross sec- 
tion when oil quenched from 1450 
F., whereas air hardening high 
carbon, high chrome steels re- 
quire heat treatment at 1800 F. 
or higher. It can be used for any 
application requiring maximum 
wear resistance. Carpenter Steel 
Co., Reading, Pa. 

Write No 34 on Information Card-Last Page 





Victoprene on 
O0.D. and outer 
face; patented 
lead-into-bore fea- 
ture. Integrally 
molded element 
and case. 


Steel 0.D.—Vic- 
toprene gasket on 
inside face. Pri- 
mary lip retains 
lubricant; second- 
ary lip excludes 
dirt, foreign matter. 


PROVEN DESIGN 


compact, dual-lip 
oil seals 
as narrow as %4-inch 


Victor Victoprene oil seals in two 
types to accommodate varying in- 
stallation and bore sealing needs, 
yet provide identical shaft sealing 
efficiency in even the most limited 
housing space. 


® DUAL SEALING SURFACES—iInner 
lip retains fluid; outer lip excludes foreign 
matter or confines secondary lubricant. 


VICTOPRENE ELEMENT—Developed 
of improved Buna N synthetic rubber for 
balanced resistance to lubricants, heat, 
age deterioration. 


PERMANENT PRE-LUBRICATION— 
Cavity between lips holds lubrication on 
installation. Reduces frictional drag; ex- 
tends seal life. 


NARROW WIDTH—One-piece integral 
molded construction for most compact 
seal housing. 


POSITIVE SPRING LOCATION— 
Molded groove retains spring; uniform 
pressure on shaft assured. Both types 
available without spring. 


POSITIVE BORE SEALING—Type K4 
has bonded-to-case Victoprene on O.D. 
and outer face; lead-in allows easy instal- 
lation. K6 has steel O.D. with integral gas- 
ket on inside face for bottom of bore seal. 


WRITE FOR CATALOG... VICTOR 
Covers above types and all vari- 
eties of Victor oil seals; includes oom 
service recommendations. Use- 
ful to specifiers and buyers. : = | 
Victor Mfg. & Gasket Co., P.O. 

Box 1333, Chicago 90, Ill. Cana- 

dian plant: St. Thomas, Ontario. 

Sealing Products Exclusively 
OIL SEALS * GASKETS * PACKINGS 

MECHANICAL SEALS 
For More Facts Write No. 215 
on Information Card—Last Page 
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Improved Conduit Cuts 
Wire Pulling Effort 


An improved aluminum elec- 
trical conduit greatly reduces wire 
pulling effort. Conduit features 
interior coating with high silicone 
content, which reduces pulling 
force required as much as 75%. 
Coating not only reduces labor 
and installation time but lessens 
strain on conductors during pull- 
ing operation. Kaiser Aluminum 
& Chemical Corp., Kaiser Center, 
300 Lakeside Drive, Oakland 12, 
Calif. 

Write No. 35 on Information Card—Last Page 


Stringless Tags 
Are Self-Sticking 


Stringless tags reduce costs and 
make tagging possible on many 
products heretofore difficult or im- 
possible to tag. Strip of self-stick- 
ing adhesive on back of tag now 
supplements and in many places 
improves on efficiency of attaching 
with string or wired tags. For in- 
plant operations, tags are useful 
for production, piece-work, and 
inventory control. Dennison Mfg. 
Co., Framingham, Mass. 

Write No. 36 on Information Card—Last Page 
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CROSSETT LEATHERNECK WRAPPING PAPER 


ABILENE, TEX. 
ALEXANDRIA, LA. 


APPLETON, WISC. 
ATLANTA, GA. 
AUGUSTA, ME. 
AUSTIN, TEX. 

BALTIMORE, MD. 

BATON ROUGE, LA 

BEAUMONT, TEX. 


BOSTON, MASS 


BUFFALO, N.Y. 
CHICAGO, ILL. 


CINCINNATI, OHIO 


CLEVELAND, OHIO 


COLUMBUS, OHIO 


CORPUS CHRISTI, TEX. 
DALLAS, TEX. 
DAVENPORT, 1OWA 
DAYTON, OHIO 
DETROIT, MICH. 

EAST HARTFORD, CONN. 
EVANSVILLE, IND. 

FT. WAYNE, IND 

FT. WORTH, TEX 
GALVESTON, TEX 


GRAND RAPIDS, MICH. 
HAMMOND, IND. 


HIGH POINT, N.C. 
HOUSTON, TEX. 


INDIANAPOLIS, IND. 


FOR CROSSETT 
LEATHERNECK WRAPPING PAPER 
Contact these Authorized Dealers 


Lind Paper Co 
Bancroft Paper Co. 
Louisiana Paper Co. 
Universal Paper Corp. 
Dillard Paper Co. 
Carter-Rice-Storrs & 
Bement, Inc 
Lone Star Paper Co. 
Hubbs & Corning Co 
Bancroft Paper Co 
Louisiana Paper Co 
Magnolia Paper Co. 


E. F. Osment Paper Co. 
Carter-Rice-Storrs & 
Bement, Inc 
Alling & Cory Co 
Hubbs & Howe Co. 
Abana Products, Inc. 
Berkshire Papers, Inc. 
Chicago Paper Co. 
Inlander-Steindler 
Paper Co. 
Montrose Paper Mills 
Pilcher-Hamilton Co. 
Chatfield Paper Co 


Cinti, Cordage & Paper Co. 


Diem & Wing Paper Co 

Merchants Paper Co 

Seinsheimer Paper Co. 

Alling & Cory Co. 

Gascon Paper Co 

The Globe Paper Co. 

The Union Paper & 
Twine Co 

Central Ohio Paper Co 


Cinti, Cordage & Paper Co. 


Diem & Wing Paper Co 
Standard Paper Co 
Corpus Christi Paper Co. 
Magnolia Paper Co. 
Kaymac Paper Co 
Lind-Reed Paper Co. 
Magnolia Paper Co. 
Peterson Paper Co 
F. W. Lotz Paper Co. 
Beecher Peck & Lewis 
Butler Paper Co 
Union Paper & Twine Co. 
Carter-Rice-Storrs & 
Bement, Inc 
Capital Paper Co. 
Korte Paper Co. 
Western Paper Co. 
Lind Paper Co. 
Southern Paper Co. 
Magnolia Paper Co. 
Grand Rapids Paper Co. 
Inlander-Steindler 
Paper Co 
General Paper Company 
Houston Paper Co 
Magnolia Paper Co. 
Crescent Paper Co. 


For More Facts Write No. 216 on 


JACKSON, MISS 
JERSEY CITY, NJ. 
KALAMAZOO, MICH 
KANSAS CITY, MO 


LANSING, MICH 
LITTLE ROCK, ARK. 


LOUISVILLE, KY. 


LUBBOCK, TEX. 
McALLEN, TEX. 
MEMPHIS, TENN. 


MILWAUKEE, WISC. 


MINNEAPOLIS, MINN 
MONROE, LA 


MUNCIE, IND 
MUSKEGON, MICH 
NASHVILLE, TENN 

NATCHEZ, MISS 
NEENAH, WISC. 
NEW HAVEN, CONN. 


OKLAHOMA aks OKLA. 


OMAHA, NEB. 
PAWTUCKET, R.1. 


PHILADELPHIA, PA. 
PITTSBURGH, PA. 


RACINE, WISC 
ROCHESTER, N.Y 


SAGINAW, MICH 
SHREVEPORT, LA 


SPRINGFIELD, ILL. 
ST. JOSEPH, MO 
ST. LOUIS, MO 


TEXARKANA, TEX 
TOLEDO, OHIO 
TULSA, OKLA 

TYLER, TEX 


WACO, TEX 
WALTHAM, MASS 
WASHINGTON, D.C 

WICHITA, KANS. 
WORCESTER, MASS. 


Townsend Paper Co. 
S. Safier Co. 
Bermingham & Prosser Co. 
Bermingham & Prosser Co. 
Standard Paper Co. 
Dudley Paper Co. 
Arkansas Paper Co. 
Roach Paper Co 
Louisville Paper & Mfg. Co. 
Southeastern Paper Co. 
Western Paper Co. 
Magnolia Paper Co. 
Mayer Myers Paper Co. 
Wurzburg Brothers, Inc. 
W. H. Kranz Co. 
Wisconsin Paper & 
Products Co. 
John Leslie Paper Co. 
Bancroft Paper Co. 
Louisiana Paper Co. 
Schwartz Paper Co. 
Steindler Paper Co. 
Clements Paper Co. 
Bancroft Paper Co 
Sawyer Paper Co. 
Carter-Rice-Storrs & 
Bement, Inc 
Oklahoma Paper Co. 
Nogg Bros. Paper Co. 
Carter-Rice-Storrs & 
Bement, Inc. 
W. B. Kilhour & Sons, Inc. 
Terminal Paper Co. 
Balter Paper Co. 
Chatfield & Woods Co. 
of Penna 
Interstate Cordage & 
Paper Co 
W.H. Kranz Co 
Alling & Cory Co 
Hubbs & Howe Co. 
Dudley Paper Co. 
Bancroft Paper Co. 
Louisiana Paper Co 
Capital City Paper Co. 
Sheridan-Clayton Paper Co- 
American Commission Co. 
Rosenthal Paper Co. 
Royal Papers, Inc. 
Shaughnessy-Kniep-Hawe 
Paper Co. 
Louisiana Paper Co. 
Central Ohio Paper Co. 
Tulsa Paper Co. 
Etex Paper Co. 
Western Paper Co. 
Lind Paper Co. 
Waltham Bag & Paper Co. 
R. P. Andrews Paper Co 
Southwest Paper Co. 
Carter-Rice-Storrs & 
Bement, Inc. 
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Cually-contalled for your finest urogpig Ude:.. 


CROSSETT LEATHERNECK WRAPPING PAPER 


When you buy from Crossett you buy more 
wraps per ton at the strength you desire. The 
reason is our Basis Weight Control Program. 
For greater convenience the new Cross-ett-Zip 
covering features a_ built-in tear strip. No 
more cutting of the wrapper, no more wasted 
top layers of paper. One easy motion peels 
off the outer wrapper . . . lets clean, usable 


paper unwind from the first inch of the roll. 


Dress by Oleg Cassini 





Office Equipment Display 


Brings 


Tue OFFICE equipment in- 
dustry displayed its newest prod- 
ucts for the business community 
to see—and touch—at New York's 
Coliseum. The exhibit of office 
tools ranged from facsimile ma- 
chines to furniture, carbon pape} 
to computers, and typewriters to 
timing devices. 

The show was sponsored by the 
Office Equipment Manufacturers 
Institute and ran for five full 
days. In summing up the results, 
Harry 'C. Anderson, president of 
O.E.M.I., said “The enthusiastic 
response of the business people 
to the show, its exhibitors, and 
their products clearly points out 
the interest in searching out the 
best tools for good business man- 
agement.” 

Exhibitors had more than $30 
million worth of office equipment 
on view. Some of the products 


Enthusiastic Response 


shown were: 

® An all-electric plastic bind- 
ing machine with automatic 
cycling, adjustable to variable 
speeds, developed by General 
Binding Corp., Northbrook, Il. 

@ An expanded line of mailing 
machines, scales, sorting racks, 
mail inserters, mail openers, seal- 
ers, and Justowriters, presented 
by Friden, Inc., San Leandro, 
Calif. 

@ A fully automatic copying 
machine introduced _ simultane- 
yusly by Anken Chemical & Film 
Corp., Newton, N. J., and Gen- 
eral Aniline and Film Corp., 


Johnson City, N. Y. The machine 


developed through the co- 
perative effort of both com- 
panies. 
® The Philco large 
scale electronic data processing 
system for commercial and scien- 


2000. a 


Open shelf filing is causing a great deal of excitement 
everywhere it is exhibited. The office equipment show 
in New York was no exception. 


There’s something about a typewriter. Visitors to the re- 
cent Office Equipment Exhibit showed no reluctance in 


trying out the new machines. 


tific use. Purchase orders for the 
equipment to operate this system 
should include the $114 
million. 

@ A new parcel post scale with 
a 40-pound capacity shown by 
Pitney-Bowes. Stamford, 
Conn. 

© Two developments in 
data processing highlighted the 
exhibit of International Business 
Machines. They were: IBM tele- 
processing system, which enables 
data to be transmitted 
mote location to a central com- 
puter; and the IBM 1401 com- 
puter, a high-speed unit which 
uses magnetic tape 


price: 


Inc.., 


key 


from re- 


input and 
output. 

@ A mechanized 
which replaces 
filing cabinets, 
features at the 


filing unit, 
four-drawer 
one of the 
Remington Rand 
(Please turn to page 114) 


S1X, 


Was 


uy 
*) 
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PAPER PEACOCK 
Sweetest word 

in the oftice heard 

“that Ozalid paper's 


a colorful bird. 


The peacock, they tell us, flaunts color to win attention. (From lady peacocks, we presume). You, too, can attract attention 


©}. 


with color. But in a more businesslike way. With Ozalid Sensitized Papers you can color-code any engineering or business 


system. Speed and simplify paperwork. Eliminate rou ing errors. Make sure important or top secret documents get instant 


action when needed. In engineering, for example, blueprints’ no longer need be blue. 
Office systems—production control, order-invoicing, income tax returns—can be coded 
by function, status, time or destination. Sales bulletins, charts, graphs, presentations 
can be brightened... made more effective by color. Want to simplify, error-proof your 
office system? Show your colors! Our booklet “Color 


sayS sO much ...so much faster” tells you how. OZALI | >) 


Send for it today. Ozalid, Dept.362, Johnson City, N.Y. WE REPEAT 


Colored Papers speed communication, cut overhead. 12 eve atching stocks for dry Ozalid and semi-dr © Z Al _| C> 


Ozafax machines. Remember: for best results from Ozalid Whiteprinters use” Oza Paper and Ozalid 
Supplies...we repeat; use Ozalid Paper and Ozalid Sup, 








DIVISION OF GENERAL ANILINE & FILM CORPORATION 


SA LAL «§ LT TTT 
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Office Equipment 


(Continued from page 112) 





booth. The file uses a conveyor 
principle to combine speed of op- 
eration with a high degree of 
flexibility. The mechanized unit 
will bring records to the operator 
whether she is in a standing or 
seated position. 

@ A new verifax copier (East- 
man Kodak Co.) will reproduce 
two 8% x 11 inch letters at the 
same time. Four-page folders, 
such as income tax forms and em- 
ployment applications, can be 
copied with two exposures, re- 
sulting in four-page copies exact- 
ly like the original. 

@ Contemporary chairs’ by 
General Fireproofing of Youngs- 
town, Ohio, were on display. The 
chairs are constructed of alumi- 
num with foam rubber cushion- 
ing and upholstery material in a 
wide variety of fabrics. 

@ A complete new line of 
printing and embossing machines 
introduced by Farrington Busi- 
ness Machines Corp., Needham 








Twice the CLASS 
at Half the COST 


That's what you get 
When you have ‘em 


EMBOSSED 


LETTERHEADS + BUSINESS CARDS 
ENVELOPES + MEMO PADS 
New automated process gives you the high 


Choice of 
either Black, Gold or Silver embossed letter- 


class look without high prices. 


heads on 25% rag content paper—imprinted 
in raised printing. You can see the difference 

- you can feel the difference and .. . 
there’s a definite difference in cost. Send 
for free samples. No obligation. 


AN FEEL THE 


L FFERE,, 
be 


F.FBRUDER 


nd address— 
Send nar ligation 
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Copying machines were another big 
attraction at the show and the Gestet- 
ner booth received its share of visitors. 


Heights, Mass. A feature of the 
line is a printer which prepares 
a variety of office paperwork from 
embossed plates. 

@ Airline tickets could be pur- 
chased at the show in an exhibit 
set up by Eastern Air Lines and 
Univac Division of Sperry Rand 
Corp. “A computer set” provided 
reservation agents with informa- 
tion on any flight in less than a 


Demonstrators at the Friden booth 
found the audience attentive and in- 
terested. 


second’s time, even though the 
agent may have been located 
thousands of miles from the com- 
puter. 

@ Typewriter carbon without 
carbon or paper was one of the 
products displayed by Columbia 
Ribbon & Carbon Mfg. Co., Glen 
Cove, N.Y. The new product is 
packaged in pads of 100 sheets 
and is made of film base mate- 
rial with a plastic ink formula. 

@ A portable 10-key calcula- 
tor, smaller than a_ telephone, 
was on view at the booth of Bohn 
Duplicator Co., New York, N.Y. 

® Charles Bruning Co., Mount 
Prospect, Ill., displayed its new 
high-speed copying machine 
which automatically prints, cuts 
to size, and stacks individual 
copies. The machine can produce 
3000 letter-size copies in one 
hour. 

The Office Equipment Manu- 
facturers Institute, sponsor of the 
show, was established in 1916 as 
the trade association of the office 
equipment industry. Its present 
membership is composed of more 
than 50 manufacturers of elec- 
tronic devices; office, computing, 
and accounting machines; and 
systems and related supplies. 

The show in New York was 
the second in a continuing series 
to be held in various parts of the 
country. The next scheduled pre- 
sentation is for Chicago in April, 
1962 at the McCormick Place ex- 
hibit hall. Headquarters of the 
Institute are presently located at 
777 Fourteenth St., N.W., Wash- 
ington 5, D. C. 
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Denmnoow 
Famous as the first and finest... unmatched quality for over 117 years 


__ FRAMINGHAM, MASSACHUSETTS 


no carbon/required 


uting Bo 


CHAM evERYay tee Mamefact 


" Qhen your heart ta. in. the gf 


VSTOMER'S Canes 


“NCR PAPER saves us its cost... 


Sever al t i mm e — e AC h ve ar” — Dennison Manufacturing Company 


Framingham, Mass. 


“Our NCR Paper (No Carbon Required) sales order forms “We 
cost more than the forms with carbons we used previously. 

‘‘However, the ease of handling and convenience of 
NCR Paper, plus its cleanliness, its time saving, and other 
advantages, make it a worthwhile and profitable investment. 


“Our salesmen are unanimous in their approval of fo 4 fas 7A bk, 
NCR Paper. They like it because it takes them less time ~. 
ce Pre 


estimate the time savings and other advantages 
of NCR Paper have a money value that offsets the extra 


cost, many times over, and thus returns its annual cost 
several times each year.” 


to write and process orders. 

“They no longer have to worry about wrinkled carbons 
between copies, or disposing of used carbon sheets. With 
NCR Paper, originals and copies are picked up as complete 


units. All this saves valuable time in writing orders and 
enables our salesmen to devote more time to selling. 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER ELIMINATES 


Another Money-Saving Product of 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, onio | CARBON PAPER 


1039 OFFICES IN 121 COUNTRIES © 77 YEARS OF HELPING BUSINESS SAVE MONEY 


dent 


Vic 
Denniso anufacturing Company 
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A message for management men 


caught in today’s profit squeeze . 








This is the first in a series of advertisements Purchasing 
Magazine is placing in the Wall Street Journal and the 
Harvard Business Review to impress top management 
with the vital profit-making role of modern industrial 
purchasing. 








There ls As Much Profit 
in a 1.7% Purchasing Saving 
As in a 10% Sales Increase 


,¢ 


The average company spends 5 of its 
sales dollar on goods and services. What a 
tremendous possibility for savings which 
will lead directly to added profit! 

Take the XYZ Company, for example. 
With a sales volume of $60,000,000, the 
cost of purchased material, supplies and 
services would run $31,200,000. At the 
average profit margin of 9%, it takes 
$6,000,000 in sales to make a $540,000 
profit. But a reduction of only 1.7% in 
purchasing costs would mean an identical 
$540,000 in additional profit. 

No wonder management considers pur- 
chasing so important these days. The plain 
fact is that scientific purchasing methods 
and techniques are essential to the pros 
perity of industry. 

It takes specialists in purchasing to 
make constructive purchasing decisions. 
That is why purchasing agents have a 
tremendous responsibility to search for 
and apply scientific purchasing meth 


ods. 


This active search for information never 
ceases. Every other week, more than 
30,000 PA’s receive their own business 
publication, PURCHASING Magazine. 
They read it thoroughly. Pass it on to fel- 
low PA’s. Discuss its thought-provoking 
articles. Adopt more than a few of its 
ideas. They learn about Value Analysis, 
linear programminng, materials manage- 
ment, purchase law, and other subjects 
essential to their job. 

PURCHASING Magazine is the PA’s 
only continuing scource for this kind of 
complete professional information. As 
such, it is helping to raise purchasing 
standards and improve industry’s ability 


to make a fair profit. 


PURCHASING 


MAGAZINE 


Sells the man who buys 


A Conover-Mast publication ; 
205 E. 42nd St., New York 17, N.Y. 
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What makes ordering Hammermill 
Graphicopy Papers so easy? 


| 





















































Or the Hammermill Graphicopy Paper 
Selection Guide. With this handy chart 
you simply (1) find your item on the com- 
plete list of papers for office printing 
and duplicating, (2) phone your nearby 
Hammermill supplier, (3) give him the 
Graphicopy stock number and the quantity 
you want. 





yeseeynny | abet 


nique jeans 
} 


eee 
PL ek 


What number? 10-004, for example. 
That stands for Hammermill Bond, 812 x 
1‘, white, substance 20. No need to men- 
tion the grade, size, color or weight of the 
paper you want. Just the number. 


The time-saving HGPSG can be used 
as a wall chart or file folder. Ask your 
Hammermill supplier for your free copy, 
or attach the coupon below to your business 
letterhead and mail to the Hammermill 
Paper Co., 1461 East Lake Rd., Erie 6, Pa. 
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FREE—Hammermill Graphicopy Paper Selection Guide 
To: Hammermill Paper Co., 1461 E. Lake Rd., Erie 6, Pa 
PLEASE SEND MY FREE HGPSG. 
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HOW TO CONTROL 
MINIMUM INVENTORIES 


Faced with minimum inventory policies? The Standard Register salesman 
can help you modernize out-dated purchasing paperwork so you can get 
swift, accurate, reliable “paperwork answers” to the four big problems of 
minimum inventory control: 
WHAT'S NEEDED? Requisitions must be so streamlined that origination, ap- 
proval and processing takes place in hours, not days. 
WHAT'S TO BE BOUGHT? Your Request-for-Quotation system must minimize 
specification errors and misunderstandings by slashing the number of re- 
writes between requisition and request for quotation. 
HOW DO WE STAND? Prompt, informative feedback of order status informa- 
tion to requisitioners is vital for planning and scheduling. 
WHERE IS IT? Material on the receiving dock isn’t the answer—the point 
is to get the material where it’s needed. 

If you aren’t getting the right answers, sharpen up your purchasing and 
allied paperwork. Call in your Standard Register salesman. 


STANDARD REGISTER 
@ BUSINESS FORMS 


PAPERWORK SIMPLIFICATION / THE STANDARD REGISTER CO., DAYTON 1, OHIO 
For More Facts Write No. 221 on Information Card—Last Page 
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A plastic clipboard with a 
drawer for invoices, notes and 
other papers is being marketed 
by Evans Specialty Company, Inc., 
P. O. Box 8128, Richmond 23, Va. 
The entire case measures 10” x 
14” and is made of smooth, dur- 
able plastic with an extra strong 
steel clip. 

Write No. 37 on Information Card—Last Page 


A new 24-page chair catalog is 
offered by National Store Fixture 
Co., Inc., Odenton, Md. It is call- 
ed “A Gallery of Seating by Na- 
tional” and includes more than 70 
styles of chairs. The catalog is di- 
vided into sections—such as wood 
chairs, chrome chairs, and stack- 
ing chairs. 

Write No. 38 on Information Card—Last Page 


A rotary file for data process- 
ing tape has been announced by 
Acme Visible Records, Inc., Cro- 
zet, Va. The reels of tape are held 
in metal cases with drawers for 
inactive tapes at the bottom of 
the unit. The entire unit is mov- 
able on rubber-tired casters. 
Write No. 39 on Information Card—Last Page 
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The 1600 Line desk shown above has been in continuous service for over 25 years. 


“Jim—I got my start at this same desk” 


The GF desk was new when the boss started his climb up the organ- 


FREE LITERATURE on izational ladder. It’s still “good-as-new” now, as a younger man begins 
GF Business Furniture his career in the company. 


dis iii ieee eeesk te veut It’s not at all uncommon for a GF desk to span more than one man’s 


business letterhead and mail to address 


“business lifetime” with a firm. Every desk frame, drawer, top and fitting 
listed at right 


is checked and rechecked to meet exacting GF quality standards. So is 
every process in the desk’s manufacture. It’s all 

part of your assurance that GF business furni- 

ture will serve you better, last longer, give you 

greater lifetime economy. Department PM-16, 

[he General FireproofingCo., Youngstown1,O. susiness FuRNiTURE 


[] 1600 SERIES DESKS 
GENERALAIRE DESKS 
MODE-MAKER DESKS 


NEW 1000 SERIES DESKS 


Sere ee er ee ae 
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‘THE LOGIC OF PLACING YOUR SAFETY EYEWEAR BUSINESS 

WITH THE MAN FROM MSA: enough styles, enough optional features 
to satisfy the whim of any wearer. We’d like to help you win your worker’s full-time 
acceptance of eye and face protection. !t shows through in the sheer weight of numbers we offer the 

wearer to choose from. You see it again in the smart, trim lines of the styling. It’s visible too in our 
ability to match the right equipment to the right job. Add to this big picture approach a complete 
Vision program, including Rx service. And there you have it. A truly complete package. That’s why 
if’s so logical to place your safety eyewear business with the Man from MSA. 


VK, 
MINE SAFETY APPLIANCES COMPANY, Pittsburgh 8, Pennsylvania “MS'A- 

















! 
VI OW 


M-S-A Welding Helmets 


1. 
2. 


Full Curve Fixed Front 
Full Curve Lift Front 


M-S-A Faceshields 


3. 
4. 
5. 


6. Facegard without Sparkgard 


7. 


Minigard 
Super-Gard 
Facegard with Sparkgard 


Nitrometer Mask 


M-S-A Goggles 


. Jones Visor Goggles 


10. 
11. 
12. 
13. 
14 
15. 


. Metal Frame Flash Goggles 


Comfo Chip 

Clearvue Ch 

Chippers’ Cup Gog 
Chippers’ Cover Goggles 
Clearvue We 


16. Welders’ Cover Goggles 

17. Rubber Frame Goggles 

18. Soft Sides Goggles 

M-S-A Sightgard Spectacles 

19. Flesh Acetate 

20. Ebony Acetate 

21. Ebony-On-Crystal Acetate 

22. Metal 

23. Acetate-On-Metal 

24. Smoke with Aluminum Temples 

25. Metal “Clip-Ons” 

26. Visitors’ Spectacles 

With Side Shields 

27. Perforated Acetate Side Shield 

28. Wire Mesh With Acetate Edge Side Shield 
29. Solid Acetate Temple-Mounted Half Shield 
M-S-A Open End Case With Pocket Clip 
30. (Wide range of MSA cases available) 

















Association 





North Jersey Purchasing-Sales 


Dinner Attracts 600 


More than 600 members and 
guests filled the Newark Essex 
House ballroom at the recent 
purchasing-sales dinner of the 
Purchasing Agents Association of 
North Jersey. 


in animated conversation at the head 
table are (I. to r.): Charles Messner, 
1.7.7. Federal Labs; J. Lewis Powell, 
after-dinner speaker; George Renard, 
Journal of Commerce; Paul V. Farrell, 
editor of Purchasing Magazine; and 
the Rev. Robert W. Burniston, who 
gave the invocation. 





‘Howard Ahl, executive secretary-treasurer 
N.A.P.A., talks to Irene Gordon, Wallace & 
Tiernan Inc. Miss Gordon has just been 


elected president of the association for 
Solemn faces reflect the feelings of those present as Ted Kopacki, former 1961-62. 


association president, says “Thank you and good-bye.” Kopacki has left 
the purchgsing field for a sales position. 
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Bundy can mass-fabricate practically anything 


Need tubing? Maybe just a few simple bends MIL-T-3520, Type III. And you get delivery 

or millions of complex fabricated parts. fast .. . when you need it. Be sure you get the 
But if it’s tubing, you'll get a “‘best buy’’ from most for your tubing dollar. Call, write or wire: 
Bundy. Your unit costs are kept low by Bundy Tubing Company, Detroit 14, Michigan. 
Bundy’s exclusive mass- i 
fabrication methods. But Bundyweld, double-walled from 
you'll get tops in quality a single copper-plated steel strip, 
because your part will be is metallurgically bonded through 
made from Bundywelds, . a. - He SONS. seal 
a rs i weight, uniformly smooth and 
the double-walled steel tub- easily fabricated . . . has remark- 
ing. Bundyweld meets 


ably high bursting and fatigue 
ASTM 254 and Govt. Spec. 


strengths. Sizes up to %” O.D. 


BUNDY. TUBING COMPANY 


DETROIT 14, MICH. ¢ WINCHESTER, KY. © HOMETOWN, PA. 


WORLD'S LARGEST PRODUCER OF SMALL-DIAMETER TUBING. AFFILIATED PLANTS IN AUSTRALIA, BRAZIL, ENGLAND, FRANCE, GERMANY, ITALY, JAPAN 
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New Yorker Speaks 
At Rock River Meeting 


E. Philip Kron, assistant director of 
purchasing, Kodak Park Works, 
Rochester, N. Y., was the principal 
speaker at the March meeting of the 
Purchasing Agents Association of Rock 
River Valley. He spoke on the topic 
“Value Analysis-Standardization, Pro- 
fessional Purchasing.” 


Memphis Gives Grant 
To State University 


NEW 
FINISH 


“BLU-KROME” FROM CAMPBELL 


Now—da silk-smooth, lustrous new. finish that offers you 
‘important advantages both of quality and looks whether 
you use chain in your plant or as part of your product. 
"'Blu-Krome”’ finish prevents rust .. . resists reelacertiouMelate 
tarnish . . . won't chip, peel, crack or flake. To make it 
easier and cleaner to stock, ‘“Blu-Krome” is available in 
Proof and BBB Coil Chain in '‘Cam-Pails” or fibre drums and 
priced just slightly higher than ordinary self-colored chain. 





Dr. C. C. Humphreys (c.), president of 
Memphis State University, accepts an 
unrestricted grant of $500 from 
George R. Cole, chairman of the pro- 
fessional development committee of 
the Memphis Association of Purchasing 


Get complete information from your Campbell Wholesaler, or write direct Agents. Robert E. Lytle, president of 
' the Association, looks on. 


CAMPBELL CHAIN COMPANY The Memphis Association of 


4 é . 3 FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif Purchasing Agents recently gave 
the Marketing Department at 
(Please turn to page 126) 
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WAREHOUSES: Medford, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


THE ONLY CHAIN COMPANY WITH FACTORIES AND WAREHOUSES COAST-TO-COAST 











‘“‘Who makes the most 


uniform magnetic cores?”’ 


When ._ re faced with an order for magnetic 
cores wits closely matched characteristics, tape- 
wound Centricores* will fill the bill exactly. 
They’re the most consistently uniform cores 
available anywhere. 

Centricore uniformity begins with the careful 
screening of raw materials for the exact magnetic 
properties you need, is maintained in winding 
through use of special machines of our own design, 
and completed with annealing under rigidly con- 
trolled conditions. The rugged design of the leak- 


Jac NETIC 
ETALS 


“Magnetic Metals, 
of course!”’ 


proof Centricore cases permits use of a thinner 
gage aluminum that shaves fractions of an inch off 
their size—fractions that can add up to precious 
inches when you want to scale down component 
dimensions. Centricores are the slimmest magnetic 
cores on the market. 

With Centricores—and all Magnetic Metals 
products—comes expert, interested help with any 
specification problems you may have. And you can 
depend on prompt delivery from either our East 
or West Coast plants. Write or call today. 


NIAGNETIC METALS COMPANY 
Hayes Avenue at 2ist Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations « motor laminations «+ tape-wound cores 
powdered molybdenum permalloy cores « electromagnetic shields 
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JOLIET’S 


specially 
designed 


high speed 


presses 
annually 


produce the 
industry’s 


Sreatest 
volume 


of flat 
washers 


SINCE 1914. single source for every washer need, 


standard or special, any quantity, any size, any metal: 


SPECIAL WASHERS 

U.S. STANDARD 
WASHERS 

S.A.E. WASHERS 

MACHINE SCREW 
WASHERS 

RIVETING (BURR) 
WASHERS 

LIGHT STEEL WASHERS 

FENDER WASHERS 


FLAT WASHERS FOR 
PRE-ASSEMBLY (SEMS) 
ALUMINUM, BRASS AND 
COPPER WASHERS 
HI-TENSILE 
STRUCTURAL WASHERS 
MALLEABLE ROUND 
WASHERS 
MALLEABLE BEVEL 
WASHERS 


Write for complete catalog 


SPRING LOCK WASHERS 
CASTER SHIMS 
MACHINERY BUSHINGS 
BELLEVILLE TYPE 
WASHERS 
AN 960 FLAT WASHERS 
SQUARE WASHERS 
MINE ROOF WASHERS 
EXPANSION PLUGS 


JOLIET 
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Memphis State University an 
unrestricted grant of $500. 

The grant, first one to be given 
by the Association, will be used 
to acquaint students with the 
opportunities available in pur- 
chasing as a career. 

On hand for the presentation 
to Dr. C. C. Humphreys, presi- 
dent of the University were: 
Larry M. Lyons, Conley Frog & 
Switch Co., national director of 
the Association; George R. Cole, 
chairman of the professional de- 
velopment committee; Don F. 
Samons. member of the profes- 
sional development committee; 
and Robert E. Lytle, president of 
the Memphis Association. 


Long Island P.A.’s 
Discuss Printed Wiring 





Long Island executive Robert L. 
Swiggett explained printed wiring at 
a recent meeting of the Long Island 
Purchasing Agents Group. 


Principal speaker at a recent 
meeting of the Long Island Pur- 
chasing Agents Group was Robert 
L. Swiggett, executive vice presi- 
dent of Photocircuits Corporation. 

Mr. Swiggett spoke on the topic 
“Printed Wiring.” He discussed 
the design, manufacturing tech- 
niques, and the application of 
printed circuits in commercial 
and military equipment. 

The Long Island executive is 
president of the Institute of Print- 
ed Circuits and author of “Intro- 
duction to Printed Circuits’, a 
widely recognized book for its 
basic approach to the fundament- 
als of printed wiring. 





WROUGHT WASHER COMPANY 


Joliet, INMinois For More Facts Write No. 227 
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the product \ milk tank trailer 


Angle 
wrench 
triples 
output 
here 





del ND/YEAR! 


Inefficient and outdated power tools were cost- 
ing this plant money. A power tool study re- 
vealed that in the assembly of tank trucks 
alone, 29 out of 66 tools were operating at only 
40 to 50% efficiency. 


New, more efficient Ingersoll-Rand Air Tools 
with full power and speed replaced the old 
tools. Fifteen additional I-R tools were installed 
to cut fabrication time on other operations. 
Leaks, faulty oilers and air filters were cor- 
rected. The net result: increased production 
that amounted to a $58,000 Dividend on Pay- 


Impactool 
roll Dollars the first year.* 


cuts 
With production increases making up the full die changing 
cost of the tool replacement program in just . time 
58.6 working days, an immediate Planned in half 
Annual Retooling program was started to main- 
tain peak tool efficiency and maximum output. 


A power tool study in your plant can more 
than likely show how you can reduce your 
costs through increased output per man with 
more efficient tools. 


*For details, call your I-R AlRengineer or write 
Ingersoll-Rand, 11 Broadway, New York 4, N.Y. 


216A-8 


l eas im. Planned Annual Retooling 


increases output per man 
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Basics of Value Analysis 
Covered At Rochester 


Members of the Purchasing 
Agents Association of Rochester 
were treated to an excellent talk 
recently by Michael O’Grady, 
Manufacturing Services division 
of General Electric Company. 

O’Grady’s talk was entitled 
“Something of Value.” During his 
presentation, he used a table full 
of examples of savings that have 
been made in his company 
through value analysis. 

He defined value as “the low- 
est price one is willing to pay for 
service or function at a given 
time and place and at the desired 
price.” The G. E. executive went 
on to explain how important it is 
to analyze the performance of an 
item or part in order to obtain 
better value and then analyze 
quality to confirm that value. 

“There is no relationship to 
the cost of producing a part and 
its guarantee of value,” Mr. 
O’Grady said. Competition and re- 
search have caused so many 


changes and produced so many 
new raw materials and finished 
products that what may be stand- 
ard today may be obsolete in five 
years, he said. 


Two Colleges Get 
Erie P.A. Grants 


Herman Weber (c.), Hammermill 
Paper Co., represented the Purchasing 
Agents Association of Erie in giving 
grants to Cannon College and Penn 
State University. Irwin Kochel (I.) 
accepted for Penn State and Msgr. 
Nash accepted for Cannon. The 
money is to be used for tuition. 


Traffie Executive Speaks 


At Western Michigan 


Members of the Western Michigan 
Purchasing Agents Association recent- 
ly heard C. J. Koster, vice president 
of traffic for Darling Freight, Inc., 
speak on “The Inner Workings of a 
Truckline.” Mr. Koster gave the P.A.’s 
an “inside talk’ on the problems in- 
volved in handling and transporting 
purchased materials. W. J. Pierre, of 
Kaydon Engineering Corporation in 
Muskegon, Mich., president of the as- 
sociation, presided and introduced the 
guest speaker. 





Buying LAMINATED PLASTICS...as sheet, 


TAYLOR FIBRE CO. BELONGS 
AS AN APPROVED SUPPLIER 


Taylor has the products: .. offers more 
than 50 grades of industrial laminated 
plastics .. . including paper, cotton cloth, 
nylon, asbestos, glass cloth, or other base 
material impregnated with phenolic, mel- 
amine, silicone or epoxy resins and formed 
into sheets, rods and tubes under heat 
and pressure. Also a number of composite 
materials, including copper-clad laminated 
plastics, vulcanized fibre and laminated 
plastics, rubber and laminated plastics, 
asbestos and laminated plastics, and alu- 
minum and laminated plastics. 


Use this Taylor Selection Guide to make 


selections of 


the Taylor laminated 


plastics that will fit your requirements. 
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Eastern New York P. A.’s 
Celebrate 41st Year 


The success of a program chair- 
man is generally measured by his 
selection of a topic for the meet- 
ing and by the caliber of speaker 
he invites to address the members 
attending. 

The Purchasing Agents Asso- 
ciation of Eastern New York 
scored a smashing triumph on 
both counts at a recent meeting. 
The topic, of prime importance to 
most purchasing agents, was “For- 
eign Trade vs. Foreign Competi- 
tion.” 


P.A.'s Ask Questions 


Speakers for the meeting in- 
cluded Irving Lipkowitz, director 
of economic affairs, Reynolds Met- 
als Co.; H. S. Potter, vice presi- 
dent of sales, Carpenter Steel Co.: 
and Theodore E. Velfort, manag- 
ing director, Copper & Brass Re- 
search Association. 

Each of the panel members 
stated his position on the subject 
of foreign trade and foreign com- 
petition. Aq discussion among the 


During his recent European visit, Paisley Boney of J. P. Stevens & Co. spent 
some time in England. In London, he met the Lord Mayor, Sir Bernard Waley- 
Cohen (c.), and the president of the British Purchasing Officers Association, 


Walter Parry (r.). 


panel members themselves fol- 
lowed the talks and then the meet- 
ing was thrown open to a barrage 
of questions from the floor. 


This outstanding session coin- 
cided with the 41st anniversary 
of the Association. Pres. A. A. 
Woodward cosducted the meeting. 





rod, tube or fabricated parts? 


Taylor has the facilities. Its Norristown, 
Pa., plant, comprising some 300,000 sq. 
ft., produces both laminated plastics and 
vulcanized fibre . . . is one of the most 
completely integrated in the industry . . . 
even makes its own paper and a large per- 
centage of its own resins. The La Verne, 
Calif., plant, with over 45,000 sq. ft. of 
floor space, specializes in the manufacture 
of laminated plastics for the convenience 
of West Coast customers. And both 
plants can fabricate parts from any Taylor 
materials to specifications, economically. 

Taylor laminates offer many advantages 
over metals. They have a higher strength- 
to-weight ratio, are corrosion resistant, 
and can be fabricated more easily. This 
Taylor Selection Guide will help you 
evaluate the different grades available. 
Write for your copy today. Taylor Fibre 
Co., Norristown 36, Pa. 


ylor 


LAMINATED PLASTICS VULCANIZED FIBRE 


For applications requiring high a 
strength retention at elevated 
temperatures, Taylor Grade 
GEC—an epoxy resin, glass 
fabric base material. 


qr or high-temperature electrical 
applications and high-frequen- 
cy radio equipment, Taylor 
Grade GSC—a silicone resin, 
glass fabric base material. 
Has high heat resistance, ex- 
cellent electrical properties, 
and high arc resistance. Will 
not support combustion. 
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COTTON* lends prestige to 
new bank building 





Bank of Minneapolis by American Linen 4 
Supply Company, Minneapolis, Minnesota. 


@ When the First National Bank of Minneapolis built the city’s first large 
office building in 30 years, it naturally specified that every detail be the most 
modern and efficient. So washrooms on all 26 floors (five floors occupied by 
1,200 employees of the bank) were equipped with cotton toweling. 

At no additional cost, cotton added the convenience and look of quality 
that has built excellent employee and tenant relations. And, in addition, it 
assures high standards of neatness—and eliminates costly plumbing prob- 
lems and dangerous fire hazards. 

Why not look into the advantages of cotton toweling for your operation. 
For free booklet, write Fairfax, Dept. S-6, 111 West 40th St., New York 18. 


Here’s How Linen Supply Works... 


You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 

Sure Sign of Good Management 

° wa. 

Fairfax. Towels ‘&: 

WELLINGTON SEARS COMPANY, 111 WEST 40TH STREET, NEW YORK 18, N.Y. 
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Grand Rapids Hears 
N.A.P.A. Lauded 


A leading public relations ex- 
pert in the midwest was principal 
speaker at a recent meeting of 
the Grand Rapids Association of 
Purchasing Agents. 

Robert Gardner, chairman of 
the board, Gardner, Jones and 
Cowell, Inc. of Chicago, accepted 
the invitation of Program Chair- 
man John M. Vanderveen to 
speak. He discussed “The Yen 
To Be Understood.” 

“The desire to show people 
what we really are, or think 
we are, and to get them to accept 
and approve of us, lies back of 
many public relations programs 
today,” said Mr. Gardner. 

He cautioned the purchasing 
agents with the advice that public 
relations was not a cure-all. It 
cannot be taken “like vitamin 
pills.” Sometimes other remedies 
are called for, alone or in con- 
junction with public relations 
help. 

The agency executive backed 
up his suggestions with a case 
in point: The general manager 
of a midwestern farm cooperative 
wished to conduct a program 
aimed at “city folks who are 
blaming the farmer for rising food 
prices.” 


Survey Gets Results 


Before undertaking the assign- 
ment, Mr. Gardner tried without 
success to get an answer to the 
question, “How do you know city 
folks blame you for high prices?” 
As a result of the simple but 
penetrating question, Mr. Gard- 
ner’s firm did a survey to deter- 
mine what the opinion of farmers 
really was among certain other 
groups. 

Contrary to the original be- 
lief, not one of the groups sur- 
veyed blamed the farmer for ris- 
ing prices. Thus, the group did 
not have to spend money in a 
needless program. 

“Many associations,” said Mr. 
Gardner, “are doing an outstand- 
ing job of public relations for 
themselves, often without the 
help of professionals. 

(Please turn to page 132) 
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Working proof of Superior stainless quality—the year around 


Superior 


STAINLESS STRIP STEEL 


Out front, and ever-bright—looking its best when the 
weather is worst—Superior Stainless in the millions of 
windshield wiper assemblies on today’s cars speaks for 
enduring quality. The stainless strip is made right to 
behave right—uniform as can be, from coil to coil. 
¢ There’s a Superior grade to meet your application in 
every particular. Write. 


SUPERIOR STEEL DIVISION 


OF 
COPPERWELD STEEL COMPANY 
CARNEGIE, PENNSYLVANIA 


~~ For Export: Copperweld Steel International Company, New York 








quick Delivery ra Sizes 


e of Stand 


CALL YOUR LOCAL DISTRIBUTOR 





LOWELL 


Reversible Ratchet 


SOCKET WRENCH 


Everything you need in a reliable socket wrench: 

1. Strength from the great crushing action of 
special heat-treated steel pawls... high tensile 
alloy handle . .. cap is all steel, not cast. 

2. Safety from its strength . . . also, socket is held 
securely by snap ring and can't slip. 

3. Speed gained through ease of handling—there 
is no lost motion. 


Send for catalog 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 
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KINNER 3-WAY 
OLENOID VALVES 
OLVE YOUR CONTROL 
YSTEM PROBLEMS 


Whatever your problem in controls... in 
machine tool automation, automatic clutching 
or braking, packaging, instrumentation, laun- 
dry equipment, air conditioning, or in any of 
thousands of applications involving air and 
hydraulic cylinders or pressurized mechanisms 
. .. Skinner has the answers. 

Skinner design leadership and quality man- 
ufacture of solencid valves has been proved by 
universally successful use. And as_ control 
problems become more complex, Skinner keeps 
pace with new designs, new valves, and con- 
tinued top quality production. 

When you specify solenoid valves, specify 
Skinner. All Skinner solenoid valves are dis- 
tributed nationally. For complete information, 
contact a Skinner Representative listed in the 
Yellow Pages or write us at Dept. 606. 


ELZCTRIC 
SKINNER VALVES 


SION 
THE CREST OF QUALITY SKINNER PRECISION INDUSTRIES, INC. + NEW BRITAIN, CONNECTICUT, U.S.A. 
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“Purchasing agents, collective- 
ly, can probably tell us more 
about what’s happening in our 
economy than the economists. I am 
glad to see that the National As- 
sociation of Purchasing Agents, 
as well as various local groups, 
are reporting regularly on sur- 
veys throughout their member- 
ships. This is a genuine service 
to industry, finance, and govern- 
ment—and should certainly lend 
stature to the profession.” 

In concluding, Mr. Gardner told 
the Michigan P.A.’s to “check 
with communications people to 
find out if you are giving them 
what they would like to pass 
along to others. Our free press, 
I believe, is the best assurance 
any of us have that we will be 
understood.” 


Govt. Procurement Group 
Discusses Specifications 


An enthusiastic audience turn- 
ed out for the recent meeting of 
the Federal Procurement Officers 
Association of Greater New York. 
Highlight on the program was a 
talk by Roger J. Browne, Com- 
missioner Of Purchase, City of 
New York. 

The balance of the meeting 
time was given over to an audi- 
ence-participation discussion of 
“Specifications.” The group cov- 
ered areas such as sources of 
specifications, development and 
adoption, qualifications of speci- 
fications personnel, use of “ac- 
cepted brands” and “only lists,” 
determination of equality in 
“brand or equal” buying, testing 
before and after award to deter- 
mine compliance with specifica- 
tions, and use of specifications in 
purchase of small quantities. 

A panel made up of members 
of the City of New York purchase 
department and various federal 
government agencies summarized 
the discussion and stated the 
policies of the offices they repre- 
sented. 

Joseph D. Sturges, U. S. Public 
Health Service Hospital in Staten 
Island, president of the Associa- 
tion, presided at the meeting. 
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“EXOTIC” BUSHING MAKES NEW 
STEERING DESIGN COME TRUE 








INSIDE-OUT BUSHING HELPS PUT 
NEW STEERING MECHANISM 

INTO PRODUCTION! To perfect a new 
steering mechanism, an automotive 
manufacturer required a linkage com- 
ponent. Designers tried making it of 
machined steel, then plastic . . . both 
materials failed. But the unusual bush- 
ing shown at left, with a number of 
features F-M engineers helped designers 
incorporate, solved the problem. It is 
bronze-on-steel, formed with the ball- 
indented bronze on the O.D. so the 
bushing can accommodate sliding mo- 
tion within the mechanism. A large 
window makes insertion of a ball sock- 
et easy during assembly. Design of the 
bushing also includes: stops near one 
end to hold a disc . . . a threaded I.D. 
on the other with slots for a locking 
pin .. . holes that supply lubricant to 
the outer surface. For the F-M cus- 
tomer, all these built-in features helped 
accomplish this result—easy, efficient 
assembly and success with a new design. 


CAN F-M BUSHINGS SOLVE problems on your 
board or on your assembly line? Or perhaps 
a sleeve bearing, thrust washer or spacer? 
F-M, who makes them all, can provide the 
answer. F-M engineers, with a wealth of 
knowledge from years of experience, are 
available to help design the needed compo- 
nent. This complete technical assistance is 
one reason why these F-M products are 
widely specified for use in automobiles, 
farm equipment, construction 

machinery and many other 


Additional information about bushings is provided in a Design Guide, published by F-M. Helpful litera- 
products. 


ture is also available on sleeve bearings, thrust washers and spacer tubes. For your copies, write 
Federal-Mogul Division, Federal-Mogul-Bower Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


FEDER, ~ i PP DIVISION OF 
LJ TS a % TRIE FEDERAL-MOGUL-BOWER 


thrust washers BEARINGS, INC. 
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as 3-amp and l-amp Stackpole Slide Switches 


With dependable switches such as this 6-ampere Type 


SS-36-1 you can often make cost savings up to 50% 
over conventional appliance switches . . . and improve 
the convenience and styling of your electrical products 
in the bargain! 

New Stackpole SS-36-1 is but one of 15 standard types 
with U.L.I. ratings from 0.5 te 6 ampere that cover prac- 
tically any needed switching arrangement from SP-ST to 
4-position, multi-pole. And trigger knobs in 10 attractive 
colors add real decorative appeal. 


Write for Bulletin RC-12D for full details on today’s 
most complete line of versatile slide switches and acces- 
sories. 


Electronic Components Div., 


STACKPOLE CARBON CoO., St. Marys, Pa. 


industry 





Construction of a new plant for 
the Reed Instrument Bearing Co., 
a division of SKF Industries Inc., 
is underway in Los Angeles, Calif. 
Expansion of the bearing division 
will enable SKF to quadruple pro- 
duction. Scheduled for comple- 
tion in August, the new facility 
will contain about 35,000 square 
feet of office and production space. 


American Felt Company, Glen- 
ville, Conn., has established a 
new filter products division. The 
division will assume responsibility 
for sales development and mar- 
keting of the company’s dry and 
wet filter media line, including 
wool felts, Feutron synthetic fiber 
felts, Windsor non-woven, fiber- 
bonded materials. 


International Paper’s Container 
Division will start operations in 
October at a 260,000 square foot 
plant at Northlake, Ill. The plant 
will manufacture corrugated ship- 
ping containers and will facilitate 
better service to customers in the 
Chicago area. 


Full-scale production is under- 
way at Kaufman Enterprises, Inc., 
a new metals fabrication and man- 
ufacturing company at Kaufman, 
Tex. 

The new firm will specialize in 
design and fabrication of electric- 
al transmission towers, switchyard 
structures and substations. It will 
also offer fabrication and design 
services for all types of steel and 
aluminum structural components. 


Two construction projects for 
Inland Steel Company’s Indiana 
Harbor works in East Chicago, 
Ind., will begin later this year. 
One is a foundry for casting molds 


STACKPOLE used for forming molten steel into 
rm ingots and the other a plant for 
producing electrical power and 
SLIDE SWITCHES | Seam 

The foundry will enable the 
ecunes meee meee | Sen iciag option et conaid: 
5 & SEAL RINGS » AND HUNDREDS OF steelmaking operation at consid- 
erable savings, and the power 
plant will supply increased power 
and steam needs. 


COLDITE 70+ FIXED COMPOSITION RESISTORS « VARIABLE C 
FERRITE CORES » ELECTRICAL CONTACTS « BRUSHES FOR A 
CERAMAGNET® CERAMIC MAGNETS + GRAPHITE BEARING 

RELATED PRODUCTS 


Petar ow’: 
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Spang Stee! Pipe serves the cx 


ymbination heating and cooling sy 





n at the deluxe 888 Logan Apartments, Denver, Color 


‘We've been users of SPANG Steel Pipe for 15 years” 


— says Mr. Arthur Riley, President, Riley Engineering Corporation, Denver, Colorado 


‘*...and we know SPANG 
more than amply meets 
our rigid requirements!”’ 


That’s what Mr. Riley told us at the 
|2-story 888 Logan Apartment Build- 
ing job site, where he was supervising 


the installation of over two miles of 


SPANG Steel Pipe in the combination 
hot water heating and chilled water 
cooling system. 


**Frankly,”’ 


says Mr. Riley, “‘we 


Architects: 

w. C. Muchow and Nat S. Sa 
Consulting Engineer: 

Riley Engineering Corporatio: 
Builder: Al Cohen, Denver 
Plumbing Contractor: 

John F. McCauley, Denver 
Heating and Air Conditioning Contractor: 

Louis Cook, Denver 
Spang Distributor: 

Great Western Pipe Company, Denver 


hter, Denver 


Denver 


depend on the quality control exer- 
cised in the manufacturing processes 
of SPANG. Our reputation is at stake 
on every job, and we depend heavily 
on the materials used in a project. 
We know SPANG is among the best 
pipe available.” 

In reply to our question about 
SPANG Pipe’s outstanding features, 
Mr. Riley stated, ““SPANG is easy to 
work with, it has good welding char- 


acteristics, its quality is consistent, it’s 


mR 


durable, and we get good service.” 

Get all these advantages from 
SPANG Steel Pipe on your next job. 
You can’t buy a better pipe! Let your 
local SPANG Distributor serve you 
soon. 

SPANG Steel Pipe is one of the many 
fine products made by National Suppl) 
Division, Armco Steel Corporation, 
Two Gateway 
Center, Pitts- 
burgh 22, Pa. 


. Ny ann 


ARMCO National Supply Division 


V 





‘BUFFALO ‘is the Only Dril 
t consider... a" 


a'’ ld 
cage 


drill an 


Believe it or not...it’s about the only requirement a ‘Buffalo’ drill 
can’t fill. 


For over 80 years, ‘Buffalo’ drills have produced nothing but perfectly 
round holes. 


Actually, because most of our industrial customers prefer it this way, 
we'll continue to make ’em this way: long, perfectly aligned, rugged 
spindles and sleeves... rugged frames that defy deflection.. . precision- 
fit parts that assure smooth, fast production and drilling accuracy. In 
fact, all the features that make Buffalo drills easy to set up...easy and 
economical to operate. 


Be sure to select your next drilling machines from the complete ‘Buffalo’ 
line. There’s a wide range of capacities in bench, floor, and pedestal 
models...in single and multi-spindle arrangements. Special, automated 
variations and hollow spindle units are also available for drilling super 
hard materials. 
Contact your Buffalo Machine Tool dealer, or write 
for complete information. 


MACHINE TOOL DIVISION 


BUFFALO FORGE COMPANY 


Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


Buffalo air handling equipment to mov e, heat, 
cool, dehumidify and clean air and other gases. 


Buffalo Centrifugal Pumps to handle most liquids 
: at and slurries under a variety of conditions. 
a 
» Squier machinery to process sugar cane, coffee and rice. 
Special processing machinery for chemicals. 
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Buffalo Machine Tools to drill, punch, shear, bend, siit, 
notch and cope for production or plant maintenance 
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Richard Mark has been appoint- 
ed sales manager for California 
Computer Products, Inc., Downey, 
Calif. Mr. Mark will direct the 


Richard Mark 


marketing of the company’s pres- 
ent precision line of computer 
products and systems. Among 
these are the model 560 X-Y dig- 
ital recorder, a curve plotter, and 
the company’s new model 570 
magnetic tape plotting system. 


Union Carbide Olefins Com- 
pany, division of Union Carbide 
Corporation, has opened sales 
offices in Chicago, Ill, and in 
Memphis, Tenn. A_ Cleveland 
office was opened several months 
ago. 

The Chicago district sales office, 
at 230 North Michigan Avenue, is 
under the direction of Frank E. 
Purcell, Jr. The Memphis Dis- 
trict Sales Office, P. O. Box 8, 
Frayser Station, Memphis 7, Ten- 
nessee, is directed by William M. 
Jarnagin. 


Four new sales appointments 
have been announced by the 
Westinghouse electronic tube di- 
vision in Elmira, N. Y. 

Richard E. Rees has been 
named product sales manager for 
image storage tubes, military & 
industrial cathode ray tubes, with 
headquarters in Elmira. 

Tom Andrews will be the sales 
representative for industrial tubes 


PURCHASING 





in the N. Y. metropolitan area. 
His headquarters will be at 
the Westinghouse lamp division, 
Bloomfield, N. J. 

Robert R. Kaemmerer has been 
given additional duties as product 
sales manager for microwave 
tubes, but will retain his position 
as government sales administra- 
tor. Edward J. Neal has been 
named distributor sales repre- 
sentative for the Los Angeles 
area. 


Servo Corporation of America 
has established a network of new 
West Coast offices to market and 
service the company’s complete 
line of commercial products and 


J. E. Niebuhr 


defense system capabilities in the 
West. Offices have been opened 
in the Los Angeles and San Fran- 
cisco areas. 

J. E. Niebuhr became western 
regional manager for Servo with 
headquarters in Los Angeles. In 
his new assignment, Mr. Niebuhr 
is responsible for commercial 
products sales and service activ- 
ities in eleven Western states. A 
commercial products district office 
- has also been opened in San Fran- 
cisco. William Theisner is field 
engineer in charge of the new 
office. 

To support the company’s de- 
fense systems arm in the West, a 
third Western area office has been 
opened in Los Angles. Headed by 
Warren Crane, the new office will 
handle R & D and defense sys- 
tems technical liaison in the 
eleven Western states. 
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..t0 handle Corrogives! 


The handling of corrosive fumes is no job for an amateur. It takes a 
dash of caution, a double-dash of know-how, and correctly designed 
equipment of the right materials. 


Buffalo Forge is no amateur. In 84 years of industrial fan manufacture, 
we ve learned to handle the “hot” ones. Today, there’s a ‘Buffalo’ fan 
for every corrosive condition: fiber glass, cast iron, and cast lead fans, 
and a wide range of stainless, bronze, and other special alloy fans. 
Rubber lined and special coated ones are available, too. 


No matter which you choose, each has the design ruggedness and 
construction quality to withstand the corrosive punishment on its 
intended job. 


In the event our standard models do not meet your specs, we'll be 
glad to build a “special”. The resident Buffalo Forge representative in 
your area has all the facts. Call him today, or write our home office direct. 


AIR HANDLING DIVISION 


BUFFALO FORGE COMPANY 
Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


Buffalo air handling equipment to move, heat, 
coo/, dehumidify and clean air and other gases. 


Sy Buffalo Centrifugal Pumps to handle most liquids 
Buffalo Machine Tools to drill, punch, shear, bend, siit, and slurries under a variety of conditions 
notch and cope for production or pliant maintenance 
(=) \ 
\ Squier machinery to process sugar cane, coffee and rice. 
Special processing machinery for chemicals. 
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Ls 
Cs. GF d® W COLUMBIUM-TREATED CARBON STEEL 


CUTS DEAD WEIGHT 10% IN NEW 


VERSATILITY... 


That's the Beauty of + Steel ar 





Bringing important new economies to rail shipment of automobiles, this new tri-level auto 
carrier holds twelve standard cars or mixed loads of 14 standards and compacts. Capacity is 
increased up to 75%. A unique system of hydraulically positioning the vehicles on three levels 
gives a clearance of only 16 feet 8 inches, permits use in areas formerly limited to bi-level unit 
operation because of clearance requirements. @ Key feature of the Multi-Car Carrier is the 


movable decks on which the cars ride. Made of GLX-W columbium-treated steel, the decks are 
raised and lowered by built-in hydraulic lifts, actuated by a portable power unit. Here light 
weight was essential, in order to reduce the operating power requirements. Yet great strength 
was necessary, too, to support the payload. Finally, design of the decks called for eight bends 
in each section. So formability was also a must. « GLX-W met and exceeded all these require- 
ments. It gives 50-100% greater strength than mild carbon steel, so builder Whitehead and 
Kales could get the required strength with less weight. Deck operating units need less power, 


Great Lakes Steel is a Division of 
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Multi-Car Carrier built by Whitehead and Kales for Multi-Car Corporation, Detroit, Michigan 


TRI-LEVEL AUTO CARRIER 


~ 


and total weight is reduced approximately 5,000 pounds or 10%. Production 

is more economical, too, because the ductility and formability of GLX-W 

permits four of the bends in the deck to be performed in one press operation. + 

The GLX-W series of high-strength steels consists of fine-grained, semi-killed 

mild carbon steels, treated with varying amounts of columbium. The high 

strength of GLX-W permits designers to reduce the amount of steel and effect 

considerable cost savings when replacing mild carbon steel. GLX-W steels have 

a low carbon content and are readily weldable and formable. GLX-W steels 

are available at four minimum yield strength levels: 45,000, 50,000, 55,000 and A PRODUCT OF 
60,000 p.s.i. and in sheets, plates and bars. For complete technical information, G Q £ AT LA KES & T FE L 
write Great Lakes Steel Corporation, Product Development, Dept. PM-9, 

P. O. Box 7310, Detroit 2, Michigan. Detroit 2, Michigan 


NATIONAL STEEL CORPORATION 
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Purchasing People In The News 





(Continued from page 53) 


Thomas S. Wood, Jr., director 
of purchases for Corning Glass 
Works, Corning, N. Y., has been 
elected a vice president of the 
company. Mr. Wood joined Corn- 


Thomas S. Wood Jr. 


ing in 1928 and has been director 
of purchases since 1957. 

He is a graduate of the Massa- 
chusetts Institute of Technology 
and holds a bachelor of science 
degree in mechanical engineering. 


Election of Clair V. Short as 
vice president, purchasing, of 
Armour and Company, Chicago, 
Ill., has been announced. 

Mr. Short joined Armour at the 


Clair V. Short 


Oklahoma City plant in 1932. He 
came to Chicago in 1937 and has 
been director of purchases since 
1956. 


140 


The promotions of Charles Mat- 
hews, Jack Curry and Tom Ennis, 
three veteran members of Braniff 
International 
Airways’ pur- 
chasing and 
stores depart- 
ment, Dallas, 

Texas 
recently 


were 
an- 
as 


nounced. , e 
Charles Mathews 


Mr. Mathews 
was named general manager— 
purchasing, Mr. Curry appointed 
general manager—stores, and Mr. 
Ennis promoted to assistant to 
vice president— 
purchasing and 
stores. 

Mr. Mathews 
joined Braniff 
16 years ago as 
an inventory 
control super- 
visor and be- 
successively a buyer, as- 
sistant purchasing agent and sys- 
tem purchasing agent before his 
current promotion. Mr. Curry, a 
22-year veteran 
with the com- 
pany, began as 
a stock clerk, 
then assistant 
chief storekeep- 
er and latterly 
has been assist- 
ant to the pur- 
chasing agent. Mr. Ennis has 
spent 23 years in aviation indus- 
try purchasing. He joined Mid 
Continent Airlines in 1938 and 
took charge of Braniff’s purchas- 
ing department in Minneapolis 
when the two companies merged 
in 1952. He was transferred to 
Dallas in 1954 and _ became 
manager—purchasing department 
services. 


Jack Curry 


came 


Tom Ennis 


Harvey C. Knowles, a vice pres- 
ident and director of The Proctor 
& Gamble Company, Cincinnati, 
Ohio, since 1942, has retired after 
40 years of service with the Com- 
pany. Mr. Knowles, a native of 
New York City and graduate of 
Yale University, joined Proctor 


& Gamble in 1921 and has been 
vice president—purchases 
1947, 

He will be in his 
purchasing responsibilities by 
George H. Perbix, who was named 
manager of the company’s gen- 
eral buying department earlier 
this year. 


since 


succeeded 


Murray E. Davis has been 
named general purchasing man- 
ager, North American Operations, 
Massey-Ferguson, Toronto, Can- 
ada. Mr. Davis was previously as- 
sistant general manager of Vulcan 
Ford Smith, Hamilton, Ont., and 
general purchasing agent of Ford 
Motor Company of Canada, Ltd. 


George P. MacNichol, II, an 
assistant to the executive vice 
president has been appointed gen- 
eral director — purchasing and 
traffic for Libbey-Owens-Ford 
Glass Company, Toledo, Ohio. 


Mr. MacNichol will have over- 


George P. MacNichol, Ill 


all responsibilities for purchasing, 
traffic and transportation. He will 
also become a member of the com- 
pany’s technical policy committee 
and will take over chairmanship 
of the LOF fuels committee. 

Mr. MacNichol came to Libbey- 
Owens-Ford in 1948 after gradu- 
ating from Yale University. 

Mr. J. C. Diehl, now director of 
purchasing, will continue to direct 
that division as in the past. 
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ALABAMA 

Birmingham 5 

Hinkle Supply Company, Inc 
(Fairfax 2-4541) 

The J. M. Tull Metal & Supply Co., Ir 
(Fairfax 3-1612) 

ARIZONA 

Phoenix 

Ducommun Metals & Supply C 
(Bridge 5-4471) 

Pacific Metals Company, Ltd 
(Alpine 8-7821) 
CALIFORNIA 

Berkeley 10 

Ducommun Metals & Supply C 
(Thornwaill 1-1820) 

Los Angeles 59 

Benjamin Metals Company 
(Rod & Bar) (Nevada 6-0611) 
Los Angeles 54 

Ducommun Metals & Supply C 
(Ludiow 8-0161) 

Les Angeles 22 

Pacific Metals Company, Ltd 
(Raymond 3-5431) 

Los Angeles 22 

Tubesales (Tube & Pipe) 
(Raymond 3-7781) 

San Diego 

Ducommun Metals & Supply C« 
(Gridley 7-3141) 

San Diego 1 

Pacific Metals Company Ltd 
(Belmont 4-3253) 

San Francisco 7 

Pacific Metals Company, Ltd 
(Underhill 3-5600) 
COLORADO 

Denver 16 

Marsh Steel & Aluminum Co 
(Keystone 4-1241) 

Denver 16 

Metal Goods Corporation 
(Dudley 8-4141) 
CONNECTICUT 

Milford 

Edgcomb Steel of New England, Inc 
(Trinity 4-1631) 

Windsor 


Whitehead Metals, Inc 
(Murdock 8-4921) 


FLORIDA 


ie 5 
The J. M. Tull Metal & Supp! 
(Evergreen 7-5561) 
Miami 


ami 
The J. M. Tull Meta! & Supp! 
(Oxford 6-0150) 
Tampa 10 
The J. M. Tull Metal & Supp! 
(3-6741) 
GEORGIA 
Atlanta 2 
The J. M. Tull Meta! & Supp 
QUackson 5-3871) 
HAWAII 
Honolulu 14 
Aluminum Products Hawaii 
(94-861) 
IDAHO 
Boise 
Pacific Metal Company (3-6468) 
ILLINOIS 
Chicago 80 
Central Steel and Wire Company 
(Republic 7-3000) 
Chicago 80 
The Corey Stee! Company 
(Bishop 2-3000) 
Chicago 2: 
Steel Sales Corporation 
(Bishop 7-7700) 
INDIANA 
tndianapolis 18 
Steel Sales Co. of Indiana, Inc 
(Liberty 6-1535) 


Marsh Stee! & Aluminum Cc 
(Whitehall 2-3231) 

KENTUCKY 

Louisville 3 

Williams and Company, Incorporated 
Cuniper 3-7781) 


‘4 


LOUISIANA 

New Orleans 12 
Metal Goods Corporation 
QUackson 2-7373) 
MARYLAND 
Baltimore 7 
Whitehead Metais. Ir 
(Windsor 4-2000) 
MASSACHUSETTS 
Cambridge 39 
Whitehead Metals, Ir 
(Trowbridge 6-4680) 


Roxbury 


Eastern Metal Mill Products C 


(Highlands 2-5900) 


MICHIGAN 
Detroit 12 


Centra! Steel and Wire Con 


(Twinbrook 2-3200) 
Detroit (Hazel Park) 


Meier Brass & Aluminur 


QUordan 6-3902) 
Detroit 10 

Steel Sales Co. of Mich 
(Tyler 6-3000) 
MINNESOTA 
Minneapolis 13 


Steel Sales Co. of Minnesot 


(Sterling 1-4893) 


MISSOURI 

North Kansas oo 16 
Marsh Stee + 
(Grand 1-3505 


North org City be 


Metal Goods Cor 
(Grand 1-3516) 

St. Louis 14 

Metal Goods Corporat 
(Harrison 7-1234) 

St. Louis 10 


Steel Sales Co. of Missour 


(Prospect 1-5255) 
NEW HAMPSHIRE 
Nashua 

Edgcomb Stee f New 
(Tuxedo 31) 
NEW JERSEY 
Elizabeth 

Adam Meta! Supply 
(Flanders 1-255¢ 
Englewood 


Tubesales (Tube & Pipe) 


(Lowell 7-4400) 
Harrison 

Whitehead Metals, In 
(Humbolt 5-5900) 
Hillside 5 


Miller Stee! and Aluminum 
Division of Robert Campt 


(Waverly 6-6000) 
NEW YORK 
Albany 1 

Eastern Metals Wareh 
(IV 9-3281) 
Buffalo 17 
Brace-Mueller-Huntle 
(TR 7-8700) 

Buffalo 7 

Whitehead Metals, Ir 
(TR 6-3100) 


New York (Long island City 1) 


Adam Metal Supply, In 
(Stilwell 6-773 
New York (Brooklyn) 


Strahs Aluminum Compar 


(Browning 2-7000) 
New York 14 
Whitehead Metals, In 
(Watkins 4-1500) 
Rochester 5 

Adam Meta! Supply 
(Locust 2-4260) 
Rochester 1 


Brace-Mueller-Huntley, Ir 


(Congress 6-6560) 
Rochester 10 
Whitehead Metals, In 
(Butler 8-2141) 
Syracuse 1 


Brace-Mueller-Huntiey. Ir 


(Howard 3-3341) 
Syracuse 1 
Whitehead Metals, Ir 
(Howard 3-6241) 


NORTH CAROLINA 
Charlotte 6 
Edg b Steel Company 
Frank 5-3361) 
Greensboro 
Eds tee! Company 
(Broadway 5-8421) 
OHIO 
Cincinnati 14 
Cent teel and Wire Company 
Cincinnati 37 
Willia and C ncorporated 
Cleveland 28 

AM tle &C 


Cleveland 14 
Willia 1 ( ncorporated 
Columbus 12 

Willia 1 Company, Incorporated 
Toledo 12 
Willia Incorporated 
OKLAHOMA 

Tulsa 13 


Cor 


OREGON 
Portland 9 


PENNSYLVANIA 

Philadelphia 34 

Edg teel C 

Philadelphia 33 

Me ‘ y Cc mr 

( pat t d ) 

Philadelphia 40 

wr tene i Metals 

Baldwin 39-2323) 

Pittsburgh 33 

Willian 1 Company, Incorporated 

York 

Edgcor teel Company (47-1931) 

RHODE ISLAND 

Statersville 

Edgcomb Steel of New England, Inc 

(Poplar 7-0900 

SOUTH CAROLINA 

Greenville 

TheJ.M. Tull Metal & Supply Co., Inc 

(Cedar 3-8366) 

TENNESSEE 

Memphis 6 

(Whiteh 

TEXAS 

Dallas 

McCormick Stee! Company 

(CH 4) 

Dallas 35 

Meta! Goods Corporation 

(Fleetwood 1-3271) 

Houston 1 

McCormick Steel Company 

(OR 2-6671 

Houston 1 

Meta! Good rporation 

Riverside 7-1110) 

UTAH 

Salt gd City 1 
t + eating Ltd 


2AE 
4 


WASHINGTON 

Seattle 8 

mmun Metals & Supply Co 

(Parkway 5-1500) 

Seattle 4 

Pacific Metal Company (Main 2-6925) 

Spokane 4 

Pacific Metal Company 

(Keystone 5-3681) 

WISCONSIN 

Sitaeates ¢ 
tral Steel and Wire Company 

Guy boldt 1-5000) 

Milwaukee 9 

tee! Sales Co. of Wisconsin 

(H p 2-2020) 


Call The Aluminum Man... his 
stock’s the most complete! 


Your Alcoa distributor sales repre- 
sentative—The Aluminum Man— 
maintains a warehouse bulging 
with sheet and plate; tube and 
pipe; extruded shapes; wire, rod 
and bar. His stock represents the 
widest range of aluminum prod- 
ucts available from any distributor 
source. He can arrange for them 
to be slit, sawed or sheared to your 
specifications—furnish technical 
advice you may need on alloy se- 
lection and fabrication techniques. 
He's your fastest supply line for 
aluminum in any form when you 
need it. Your nearest Alcoa dis- 
tributor is listed on this page, so 
give himacall... soon. Aluminum 
Company of America, 846-F Alcoa 
Building, Pittsburgh 19, Pa. 


Warcoa ALUMINUARA 





A DISTRIBUTED NATIONALLY 


Call The Aluminum Man... 
he’s your Alcoa distributor 
sales representative 





MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING ssa ahieanibe sedunene 


CASTERS HELP FEED ROBOTS 
in first fully automated U.S. Post Office 








The latest, mostadvanced mail-handling 
devices in the U.S. are at the new “auto- 
matic” Post Office in Providence, R.I. 

But harfd-working Postal employees 
still have to move mountains of mail to 
the machines—and deliver it after proc- 
essing. And that’s where Bassick casters 
come in. 

Mail sacks move quickly and easily 
through the Providence Post Office on 


this Towveyor...on reliable Bassick 
“S99” swivel and “S98” rigid casters. 

These heavy-duty casters are built to 
take the abuse of power-pulled applica- 
tions at all Towveyor speeds. They come 
in 3’, 5’, 6”, 8”, and 10” sizes with a 
broad selection of wheel types. Strong, 
extra-heavy-gauge steel. Ideal for dol- 
lies, assembly fixtures, and warehouse 
trucks as well as draglines. 





SMOOTH ROLLING ROTOGRAVURE 


One of the world’s largest printing com- 
panies uses these special dollies to trans- 
port rotogravure cylinders safely to the 
presses. Featured here are Bassick 
“Floating Hub” casters—the casters with 
built-in shock absorbers. “Floating 
Hubs” eliminate bounce and caster 
shimmy, and aid in “climbing” over 
minor floor obstacles. They’re ideal for 
handling a wide variety of delicate 
equipment and fragile products. 





Blind Spot in History 


Before Columbus, wheels—so important 
to modern life— were known only as 
toys, like this Aztec plaything, to the 
Indians of America. It was a thousand 
years after this toy was made before 
these early Americans used the “wheel” 
for practical purposes. 


BASSICKS HELP 
BEAT THE HEAT HERE 


This mobile beverage cooler and dis- 
penser goes where it’s needed on easy 
rolling, easy swiveling Bassick casters. 

The Bassick “Qualecon” casters used 
here feature maximum caster quality at 
minimum cost. Recommended for hun- 
dreds of other medium-duty applica- 
tions, too. 





CAUGHT IN A “PROFIT-SQUEEZE”? 


Switch to Bassick casters and cut a big 
slice out of materials-handling costs— 
said to amount to 30% in the average 
manufacturing plant. 

You'll save on decreased mainte- 
nance for casters, equipment and 
floors. What’s more, Bassick casters 
roll and swivel so easily they make a 
real hit with operating personnel. 


For More 


June 5, 1961 


THE MAN TO SEE 


. is your distributor who carries Bassick casters. He has a wide range of 
caster sizes and types in stock for fast delivery. He can help you select the 


right caster for your job. 


1.42 











THE see ata fn mbol of 
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Excellence} 


BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 
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THE BIG 
DIFFERENCE 
INA 

BRUSH 

IS THIS 
NAME 

ON ABRUSH 


When you buy brushes that carry the 
Osborn name, there’s no guesswork. You 
know the quality is there. Osborn quality 
always pays off . . . jobs are done better, 
quicker, less expensively. 

For over 68 years Osborn has made the 
widest range of fine power, paint and main- 
tenance brushes available anywhere. And 
even at this moment, the search for improved 
products is going on at Osborn to make the 
best even better. For your copy of our new 
catalog — write or call The Osborn Manu- 
facturing Company, Department U-66, 5401 
Hamilton Avenue, Cleveland 14, Ohio. Phone 
ENdicott 1-1900. 


Metal Finishing Machines . . . and Finishing Methods 
Power, Paint and Maintenance Brushes « Foundry Production Machinery 
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Washington Plans 


More Crackdowns 
(Continued from page 77) 


Many business executives—who 
would never consciously violate 
the antitrust laws—could be do- 
ing so unintentionally in their 
normal business activities and 
could be fined or jailed if found 
guilty. 

For example, if you discuss 
your company’s future pricing 
plans at a local purchasing agents 
association meeting, you may be 
unknowingly guilty of an overt 
act of conspiracy. It’s all right to 
talk about past or present prices, 
but that’s as far as you can go. 
Plans for future prices cannot be 
discussed without risk. 

Within the Justice Depart- 
ment’s antitrust division are four 
litigation sections that handle all 
of the pricing investigations. 
These sections, staffed with 250 
experienced attorneys, are di- 
vided by industry groups. Com- 
plaints of rigged bids or identical 
prices come to these groups from 
a variety of sources. One of the 
most important, however, is mail 
from purchasing agents—who are 
usually the men in their compa- 
nies most directly involved with 
supplier pricing. Their letters, 
telegrams, or memos are chan- 
neled either to the Justice De- 
partment or the FTC, which 
maintain close liaison and are 
sometimes in hourly contact with 
each other. During a recent six 
month period, for instance, the 
FTC alone received 2000 com- 
plaints of all types and started 
783 investigations. 


P.A.'s Want Competition 


The importance of mail from 
purchasing agents about sus- 
picious pricing activities is em- 
phasized by many authorities. 
As one Justice Department at- 
torney puts it, “The P.A. is a man 
who seeks competition above all 
else. He certainly should bring to 
the government’s attention identi- 
cal bidding over a period of time.” 

In the Justice Department, 
complaints are evaluated in the 
antitrust division. Frequently, a 
number of complaints are re- 
ceived at one time regarding the 
same industry or situation. Every 

(Please turn to page 148) 
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...AND YOU DONT 
HAVE TO CHANGE 
YOUR FIXTURES! 


NEW WESTINGHOUSE HIGH EFFICIENCY LAMPS 
GIVE YOU 1/3 MORE LIGHT AT NO EXTRA COST! 


YOU'RE LIGHT-YEARS AHEAD WITH WESTINGHOUSE... 
and the brightest, most economical fluorescent lamps you can 
buy! Now you can increase lighting levels without changing a 
single fixture... without increasing power costs . . .and without 
paying premium lamp prices, New Westinghouse “High Effi- 
ciency” fluorescent lamps give you a full third more light than 
daylight lamps...and 15% more light than cool white lamps... 
without consuming an extra watt of power! 

“‘H.E.” lamps are so new even the color tint is different—and 
only Westinghouse has it! A special blend of phosphor particles 
coating the inside of each lamp provides the higher lumen out- 
put... with a pleasant and restful green tint. Users everywhere 
feel this new green-white light gives a softer, more comfortable 
light... the most efficient light yet. Try ‘“‘H.E."" lamps in an en- 
tire area. If you don’t agree that they provide the most efficient 
light ever, we will gladly exchange them for any Westinghouse 


fluorescent, any color shade, of your choice! 

With “‘H.E.” and other Westinghouse lamps, the Westinghouse 
Lighting Cost Reduction Plan gives you one or more of these 
benefits: 

1. Reduced cost of lamp purchases! 

2. Reduced lamp replacement labor costs! 

3. Increased lighting level for the same or lower costs! 

4. More efficient use of power! 

Order new Westinghouse “‘H.E.” lamps today and get more 
information on the Lighting Cost Reduction Plan from your 
authorized Westinghouse Lamp Agent or your nearest West- 
inghouse Lamp Sales Office! You can be surz.../fit's Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westinghouse Electric Corporation, Bloomfield, New Jersey 
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SWALLOWS FIRE TO KEEP 


YOUR PRODUCTION HIGHER 


2100° F. sintering temperatures are no place for weakling 
belts. That’s why so many sintering installations 
select Cambridge Belts made of Cambriloy-A alloy. 
They are specifically designed for high strength in high 
temperatures and resistance to murderous furnace 
oxidation atmospheres . . . built to give continuous 
month after month service and peak production with 
little or no maintenance. 


There is a complete line of Cambridge Belts in special and 
standard metals and alloys to meet your specific 
requirements—custom built in any one of nine basic 
weaves to insure the most efficient processing. 


Experienced Cambridge Field Engineers—experts in 
their field—are available to discuss your needs and 
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help you select the belt best suited to your operations. 
Or, they can offer you sound advice on the installation, 
operation and maintenance of your 

Cambridge Belts. Talk to your 

Cambridge man soon. He’s listed in 

the Yellow Pages under “Belting, 

Mechanical’. Or, write for free 

130-page reference manual. 


The Cambridge 
Wire Cloth Co. 
Department R * Cambridge 6, Md. 


Manufacturers of Metal-Mesh Conveyor Belts, Flat Wire Conveyor Belts, 
Wire Cloth, Wife Cloth Fabrications, Gripper ®) Metal-Mesh Slings 
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Heavily stressed parts made from 
tough, hardened 4615/20 nickel steels 


help this Barber-Colman lathe handle 
heavy work loads with close tolerances. 


Nickel alloy steels safeguard the working 
accuracy of this Barber-Colman lathe 


For sustained high-volume production without loss of accuracy... 


...here’s where Barber-Colman uses 
4615/20 nickel alloy steels for vital 
components: 

All these parts are made from AISI 
4615 steel (1.8% nickel): 

* tailstock spindle 

* spindle front cap 

* reverse rod bushing 

* tailstock binder shaft 

* handwheel pinion shaft 

And the main headstock spindle is 
made from AISI 4620, to give this 
critical component built-in resistance to 
torsion, fatigue, and frictional wear... 


JuNE 5, 1961 


AIS! 4615 and 4620 steels, carburized 
and hardened, provide a hard case for 
wear resistance, plus a tough, strong 
core to withstand shock-loading. In ad- 
dition, both possess good resistance to 
distortion in heat treatment...a posi- 
tive way to help cut costly finish- 
machining. 


When you order or design machine 
parts, remember these tough, wear- 
resisting nickel alloy steels. And for 
engineering information to help you 
select the best metal for a particular 
job, write to INCO, outlining your 
problem. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street gin New York 5, N.Y. 


INCO NICKEL 


NICKEL MAKES STEEL PERFORM BETTER LONGER 
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DRAMATIC PROOF 


Turn-fowl’s aluminum cabinet wears 
while others just wear out 


Turn-Towl put its own cabinets to the test in the slaughter room of 
a midwestern meat packing plant. First, the familiar white enamel 
towel cabinet (like those supplied by most paper towel services) was 
used a year. Then Turn-Towl’s polished aluminum cabinet replaced 
it — looked just as new 18 months later when it was taken down and 


photographed. 


_ Other equally dramatic field tests have been made in schools, chem- 
ical plants, hospitals. Names are available on request. 


For the name of your nearest distributor — who will 
demonstrate Mosinee Turn-Towl service and arrange 
for a free trial, if you wish — write Dept 1100. 


WINE 
Sullghake Towels 


BAY WEST PAPER CO. 


GREEN BAY * WISCONSIN 
Subsidiary of 
Mosinee Poper Mills Co. 
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Silent nylon gears 
drive can opener 


—_— 


Custom nidided 
by CMPC 


APPLICATION: Gear train and base for new 
Sunbeam electric can opener. 


ADVANTAGES: Injection molded nylon 
gears deaden motor shaft. sounds—operate 
smoothly and quietly. Nylon has high im- 
pact resistance and is self-lubricating. This 
permits high speed operation with little 
danger of heat build-up due to friction or 
lubricant failure. CMPC also injection 
molds the opener base, using Tyril®, a 
tough, stain-resistant plastic. 

Specify CMPC._ custom plastic molders 


for over 40 years. 
CHICAGO MOLDED 


CM) PRODUCTS CORPORATION 


1020-J N. KOLMAR AVE. CHICAGO 51, ILLINOIS 
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Soft-Blank Top Jaws 


For all Chucks with American Standard Master Jaws 


Huron Top Jaws save you time 
and money. All Standard Soft- 
Blank Top Jaws are made of 1020 
steel and ready for immediate de- 
livery. Huron is very proud of their 
prompt service on Special Top Jaw 
quotes and delivery. 


WRITE FOR FREE CATALOG TODAY 
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Washington Plans 


More Crackdowns 
(Continued from page 144) 


complaint is researched. If it 
seems the law has been violated, 
an investigator will visit the origi- 
nator of the complaint. After 
speaking to the P.A. and other 
executives in his company, he 
may then examine the bids re- 
ceived or prices submitted. If he 
decides to go on, he’ll speak to the 
vendors involved and look at their 
records. 

Once the investigation is com- 
pleted, the Attorney General and 
the antitrust division will decide 
whether to take the case to a 
grand jury and ask for criminal 
penalties or civil injunctive relief. 
Right now, the antitrust division 
has 125 cases pending in District 
Courts, 50 grand juries sitting, 
and 500 preliminary inquiries 
underway. 

A similar procedure is followed 
at the FTC, an administrative 
agency which both prosecutes 
and adjudicates cases. Complaints 
from P.A.’s and others are fun- 
neled to the chief project at- 
torney’s office in the bureau of 
investigation. If this office decides 
to proceed with an investigation, 
it notifies the local branch con- 
cerned. Investigators and accoun- 
tants probe records of P.A.’s and 
vendors, check bids down to the 
fifth decimal point, and try to de- 
termine whether prices would 
have been lower without identical 
bidding. Of some 2300 cases of 
all types under investigation, 25% 
to 30% involve price fixing and 
other violations of anti-trust laws. 


FTC Hears Complaints 

If the field investigators rec- 
ommend that the FTC continue 
on the trail, project attorneys in 
Washington get all the facts and 
figures. Once they approve, the 
complaint goes to the litigation 
bureau-—the ffinal step before 
reaching the full five-man Com- 
mission. After all this staff work 
has been completed it’s up to the 
Commission to determine whether 
to issue a complaint, obtain more 
data, or drop the case. 

Complaints of collusive pricing 
or bid rigging are heard first 
by a FTC hearing examiner. He 

(Please turn to page 150) 
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When you buy 
‘Timken’ bearings 
you are investing 

in a better 
bearing value 
for today and 
future 


in the 


ODAY’S automobiles, trucks, farm 
tractors and machines of all types 


geometry . . . and by investing in bearing 
life research. 


are much more powerful and 
dependable, and they are heavier. Yet, the 
Timken® tapered roller bearings used in 
modern equipment are smaller and more 
economical than those used 10 or 25 years 
ago. That’s possible because the Timken 
Company has found ways to pack more 
Capacity into less space by improving 
bearing steels, design proportions, de- 


The driving force behind these de- 
velopments is the Timken Company 
philosophy of Service. Not just institu- 
tional service to industry, but the kind of 
individual, on-the-spot bearing service 
that Timken Company sales engineers 
are qualified to give. They are able and 
eager to give on-the-spot professional 
assistance to help you build serviceable, 


veloping new ways to achieve precision __ reliable, salable machines. 

This dynamic partnership with industry has enabled the 
Timken Company to become the world’s largest manufacturer of 
tapered roller bearings with the enviable reputation of product 
excellence, pioneering of new applications and bearing industry 
leadership. It explains in part why Timken bearings are preferred 
by so many engineers. 

An important share of every Timken bearing sales dollar is 
plowed back into improving research, testing and production 
facilities. This impatience with just “good enough” is why 
practically every major tapered roller bearing development has 
come from The Timken Roller Bearing Company. Invest more 
of your bearing dollars with the leader—it will repay you in 
improved products and money-savings— now and in the future. 


The Timken Roller Bearing Company «+ Canton 6, Ohio 
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Somers 


SOMERS BRASS CO., INC., WATERBURY, CONN. 
Phone (Area Code = 203) Plaza 6-821 TWX-WBYT7 
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Washington Plans 


More Crackdowns 
(Continued from page 148) 


makes the initial decision—either 
to dismiss the case or issue a 
cease and desist order. If either 
side appeals this decision, the 
case goes to the commission 
which accepts, rejects, or modi- 
fies the hearing examiner’s ver- 
dict. 


More Help for Business 


Businessmen can take advan- 
tage of the FTC’s facilities—be- 
fore becoming involved with any 
complaints or charges—through 
its bureau of consultation. The 
bureau issues many trade prac- 
tices rules and guides to help 
executives in various industries 
learn what is and is not legal. 
It also arranges conferences with 
different industry groups to guide 
them on some of the particular 
problems of their industries. Its 
small business division gives 
special assistance to small busi- 
nessmen who want to obey the 
antitrust law and have special 
problems or questions. 

In addition to the criminal 
penalties provided by the law 
for collusive bidding and price 
fixing, civil redress is also pos- 
sible. P.A.’s who can prove that 
suppliers conspired in arriving at 
a selling price can collect triple 
damages for the excess charges. 

Of course, it’s extremely diffi- 
cult for any company—even a 
very large one—to prove con- 
spiracy on its own. The amount 
of money and time a_ business- 
man would have to spend on law- 
yers, investigators, and accoun- 
tants would usually far outweigh 
any possible financial gain that 
could be realized. 

A rare instance when it might 
be relatively easy for a company 
to prove civil damages is when 
a salesman says or even intimates 
that his price is the cheapest 
available because all the com- 
panies in the industry have agreed 
on the same price. This in itself 
is circumstantial evidence that 
could be used in an antitrust case. 

Such evidence, of course, is dif- 
ficult to obtain. Therefore when 
the government has already prov- 
en a criminal case—as in the in- 


stance of the heavy electrical 
equipment manufacturers — the 
problem is much simpler for those 
who have bought the equipment. 
The fact of the conspiracy is al- 
ready documented. All buyers 
must prove is that prices were 
higher than they would have been 
otherwise in order to collect 
triple damages. 

Government agencies, on the 
other hand, can sue only for ac- 
tual damages. That’s because the 
law specifically provides for triple 
damages only when a non-govern- 
mental purchaser is involved. 


Antitrust Complaints Rising 


It doesn’t take much of a crystal 
ball to see that the number of an- 
titrust complaints involving prices 
will rise sharply in the next few 
years. As Attorney General Ken- 
nedy told PurcuHasinc Magazine 
in a shirt-sleeve interview: “We 
are interested in all cases of price 
fixing.” A top official of the Jus- 
tice Department’s trial section 
adds that a major search is on for 
more price fixing conspiracies in 


every large community in the 
(Please turn to page 152) 








This Delrin part 
saved 20¢ 
per 


Custom 


molded 
by CMPC 


APPLICATION: Volute and venturi as- 
sembly for Clayton Mark ‘'Mitey 
Mite” water pump. Brass and cast 
iron assembly replaced by injection 
molded Delrin. 
ADVANTAGES: CMPC-molded part 
eliminates all machining operations . . . 
parts delivered production line ready 
at a per-unit savings of 20c. Smoother 
Deirin surface reduces friction . . . in- 
creases pumping efficiency 5%. 
Specify CMPC .. . custom plastic 
molders for over 40 years. 


ED 
CMPC roo conronarion 


1020-3 N. KOLMAR AVE. CHICAGO 51, ILLINOIS 
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PROBLEM: How to get sales appeal in your shipping container 


without the cost of three-color printing. 


SOLUTION: International Paper’s new pastel Gator-Hide, liner- 
board gives you three colors with two-color printing. 


rPOHIS DISPLAY container was made 

| with two-color printing—on one of 
International Paper's new Gator-Hide 
pastel linerboards. 

These amazing new linerboards are 
the lightest and brightest you can get 
without printing color on expensive 
bleached board. 

They are typical of the wide range of 
fine linerboards available to you in the 
famous Gator-Hide series. Their 


purpose be tter packaging at lower cost. 

Other examples include non-abrasive 
boards, release-coated boards, weather- 
and slip-resistant boards and highly 
printable coated linerboards. 

But our work goes beyond the crea- 
tion of new boards. Packaging experts 
in our Container Division study the spe- 
cial needs of your product. They start 
with the best materials for the job. And 


then turn them into rugged—yet light- 


weight — shipping containers that de- 
liver your product in top selling con- 
dition at minimum cost. 

International Paper can provide you 
with paper packaging that is designed 
—from the very beginning—to suit your 
product. 

Call any one of our tw enty-two Con- 
tainer Division plants. Or contact your 
boxmaker. He has probably been doing 
business with us for years. 


INTERNATIONAL PAPER 


Manufacturers of papers for magazines, books and newspapers + papers for home and office use « 


containers + foiding cartons + milk containers + multiwall bags 


NEW YORK 17, N.Y. 


and specialty bags and 


nverting papers + papers and paperboards for packaging + shipping 
! pping 


- pulps for industry + lumber, plywood and other building materials 





SELF-VULCANIZING 


‘OKON i> < 


INSULATING TAPE 


OKONEX tape matches butyl-base rubber in- 
sulated cables ... is heat, corona and mois- 
ture-resistant . . . gives a splice that lasts 
the life of the cable. 


Other cable-matched Okonite tapes: 


OKONITE—for mineral-base rubber insu- 
lated cables. 


OKOLITE—for oil-base rubber insulated 
cables. 


OKOPRENE—neoprene biend for jacketing. 
OKOWELD—for insulating and sheathing 
in one application up to 2000 volts. 
MANSON—Super-strong friction tape. 


The Okonite Company, Subsidiary of Ken- 
necott Copper Corporation, Passaic, N. J. 





OKONITE splicing materials 
80 years of cable craftsmanship 
Write No 251 on Information Card-Last Page 
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More Crackdowns 
(Continued from page 150) 


United States. 

Judge Loevinger, who is in di- 
rect command of the antitrust di- 
vision, is even more direct in 
stating how he will be guided. He 
says that his division “is not re- 
ceptive to pleas for exceptions, 
exemptions, or special treatment 
of any company or industry.” He 
says also that ‘““‘We have seen no 
persuasive case for compromising 
any antitrust principles in special 
cases. 


Attack Sales and Marketing 

Up to now, the focus of the anti- 
trust investigations has been on 
the sales and marketing end. 
Judge Loevinger notes that there 
is nothing in antitrust to require 
a victim to report identical bids. 
“It’s a problem for sellers,” he 
says. 

But purchasers can also be li- 
able to prosecution for violation 
of the Robinson-Patman Act. 
P.A.’s can be charged with violat- 
ing this law under Section 2 (f) 


which states: 

“That it shall be unlawful for 
any person engaged in commerce, 
in the course of such commerce, 
knowingly to induce or receive a 
discrimination in price which is 
prohibited by this section.” 


Companies Try to Clean House 
Right now, American industry 
is making a major effort on its 
own to clean house. Businessmen 
are moving ahead in many ways 
to remove the stigma caused by 
some of the recent antitrust rev- 
elations. Witness the following: 

e A group of 26 businessmen, 
educators, labor leaders, and cler- 
gymen has been appointed by 
Secretary of Commerce Luther 
H. Hodges to develop a federally- 
sponsored Code of Ethics. This 
Business Ethics Advisory Coun- 
cil is planning further steps. 

@ The Chamber of Commerce 
of the United States has reaffirmed 
its 37-year old code of business 
ethics. This code urges business- 
men to avoid unfair competition 
and to “play fair.” 

@ Henry Ford II, chairman of 


(Please turn to page 154) 





Let SUN SHIP 
solve 


your 
machine 
problem 


When you need machine work or specially built 
machinery of any kind, you’ll find Sun Ship 
qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 


phone 


SALES ENGINEERING DEPARTMENT 


SHIPBUILDING & 
DRY DOCK COMPANY 


Sun 


CHESTER, PA. 
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Leotany aie | 
GAST 


PRODUCTS 


GAST 


distinct advantages: 


P.O. Box 117-X 
Benton Harbor, Mich. 





Six sizes... all 
variable peek: explosion-proof 


“: AIR MOTORS 


Need compact, low cost power? For plant 
use and original equipment applications, 
Gast rotary-vane Air Motors offer these 


1. Explosion-proof power. No danger! No 

2. Low initial cost per rated h.p. 1AM 0.13 1% 
. Variable speed with valve control. 2AM 0.57. ___ 5% 
. Can't burn out from overloads. 4AM ae 
. Vanes take up their own wear. 6AM 2.0, a: ae 
. Reversible rotation (opt.) 5 sizes. BAM 4.0 25 
. Very compact — light in weight. 
. Top-quality ball-bearing design. 


Gast Manufacturing Corp. 


2 —. be = ane nha 





TYPICAL 
__PERFORMANCE __ 


H.P. at 


Model 90 PSI Weight 


2000 RPM Ibs. 


aa. a . “6. 











Write for Bulletins — specify models! 


eas aim mOTORS TO 7 HP. 
@ COMPRESSORS TO 30 P51 
ROTARY @ VACUUM PUMPS TO 28 IN. 
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Which Okonite cable 


will give you the greatest circuit security? 


Your Okonite cable consultant can answer that 
question. After he has studied your particular ap- 
plication, he’ll be able to recommend the right 
cable construction for you—one that will give you 
long-lasting, trouble-free service. His recommen- 
dations will not be limited by a bias in favor of 
any particular type of cable, since only Okonite 
furnishes cable with all types of insulations. 

The photo above is proof of the diversity of the 
Okonite product. It shows just a few of the many 
different types of cables produced by Okonite to 
meet the ever-changing needs of the electrical 
industry. Some of these cables were tailor-made 
to solve unusual and, perhaps, never-to-be-dupli- 


cated problems. Others are so versatile that they 
can be adapted to many different situations with 
no change in basic design. But despite their dif- 
ferences, these cables all have one thing in com- 
mon — they’re the result of Okonite Cable’bility 
. .. 80 years of experience in providing all types 
of insulations and coverings. 

So, the next time you need help on a cable prob- 
lem, consult Okonite. You can obtain technical 
assistance on any problem, large or small, by 
calling your nearby sales office or by writing: 
The Okonite Company, Subsidiary of Kennecott 
Copper Corporation, Passaic, N.J. 


where there’s electrical power... there’s OKONITE CABLE 
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A MOTOR IS A SERIES OF CIRCLES 


form, 


Checking bracket rabbet of an Elliot C-W Motor 


The smooth, quiet, cool operation of Elliott Crocker-Wheeler motors is 
a direct result of the accuracy and concentricity of the “circles” that are 
its most important dimensions. Some of these circles are identified in 


the drawing below. 


The bracket rabbet is a reference for bearing bore and shaft bore. 


Through matching jigs, the rabbets 
and bores of the stator are made 
accurately concentric with the 
bracket. Thus, when the motor is 
assembled, the series of concentric 
circles has been accurately estab- 
lished. With all parts in alignment, 
there is no preloading of bearings, 
air gap is uniform, noise is mini- 
mized, heat transfer expedited, 
smooth, trouble-free operation 
assured. 

The highly-perfected, precision 
manufacturing processes by which 
Elliott achieves this vital concen- 
tricity are described by a booklet, 
The Fine Art of Building Better 
Motors. We will be happy to send 
you a copy. Contact nearest 
Elliott office, or write Crocker- 
Wheeler Division, Elliott Com- 
pany, Jeannette, Pa. 


BRACKET-TO-FRAME RABBET 
/ STATOR FRAME 1D. 


>] , STATOR CORE DIA. 
E PS AIR GAP 


ROTOR DIA 

BEARING 0.0 

\ JOURNAL DIA 

Precise fit and concentricity of brackets to 

frame, frame to core, shaft to rotor and 

bearings, and bearings to brackets gives 

Elliott C-W Motors long life, trouble- 
free operation. 


Elliott Crocker-Wheeler integral-hp a-c and d-c motors—from smallest 
to largest—are offered in all conventional enclosures and modifica- 


tions; with insulation to suit the application, including G@ZTNZ the 
epoxy insulation used where conditions are very severe. wie 


ELLIOTT COMPANY 


(o GENERAL OFFICES: JEANNETTE, PENNSYLVANIA 
PLANTS AT: Jeannette and Ridgway, Pa.; Springfield, Ohio 


TURBINES -+ GENERATORS - MOTORS - COMPRESSORS - TURBOCHARGERS - EJECTORS - STRAINERS - TUBE CLEANERS 
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Washington Plans 


More Crackdowns 
(Continued from page 152) 


Ford Motor Co. and a director of 
General Electric and several other 
companies, has called for a sharp 
upgrading of business ethics. He 
has asked businessmen to do 
everything humanly possible to 
keep their houses in order. Other- 
wise, he says, their actions could 
arouse “broad popular distrust 
and revive old and worn-out hos- 
tilities toward American business 
and industry.” 

@ Many 1960 annual reports 
and proxy statements of major 
companies have references to in- 
ternal company controls to find 
and prohibit conflicts of interest. 
Some of the large steel companies 
are leaders in establishing these 
controls. 

@ A substantial number of bus- 
iness executives are supporting— 
at least partially — the govern- 
ment’s efforts in the antitrust 
field. For example, 73% of the 
purchasing agents surveyed by 
PURCHASING Magazine on price 
fixing and identical pricing believe 
that the Administration’s stepped- 
up campaign to enforce the anti- 
trust laws is justified (see p. 72). 

@ Westinghouse and General 
Electric, the two companies that 
were hardest hit by the Philadel- 
phia trials, have taken vigorous 
steps to insure that there won't 
be a recurrence of any price fix- 
ing. Westinghouse has set up an 
antitrust division within its cor- 
porate organization and brought 
in George L. Wilcox, former head 
of its Canadian company, to be in 
charge. GE has called on 74-year- 
old former chairman Charles E. 
Wilson to handle the negotiations 
on expected damage suits. It also 
hired Clark Clifford, an advisor 
to the Eisenhower Administration, 
as counsel on antitrust claims. 


Arouse Public indignation 
These and other actions by in- 
dividual companies and business 
groups should help reduce anti- 
trust violations. But they won't 
prevent the Administration from 
keeping a sharp eye on both its 
own and private procurement 
policies. 
For instance, President Ken- 
(Please turn to page 158) 
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Why your most vital investment costs so little 


The bulk of the profits your company will enjoy ten years 
from now will probably come from products which are 
brewing today in labware like this fancy flask. 

Look at the price of that flask—$4.15—and you’d never 
guess that it’s handmade, that more than twenty different 
people from our laboratory glassware plants worked on it. 

In a way, that flask is symbolic of what goes on in all 
five departments of our Technical Products Division. Be 
it handcrafting or mass producing ware on high-speed 
automatic equipment, here you will find some of the 
world’s most skilled workers using man’s most versatile 
material—glass. 

Out of this Division and from such skills have come 
process pipe that can carry acids for a century without 
corroding, gigantic windows that let you look at atomic 
reactions without being exposed to radiation, tough globes 
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for hot street lights that resist the shocks of ice and rain 
and snow, and optical mirrors that gather light from 
billions of miles of space for the study of astronomers . . . 
in all, more than 35,000 products that solve problems. 

That last phrase sums up the philosophy of our whole 
Technical Products Division . . . to sell a product you 
must solve a problem. 

We've prepared a brochure on what these men do, 
written especially for management men like yourself. 
Write for a copy of “This Is Glass” to 9706 Crystal Street, 
Corning, New York. 


CORNING TECHNICAL PRODUCTS 
A DIVISION OF CORNING GLASS WORKS 
industrial components e plant equipment e glass for optics, lighting, laboratories 
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ideas and news 


More air... less wear, with vibra- New control centers designed for savings: 
tion-free compressors: RO-FLO You save space, simplify wiring, reduce in- 
compressors with sliding-vane ro- spection and maintenance expenses with 
tary design eliminate operating new Allis-Chalmers low-voltage motor con- 
losses inherent in reciprocating trol centers. Plug-in terminal blocks and 
machines. Centrifugal force keeps drawout construction cut inspection time 
vanes in close contact with cylin- by speeding withdrawal or removal of units. 
der walls, automatically compen- Pushbuttons and pilot lights mounted on 
sating for wear. In addition, fewer the removable frames eliminate failures 
moving parts result in less wear, common with hinged wiring. Special connec- 
reduced maintenance costs. tors prevent loosening of bus connections. 


4 Vv 


New transformer cuts installation 
costs: Allis-Chalmers lightweight, 
dry-type transformers can be 
mounted in half the time of ordi- 
nary types ... as easy as install- 
ing a wall switch or an up-to-date 
motor starter. Simple procedure: 
fasten the dry-type panel to the 
wall, install the coil/core section, 
and attach the front panel. No 
special hookup cable needed, 
thanks to a low temperature-rise 
level. These compact, wall-mount- 
ed units weigh 35% less than 
conventional designs. In addition, 
advanced A-C dry-type transform- 
ers incorporate every known factor 
in noise-level control, for quiet op- 
eration. Designs rated from 3 to 


) iS 

| ag 
25 kva. a 
4 / Right 


Which one of these productive ideas could 
be working for you? 


Compressors that defy wear . . . transformers that cut installation costs . . . 
advanced control centers. These examples demonstrate the extra value that 
is standard with A-C ... the greater efficiency and added productivity which 
are yours when you buy A-C products, systems and services. Call your A-C 
representative or distributor for details on A-C “worth-more” features. Or 
write Allis-Chalmers, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS PRODUCTS FOR INDUSTRY: compressors, controls, coolers, 
crushers, earth-moving equipment, engines, generators, industrial systems; kilns, 
lift trucks, mills, motors, pumps, rectifiers, screens, switchgear; thermal, hydro 


and atomic electrical generating equipment; transformers, unit substations. 
A-1470 


Ro-Flo is an Allis-Chalmers trademark. 


ALLIS-CHALMERS 


For More Facts Write No. 256 on Information Card—Last Page 





that counts! 


Your V-R representative is a good man 
to know. Friendly and efficient, he’s 
eager to roll up his sleeves and work 
with your production team to reach the 
most practical solutions to their 
machining problems. He’s backed by 
the complete manufacturing facilities 
and engineering capabilities of 
Vascoloy-Ramet Corporation, a pioneer 
in the cutting tool industry. V-R 
is the single source for all three — 
carbide, ceramic and cast alloy cutting 
tool materials — in all styles, 
sizes and grades. V-R is first 
~ ye choice in more and more plants. 
Make it your first choice, too, by call- 
ing your V-R representative today. 
VASCOLOY-RAMET CORPORATION, 
878 Market Street, Waukegan, III. 





























FIRST CHOICE of more and more plants 


A-847 
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The only Complete 


“GEAR 


PACKAGE” 


offered to Designers 
and Buyers of Gears 


a 

FRE 
GEAR DESIGN 
ENGINEERING 
CONSULTATION 


GUARANTEED 
TO MEET YOUR 
REQUIREMENTS 


3. 
PLANT 
and 
FIELD SERVICE 


(Before and after 
installation) 


Sier-Bath 


PRECISION 


Also manufacturers of Rotary 
Pumps and Flexible Gear Couplings '™ 


Founded 1905 Members A.G.M.A, 


For More Facts Write No. 
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Not 1— but 3 
valuable gear services 
available for the price 

of the Prototype and/or 
Production Order 


1. Sier-Bath’s staff of outstanding gear design 
engineers is available for free consultation to 
perfect new gear designs—or to correct present 
gear troubles. The most advanced principles 
of “gearometry” are applied to your gears 
and gear units to assure the ONE best gear 
design for your particular applicationfor optimum 
performance, at lowest cost. 


2. Your gears are accurately and economically 
produced to specifications on the most ad- 
vanced, automatic, high speed production 
equipment . . . scientifically inspected on the 
most extensive electronically-controlled mea- 
suring, testing and recording equipment— 
supervised by highly experienced craftsmen 
specializing in precision gear production. 
Sier-Bath precision gears provide master gear 
benefits at a fraction of the price. 


3. Sier-Bath gear experts are always on call 
at your plant and in the field to assure the most 
advantageous performance of your machines— 
or to help analyze any machine problems, 
whether gear-suspected or not. 


Make use of Sier-Bath's Tri-dimensional Gear Service 
to save engineering time—to get better gears at 
lower cost—to improve machine performance and 
increase machine sales. 


Send your gear drawings—or request one of our 
engineers to discuss your gear applications. Write 
for comprehensive Gear Manual on your company 
letterhead. 


Sier-Bath GEAR & PUMP CO., Inc. 
9258 Hudson Blvd., North Bergen, N. J. 
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Washington Plans 


More Crackdowns 
(Continued from page 154) 


nedy recently issued an executive 
order requiring federal agencies 
to report to the Justice Depart- 
ment all identical sealed bids for | 
equipment and supplies over $10,- 
000. After investigation, the in- 
formation wili be turned over to 
Congress and made public — a 
move designed to arouse public 
indignation even if collusion can- 
not be proved. Rep. Wright Pat- 
man (D-Tex.) has indicated that 
he will introduce a bill to make 
such procedures a permanent re- 
quirement of federal purchasing. 


Hope to Modernize Laws 


The President has also proposed 
an overhaul and modernization of 
the conflict of interest laws affect- 
ing federal officials and indepen- 
dent agencies. He called for a 
new Executive Employees’ Stand- 
ards Act to provide more effective 
restraints against employees and 
former employees who do not 
maintain high ethical standards. 

In addition, the Interior Depart- 
ment says it will require compan- 
ies that bid on contracts for ma- 
terials, supplies, and equipment to 
certify that their quotes were not 
collusive. Violators are subject to 
fines or jail sentences under the 
False Claims Act if they make 
any false certifications. 


Competition Is Desirable 


While these Presidential moves 
are planned to prevent collusion 
or unethical conduct among fed- 
eral employees, the Justice De- 
partment and FTC will be watch- 
ing private industry with increas- 
ing vigilance. Mr. Dixon of the 
FTC says that “concentration and 
monopoly power is growing. You 
can’t have our free way of life 
without imposing terrific respon- 
sibilities on each individual.” He 
adds that those “caught violating 
the law must expect some fencing 
in.” 

This philosophy is echoed by 
Judge Loevinger. As he sums up, 
“Some people are trying to peddle 
the idea that competitive pricing 
is old fashioned and passé. I don’t 
believe it. It’s perfectly possible 
and desirable in our economic 
system.” » END 
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FOOT POUNDS 


OF ENERGY 
3.9994 


Bal-SAFE 
average 
10 times 


Fed. Spec. 


Bal-SAFE 


Protection-PLUS 


GET TWICE THE EYE 
SAFETY YOU PAY FOR 


Bausch & Lomb Bal-SAFE lenses twice as tough as Federal Standard 


In the picture above, you see two bounc- 
ing steel balls stopped in mid-air by the 
high speed camera. The balls were 
dropped simultaneously from a height 
of more than 4 feet. Federal Standards 
Bureau specification for safety lens im- 
pact resistance requires exactly this test, 
using the 74” diameter steel ball you see 
on the right. Truth is, B&L Bal-SAFE 
lenses withstand impact from 2 to 10 
times greater than Federal specification. 

By B&L standards, every lens must 
withstand the shock of a 114” diameter 
steel ball, or twice the impact of the 74” 
ball. This extra safety is engineered 
through a special B&L lens toughening 
process that adds not a penny of extra 
cost to you, 

Ask your safety man: “how much eye 
protection are we now getting—and are 
we getting all we might bargain for?” 


BAUSCH & LOMB 


Safety Products 


protection + economy + worker acceptance 


A representative from one of the 314 
suppliers of B&L Safety Products in 
U.S. and Canada will show you the many 
pluses in protection awaiting you all 
through the B&L lines—and vision 
screening for safer, more productive use 
of eyes on the job by means of the famous 
B&L Industrial Ortho-Rater. 

Why shouldn’t superior eye protection 
be an achievement of Bausch & Lomb! 
World leaders in ophthalmic research, 
with the only glass plant in the Western 
Hemisphere devoted exclusively to man- 
ufacture of optical glass, Bausch & Lomb 
leads in all forms of eyesight conserva- 
tion. 

Perhaps of special interest to you right 
now is a new portfolio of facts available 
for all persons concerned about eye 
safety. Send coupon for your free copy. 


BAUSCH & LOMB INCORPORATED 
90618 Lomb Park, Rochester 2, N. Y. 


Please send SAFETY, PORTFOLIO ‘‘Helpful Hints for 
the Man Responsible for Safety.’’ 
NAME . BeBe cely | 
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SOURCES 
OF SUPPLY 


Suppliers and sub-contractors in the 
Northern Plains can be pinpointed 
quickly by the Facilities Register, a 
unique electronic index of production 
facilities. Whether yours is a problem 
of finding new suppliers, contracting 
for idle machine time, shortening lines 
of supply, or obtaining better quality 
and service: 


ASK THE MAN Jig 
FROM THE & 
NORTHERN 


PLAINS 
NORTHERN NATURAL GAS COMPANY 


SERVING THE WORTHERN PLAINS () GENERAL OFFICES: OMAHA, NEBRASKA 
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has, 


Vlecille Vales 


for every 
service 


Now-—with the addition of a 316 
stainless steel series—you have a 
Marsh Needle Valve for almost 
any purpose or service. Full 
range of sizes and patterns. 
Wide range of pressures and 
temperatures. All are machined 
from solid bar stock. All have 
precision ground stems for close 
regulation—tight shut-off. All 
have “Marpak” moulded pack- 
ing; Teflon in stainless steel 
valves. 


Ask for bulletins covering full line. 


MARSH INSTRUMENT COMPANY 
Dept. G, Skokie, lil. 

Division of Colorado Oil and Gas Corporation 
Marsh instrument & Valve Co. (Canada) Ltd., 8307 103rd 
St., Edmonton, Alberta, Canada. Houston Branch Plant 

1121 Rockwell St., Sect. 15, Houston, Texas. Eastern 
Seaboard Warehouse: Marsh instrument Company, 
1209 Anderson Ave., Fort Lee, N.J. 





416 STAINLESS STEEL 


How P.A.’s Handle MRO 


(Continued from page 80) 


and related equipment keep run- 
ning all the time. Not only would 
downtime cost us money, but it 
would stall our deliveries of ma- 
chines to defense firms and other 
customers.” 

When a part is needed to keep 
a machine operating, red tape is 
scissored in all directions. All the 
maintenance superintendent need 
do is phone in his request. Ac- 
corded top priority, the order is 
either telephoned or wired by 
Carlson or his assistant without 
further authority or forms. Con- 
sulting with the traffic depart- 
ment, purchasing plots out the 
quickest route of shipment. Mean- 
while, routine MRO items are 
processed with the usual requisi- 
tion and purchase order. 

“Our most perplexing MRO dif- 
ficulty is the inability to secure 
many replacement parts from lo- 
cal stocks,’ Carlson complains. 
“This is particularly true for ma- 
chine tools that are several years 
old. If a breakdown occurs and 
the parts are no longer stocked 
locally, we must sometimes wait 


as long as several weeks while 
they are fabricated, Such delays 
can really hurt.” 

Ted Mauk, purchasing agent for 
Rockwell Register Corp., Belle- 
fontaine, Ohio, reports “practic- 
al_y no troubles in MRO buying” 
and that maintenance inventory 
was maintained by the mainte- 
nance department, which order- 
ed supplies as needed and stocked 
spare parts on the basis of pre- 
vious use. Tool crib personnel 
controlled inventory of operating 
supplies, employing traveling re- 
quisitions and a re-order point 
system. 


Select Supplies for 2 Years 


At Babcock & Wilcox Co.’s Re- 
search Center in Alliance, Ohio, 
about 30% of budgeted money for 
overhead expenses goes to MRO 
supplies, according to W. O. Stone, 
Jr., purchasing agent. 

Classic methods of in-plant re- 
quisitioning are used to draw 
materials from three storerooms 
for electrical, millwright, tool and 
operating supplies. Periodically, 
storeroom attendants batch requi- 
sitions for items they have pre- 

(Please turn to page 162) 
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PLASTIC EXTRUSIONS... ANY SHAPE OR SIZE 


Ace is one of America’s leading mass producers of plastic extrusions 

and all types of precision parts. Any shape, form or color. Any type 
of plastic. Small runs or large runs. Huge stocks 

\ for immediate delivery. Quick, low-cost service on 
specials. Write, wire or call for samples, price lists 
and technical bulletins. 


ACE PLASTIC COMPANY 91-34 VAN WYCK EXPWY- JAMAICA 36. N. Y. 
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Six ways your company can cut materials 
handling costs with NVF Kennett Containers 


Today you may be buying materials handling containers 
made of wood, metal, plastic, cardboard or canvas—at a 
price that locks like a real saving. But you may be paying 
more in terms of container life and performance. Check 
these six important cost-cutting features of NVF Kennett 
Containers made of tough Vulcanized Fibre, and write for 
complete facts: 


Long Life. Kennetts are durable, take the slam-bang of 
plant operations for years. Replacement cost is nil. 


Easier Handling. Kennetts are lightweight. Women handle 
them easily. Productivity increases. 


Less Plant Noise. Kennetts reduce tension-building clatter. 
Contribute to more efficient plant operation. 
Safety. Kennetts are snag-free. Won’t chip, peel, splinter, 
rot or rust. Protect contents, hands, clothing. 


NVF Trays are easily handled. Reusable Shippers protect instruments. 


2 





Custom Design. Kennetts can be fitted to exact dimensions 
of your needs. Standard construction in any size or color. 
Fire Protection. Kennetts are available in a special fire- 
resistant grade of fibre: check fire, reduce hazard. 

M Write now for free, full-line catalog, or check Sweet’s 
Plant Engineering File 1h/Na for the NVF Sales Office 
near you. National Vulcanized Fibre Company, Dept. KI , 
Wilmington 99, Delaware. 


NVE e 


NATIONAL VULCANIZED FIBRE COMPANY 
KENNETT DIVISION, Wilmington, Del. e FISHER DIVISION, Hartwell, Ga 
In Canada: NATIONAL FIBRE CO. OF -CANADA, LTD., Toronto 3, Ontario 


NVF Receptacles are rugged. NVF Trays fit into systems. 














«LAYKOLD= 


Perth Amboy, N. J. 
Baltimore 3, Md. 
Cincinnati 38, Ohio 


Laykold Fibrecoat can cut your 
metal maintenance costs in half! 


At less than $1* per gallon, an ex- 
cellent paint for... 


Za 
METAL BUILDINGS - METAL TANKS - EXPOSED METAL SURFACES 


—_ 


f 


» 


Laykold Fibrecoat, a mineral-armoured asphalt emulsion 
meets MiIR-3472 Spec. and has successfully passed the 
severe Navy Salt Spray Tests. In addition, it effectively 
extends the life of bituminous roofs. Get all the facts. 
Call or write our nearest office. 


*Available in black, red or green. (Green slightly higher.) 


American Bitumuls & Asphalt Company 


320 MARKET ST., SAN FRANCISCO 20, CALIF. 


Atlanta 8, Ga. 
Mobile, Ala. 

St. Louis 17, Mo. 
Tucson, Ariz. 


Portli nd 8, Ore. 
Oakland 1, Calif. 
Inglewood, Calif. 
San Juan 23, P.R- 


BITUMULS® Emulsified Asphalts » CHEVRON® Paving Asphalts « LAYKOLD ® Asphalt Specialties  PETROLASTIC® Industrial Asphalts 
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*,.. makes a safe outdoor 


‘garage’ for our 45 trucks. 


says W. L. Hause, Assistant to the President, 
Pepsi-Cola Bottling Co., Inc., Pennsauken, N. J 


Our plant yard is a very necessary 
part of our operation, so our Anchor 
Fence must meet several needs. And it 
does. Keeps out trespassers, makes a 
safe outdoor ‘garage’ for our 45 trucks, 
permits outside storage of other equip- 
ment, too. It’s ideal for traffic con- 
trol. As for maintenance—our Anchor 
Fence is virtually repair-free. 9? 

For more information on how Anchor Fence can 
help your operation, call your local Anchor Man, 


For your free Anchor Fence Industrial catalog, 
fill out and mail in coupon at the right 





» o& ANCHOR POST PRODUCTS, INC 


ANCHOR FER 











s in Baltimore, Md.; Houston, Texas; Whittier, Calif 
direct from factory branches in principal cities. 
| ANCHOR FENCE 
6615 Eastern Ave., Baltimore 24, Md. 
Please send me my free copy of the Anchor | 
| Fence Industrial catalog. 
Name o-cces 
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How P.A.’s Handle MRO 
(Continued from page 160) 


viously issued, arranging them by 
product groups and by charge 
numbers of research projects. 
After the consuming departments 
sign them, requisitions are sent 
to purchasing which restores 
stocks to predetermined levels. 

Purchasing regularly reviews 
prices of local goods by sending 
out summaries of monthly re- 
quirements to suppliers, who are 
instructed that orders will not be 
placed in this manner. Offering 
prices for a total anticipated vol- 
ume rather than on individual 
orders, suppliers are selected on 
a two year basis. 

“In this way, we get the benefit 
of prices based on prospective in- 
stead of piecemeal business,” says 
Stone. 


Procure Repair Items Locally 

K. C. Echelberger, purchasing 
agent for Hess & Clark Div., Ash- 
land, Ohio, does not believe in 
stocking repair items unless they 
can be accounted for. “They have 
a peculiar habit of not being there 
when you need them,” he says. 

Maintenance men prepare lists 
of materials they need to com- 
plete various work orders. Re- 
quisitioned by the maintenance 
supervisor, the supplies are pro- 
cured iocally. 

For urgently needed items, the 
maintenance supervisor is author- 
ized to sign a local purchase or- 
der with which a workman picks 
up the material along with a sales 
slip. A copy of the purchase order 
and the sales slip go from re- 
ceiving to purchasing which does 
the post mortem paperwork. 

Echelberger credits preventive 
maintenance and scheduled lu- 
brication with taking the panic 
out of repair parts buying, but he 
concedes that “hard to get” re- 
placement parts are stocked as a 
hedge against breakdown. Now 
Hess & Clark is instituting a 
traveling requisition system for 
maintenance and office supplies. 

A discreetly anonymous direc- 
tor of purchases blames mainte- 
nance people for snarling up re- 
pair buying because they can’t 
estimate future requirements. Al- 
though purchasing has tried to 


(Please turn to page 166) 
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SPECIFY 
LEECE-NEVILLE 
MOTORS 
FOR QUALITY, 
RUGGED 
DESIGN, 
LONG LIFE 


+ 


ECONOMY AND RUGGED STRENGTH—Mode! 6D Shaded Pole. 6 Pole 


1/4 hp. Quiet, smooth running power ideal for 


4\+ 


heating service 


LE£CE-NEVILLE now offers you a complete line of shaded pole and 
permanent split capacitor motors—basic units adapted to your speci- 
fications, or special motors custom engineered to your requirements 
—with horsepower ratings from 1/150 to 1/2 hp. All L-N motors are 
capable of meeting U.L. and C.S.A. application tests. Leece-Neville 
has more than 50 years of experience manufacturing motors and other 
electrical equipment, and modern facilities assure not only top 
quality, but also delivery to your schedules and lead times. For full 
information, just mail the coupon at right. 
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The Leece-Neville Company, Dept. P-6 
Georgia Division, Gainesville, Georgia 


Please forward details on your shaded 
pole and permanent split capacitor 
motors. 

Name Title 

Company 

Address 

City 


Type of product 


er 








Checking a source is easier... 
and more effective 
because of telephone numbers in CMPD 


You are given a convenience unduplicated by 
any other directory when you use CONOVER- 
Mast PurcHASING DirEcToRY because CMPD 
lists the telephone numbers, nationwide, of 
companies selling to industry. (CMPD is the 
only national, general industrial directory that 
lists the phone numbers of advertisers and 
non-advertisers alike.) 


You also benefit in another way from the list- 
ing of telephone numbers in CMPD. This 
listing makes CMPD accurate — extremely 
accurate. If a company moves or goes out of 
business, the telephone company is the first to 
know. CMPD checks the phone numbers each 
year of every company listed. 


Use CMPD the next time you are checking 
sources. 


Conover-Mast 
Purchasing Directory 


205 East 42nd Street ©. MUrray Hill 9-3250 © New York 17, N. Y. 
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CMPD is compact and handy because 
it lists only industrial products. 
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1. First roll - 7 
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The Steiner 
Tissue-Master . 


IS never empty 


The Steiner Tissue-Master two-roll dispenser will 
lower your washroom maintenance costs, and give you 
the convenience of a double supply of tissue. Here are 
the Tissue-Master features that add up to washroom 
economy for you: 

Double supply—The Steiner Tissue-Master holds 
two rolls of soft, quality tissue. Your tissue supply lasts 
longer, and the dispenser will never be empty. When 
the first roll is finished, simply tear off the core and 
the second roll automatically drops into place. 

Less maintenance— The Tissue-Master cuts wash- 
room maintenance time in half as tissue supply lasts 
longer and less maintenance is required. A view slot 


STEINER CONTROLLED ROLL TOWEL DISPENSERS 
ae a 
5 — 


DRI-MASTER 
Manual Operation 


























AMERICAN AUTOMATIC 


SERVA-MATIC 
Semi-Automatic 


Fully Automatic 
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tells at a glance when the Tissue- Master needs refilling. 

Quality dispenser—The Tissue-Master is made of 
durable styrene plastic with a clean white finish that 
resists rust and scratches; never needs painting. A flat 
chrome top makes a convenient shelf that isn’t harmed 
by burning cigarettes. Tissue theft is eliminated by a 
sturdy lock. The Tissue-Master is also available in an 
all metal model. 

Complete line—Steiner Company manufactures a 
complete line of quality paper products and controlled 
dispensing cabinets for every washroom need. Write 
today for information on how Steiner products and 
controlled dispensing can save you more money. 


STEINER COMPANY 


740 Rush St. 7 


Chicago 11, Ill. 
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There are many 


ny ways 
CLEVELITE* TUBING 
can save you money! 


This versatile laminated phenolic tubing is often 
only half the cost of many other materials! 


Clevelite combines desirable physical 
and electrical characteristics which sug- 
gest a broad range of applications where 
tubular construction and low unit cost 
are important factors. 


Clevelite is very light, structurally strong 
and easily machined. Highly resistant 
to moisture, unaffected by solvents 
and oils, it has excellent electrical insu- 
lation properties. 


Some of the more popular 

uses of Clevelite tubing are for 

radio and television 

equipment, electric 

motors, relays, controls, 

transformers, and many 

other electrical products. 

Other applications, in which 
dimensional stability and good wearing 
qualities are required include paint 
rollers, bobbins, housings, pre-forms, 
cores, spacers and sleeves. 


Clevelite is produced in seven grades, 
round or rectangular, with thin or heavy 
walls, plain or fabricated. 


Write for 
latest 
Clevelite 
brochure 
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DRILLED 


*Reg. U.S. Pat. Off 


THE 


PLANTS & 
SALES OFFICES: 


CLEVELAND 
CHICAGO 
MEMPHIS 

DALLAS 
LOS ANGELES 
PLYMOUTH, WISC. 
JAMESBURG, N. J 
GREENSBORO, N.C 


COMPANY 


CLEVELAND CONTAINER 


CLEVELAND 

CONTAINER 

CANADA, LTD. 
eg & 
PRESCOTT, ONT 


6201 BARBERTON AVE. CLEVELAND 2, OHIO SALES OFFICES: 


ABRASIVE DIVISION at CLEVELAND, OHIO 
REPRESENTATIVES: 


DETROIT 
NEW YORK 
WASHINGTON 


How P.A.’s Handle MRO 


(Continued from page 162) 


educate maintenance men by visit- 
ing them daily to review their 
needs, these tactics have proven 
only partially effective. 

Another purchasing agent la- 
ments that maintenance personnel 
seem “unable to comprehend the 
costs of downtime” and make one 
feeble effort to forecast future 
needs. 

Disregard for downtime costs 
was especially obvious during re- 
cent below-capacity operations be- 
cause of the betief that production 
can always be regained later. But 
it isn’t always possible to retrieve 
lost production, in which case 
management may insist on more 
systematic stocking of mainten- 
ance supplies and parts—the P.A. 
hopes. 


No P.O.'s for Small Orders 


C. P. Mead, purchasing agent 
for Furnas Electric Co., Batavia, 
Ili, who spends 20% of his 
purchasing dollar on MRO, 
praises local suppliers for ample 
stocks and rapid service which 
have eliminated MRO problems. 
At Furnas requisitions for repair 
supplies originate with the main- 
tenance supervisor. 

“Generally,” says Mead, “pur- 
chasing selects the manufacturer 
and supplier of maintenance ma- 
terials and wherever possible we 
combine requirements to simplify 
ordering.” 

To accelerate delivery time of 
MRO items, one company’s pur- 
chasing department forwards re- 
quisitions of $30 and less, for 
goods available locally, to a pick- 
up agent who combines orders 
for various suppliers, issues 
checks, and sends errand men 
out to buy the materials and bring 
them back by auto. No purchase 
orders are required—but requisi- 
tion numbers and other data are 
logged by purchasing. 

Four purchasing agents contact- 
ed in the survey felt that MRO 
was such a small factor in their 
buying that it could not be re- 
garded as an area that needed re- 


inforcement. Whether this was 
generally true or not seemed to 
depend on the nature of manufac- 
turing, size of the plant—or the 
attitude of the P.A. END 


NEW ENGLAND: R. S. PETTIGREW & CO 
10 N. MAIN ST., W. HARTFORD, CONN 


NEW YORK AREA: MURRAY SALES CO. WEST COAST: BERT BARRON COMPANY 
25 W. NORTHFIELD RD., LIVINGSTON, N. J 15166 VENTURA BLVD., SHERMAN OAKS. CALIF. 
CANADA: PAISLEY PRODUCTSCO. LTD 
36 UPTON RD., SCARBOROUGH, ONT 


For More Facts Write No. 268 on Information Card—Last Page 


PHILADELPHIA: MIDLANTIC SALES CO 
9 E ATHENS AVE., AROMORE, PA. 





PURCHASING 





{ 


6) ON THE SPOT | 
4 


IN INDUSTRY 
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(iss) Tiger Brand Slings handle awkward loads safely 


Pipe is awkward to handle and it can be dangerous. 
This hook-up using two slipnoose Tiger Slings exerts a 
strong grip on the pipe. It prevents slippage and keeps 
the load well balanced. 

Your lifting jobs may be different but there are 
literally hundreds of USS Tiger Wire Rope Slings 
designed to give you any lift you need. 

Strong, tough Tiger Brand Rope makes strong, 
tough Tiger Brand slings . . . and the various operations 
of swaging, splicing, braiding or socketing are per- 
formed by workmen skilled in the trade. Many USS 
Tiger Brand Distributors are set up to give you quick 
deliveries on a wide variety of slings. Engineering serv- 
ices are available where specialty slings are required. 


For more information on USS Tiger Slings, contact 
American Steel and Wire, Dept. 1157,614Superior Ave., 
N.W., Cleveland 13, Ohio, or your nearest Tiger 
Brand Distributor. USS and Tiger Brand are regis- 
tered trademarks, 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Dist 
United States Steel Export Company, Distributors 





TAKE IT 

FROM THE 

DRILL 
SARGE 





NEW YORK 
TWIST DRILL 
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y 
| 

extra tough } 

and true Y 

too! 












All regular series 
to 34%” 0.D. 
available for 
immediate delivery 
—Specials made 
up to 1%” 0.D. 


New York Taper 
Shank Drills save 
you 25% on your 
twist drill bill — as 
do all the drills in 
our extensive line. 
lf you wish further 
information, one of 
our sales engineers 
will be glad to call 
on you. 








NEW YORK 
TWIST DRILL 
COMPANY, INC. 


Manufacturers of a complete 

range of standard and special 

drills in all popular sizes, 
lengths and types 


FACTORY: WESTBURY, L. 1, NEW YORK 
278 Lafayette Street, New York 12, N.Y. 


1 3537 E. Olympic Bivd., Los Angeles 23 








30 North Clinton Street, Chicago 6, II). 





Recent Decisions in 
?urchasing Law 
(Continued from page 89) 


A-1 Condition Assurance 
Not Just Sales Talk 


While purchasing a second hand 
tractor a buyer cautioned the 
salesman that he knew nothing 
about this type of tractor and was 
thus forced to rely entirely on the 
word of the salesman. Assured 
that the tractor was in “A-1” con- 


dition, he paid approximately 
40% of the price of a new trac- 
tor. 

After delivery, however, the 


condition of the tractor proved to 
be far from satisfactory, and ex- 
tensive repairs were needed. Re- 
peated efforts of the purchaser 
led ultimately to a suit to recover 
the money he had paid. The sell- 
er’s defense rested on a disclaimer 
in the sales contract of any war- 
ranties as to the fitness or condi- 
tion of the machine. He further 
argued that the salesman’s as- 
surance that the tractor was in 
“A-1” condition was merely sales 
talk for which the seller could 
not be held responsible. 

“In the circumstances of this 
said the court in setting 
aside the sale, “where the pur- 
chaser was paying a very sub- 
stantial sum, amounting to about 
40°% of the price of a brand-new 
tractor we do not regard the sell- 
er’s misrepresentation as a mere 
expression of opinion, and there- 
fore not actionable. A representa- 
tion that used equipment is in 
‘A-1’ condition has been held to 
be a statement of fact and hence, 
a warranty rather than a mere 
expression of opinion.” 

Gentry v. Little Rock Road Ma- 
chinery Co. 339 S.W.2d 101, 
October 17, 1960 


case, 


Arkansas, 


“As Per List” Sale 
Carries Implied Warranty 


An automotive parts supplier 
purchased a lot of Weatherhead 
fittings in accordance with a 
printed list prepared by the White 
Motor Co., the original owner. He 
bought the lot from a surplus 
material dealer for $7500, depend- 
ing on the correctness of the parts 
schedule, paying $2500 down. The 

(Please turn to page 172) 





Call a 
CHR 
distributor 
for 
immediate 


delivery 
of 


SILICONE RUBBER 
Sheets e Sponge e 
Coated Fabrics 
Conductive 
Gaskets e 

Cements e Tapes 


TEMP-R-TAPES 
Pressure sensitive, 
TEFLON, Fiberglas 
and Silicone 





Rubber Tapes 
CALIFORNIA SR General ow Gasket 
T A. B. Boyd Co. Mfg. Cor 
SR Los Angeles-R! 9-8361 St. Louis POH 1-5013 
San Francisco-UN 3-2341 T Frank W. Winne & Son 
T R. Hurwich Co. Kansas City-BA 1-6880 
Berkeley-TH 5-7972 NEW YORK 
SR Miller Gasket Co. T Balanro! Corp., Sub. of 
Huntington Pk.-LU 3-4721 Bearings Inc 
T Western Fibrous Glass Buffalo-MO 4425 
Products Co. T Chamberlin Rubber Co. 
Los Angeles-LU 8-3211 SR Rochester-BA 5-9510 
San Francisco-SU 1-5967 _T Mercer Rubber Corp. 
CONNECTICUT SR New York-BA 7-0140 
SR Auburn Mfg. Co. T Mitchell-Rand Mfg. Corp. 
Middletown-Di 6-6631 New York-CO 7-9264 
T E. J. Davis Co. NORTH CAROLINA 
New Haven-MA 4-5125 T Southern Rubber Co. 
FLORIDA SR Greensboro-BR 2-4567 
SR East Coast Rubber & OHIO 
Plastic Co. T Cincinnati Gasket, 
Hialeah-MU 1-3558 SR Packing & Mfg., Inc. 
T Tri-Point Plastics, Inc. Cincinnati-PA 1-5420 
SR St. Petersburg-WA 1-2156 . eS bes . 
GEORGIA Boyd Co. 
T Electrical Insulation SR Portiand-BE 5-6649 
Suppliers, Inc. T Western Fibrous Glass 


Products Co. 
Portiand-CA 6-6085 
PENNSYLVANIA 


Atianta-JA 5-2707 
SR F. D. Farnam Co. 
Chicago-CO 1-1320 


T Shields Rubber Corp. 
: thicage ST 2.9667 SR Pittsburgh-AT 1-8200 
KENTUCKY T Stockwell Rubber Co. 
T General Rubber & Supply SR Philadelphia-GA 6-3200 
SR Louisville-ME 5-2606 T Frank W. Winne & Son 
MARYLAND a MA 7-8080 
j t i TEXA 
sh netins Cen T American Packing & 
ETTS SR Gasket Co. 
MASSACHUS Houston-WA 6-9607 
T Greene Rubber Co., Inc 7 Basacker Electronic 


SR Cambridge-Kl 7-7655 

John G. Shelley Co., Inc. 

SR Wellesiey Hills-CA 7-0900 
MICHIGAN 


Equipment Co., Inc. 
Houston-JA 9-4626 
VIRGINIA 

Richmond Rubber Co. 


a 


“ 
= 


SR Detroit Die Cutting Co. Richmond-MI 8-8326 
Hazel Park-Li 8-9600 WASHINGTON 
MINNESOTA T A. B. Boyd Co. 

SR Precision Gasket Co. SR Seattle-MA 2-6545 
Hopkins—WE 8-6307 T —— _— Glass 

T D.A. Schultz Co. Products C 

SR Minneapolis-FE 9-7701 Seattle WA 4-7250 
MISSOURI WISCONSIN 
T Hanna Rubber C T N. L. Kuehn Co. 

SR Kansas City-BA *{-9600 SR Milwaukee-WO 4-3300 

item silicone rubber 


SR—Stands for all CHR 
products and allied pretense exclusive of Tenp- 


R-Topes. 
T —Stands for Temp-8-Topes. 


HARD RUBBER 


Main Office: New Haven 9, Connecticut 
For More Facts Write No. 269 
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Dropping point test shows how greases react to heat. Beaker fluid has been heated to 390°F. All greases tested except Darina 
(second tube from let) have passed from solid to liquid state. 


BULLETIN: 





Shell reveals the remarkable new 
component in Darina Grease that helps it save 
up to 35% on grease and labor costs 


Darina® Grease is made with Microgel*, the new thickening 
agent developed by Shell Research. 
Darina lubricates effectively at temperatures 100° hotter 
than most conventional soap base greases can withstand. 
Read how this new multi-purpose industrial grease can help 
solve your lubricating problems and even save you up to 35°, 
on grease and labor costs. 


ery. Savings of up to 35% on grease 
and labor are quite possible. 

In some cases lubrication intervals 
have been extended to double what 
they were before. Less grease is con 
sumed and less time consumed apply- 
ing it. 

For details, see your Shell Repre 
sentative. Or write: Shell Oil Com- 


VHERE Is no soap in Darina Grease. 
| No soap to melt awav — wash away 
—or dissolve away. 

Instead of soap, Darina uses Micro 
gel—a grease component developed 
by Shell Research. 

What Microgel does 


Because of Microgel, Darina has no 
melting point. It won't run out of gears 
or bearings. 

Compared with most conventional 
soap-base greases, Darina provides 
significantly greater protection under 
adverse service conditions. 

Mix water into Darina and the 


grease does not soften. It shrugs off 


water— wont emulsify. 


Resists heat 


Darina will withstand operating tem 


peratures 100 


hotter than most con 


ventional multi-purpose greases. It 
cuts leakage and reduces the need for 
special high-temperature greases. 

\lso, Darina resists slumping, thus 
forming a more effective seal against 


foreign matter. 


Saves money 


Shell Darina can reduce maintenance 
expenses W hile it protects your machin- 


pany, 50 West 50th Street, New York 
20, New York. 


Registered Trademark 





A BULLETIN FROM SHELL 
-where 1,997 scientists are helping to 
provide better products for industry 
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Free booklet tells you 
what to look for in a 


pressure-sensitive tape 


Here’s a handy, new booklet that gives clear, concise 
answers to nearly any pressure-sensitive tape problem. 
It’s based on Johns-Manville’s long years of experience 
in the manufacture of tapes for electrical and industrial 
applications. It’s called “How To Select A Pressure- 
Sensitive Tape,” and tells you how to effect important 
economies; help speed production; eliminate knotty 
mechanical difficulties. It tells: 


© Why the adhesive qualities of a tape are as important as the backing 
material. 


e What causes tape failure; and how to prevent it. 
© A glossary of terms associated with pressure-sensitive tapes. 


© A complete list of authoritative technical data files available. 


a EF SS SS NE OS ND OY SS 


| JOHNS-MANVILLE 2| ! 














i 

I DUTCH BRAND® TAPES | 
I BOX 14, NEW YORK 16, N. Y. I 
I i 
I Please send me a free copy of “How To Select A l 
1 Pressure-Sensitive Tape.” | 
I NAME I 
I I 
ADDRESS I 
l 

J city ZONE___ I 
COUNTY STATE 
Tae od 
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NEED 
SPRINGS? 





Send an 





to CF.| 


Want a handful or a carload of standard springs? 
CFal can fill your needs from our stock of Wick- 
wire Springs and Formed Wires in countless 
shapes, sizes and materials. 

Or do you need a new spring design for an 
unusual application? Again come to CFalI where 
a new Spring Design and Development depart- 
ment is equipped to supply you with new spring 
prototypes. — 

In either case, call any 
CFal sales office or write to: 
Sales and Engineering, P. O. 
Box 551, Palmer, Mass. 





The Colorado Fuel and tron Corporation 
Denver + Oakland « New York 
Sales offices in Key Cities 


— 
jase - MADE IN U.S.A 
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wat FAIRFIELD 


Facilities CAN MEAN TO YOU 





1. 


MASS PRODUCTION ECONOMY—Large or small, you get the 
benefits of high production rates and big volume output at Fairfield 
—where fine gears are produced to meet your specifications 
EFFICIENTLY, ECONOMICALLY! 


QUALITY PLUS—There is no finer recommendation for the quality 
of the product you sell than to be able to say it is “EQUIPPED 
WITH FAIRFIELD GEARS!” 


DEPENDABLE SOURCE OF SUPPLY—Fairfield is one of America’s 
largest independent producers of precision-made, automotive type 
gears for leading builders of construction, agricultural, industrial, 
marine, and automotive equipment. 


BACKED BY EXPERIENCE— Unexcelled facilities in an ultramodern 
plant backed by more than thirty-five years’ experience in pro- 
ducing Spur, Herringbone, Spiral Bevel, Straight Bevel, Hypoid, 
Zerel, Worms and Worm Gears, Splined Shafts, and Differentials 
to customer’s specifications. 


ENGINEERING SERVICE—Fairfield engineers are qualified to make 
expert recommendations on your gear production requirements. 
Your inquiry will receive prompt attention. 


/ tec LWE f 





S. Concord Road 


FAIRFIELD 


MANUFACTURING COMPANY, INC. 
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Lafayette, 
Indiana 
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Recent Decisions in 


Purchasing Law 
(Continued from page 168) 


material was described as, “1 lot 
surplus Weatherhead fittings from 
White Motor Company as per 
their list No. 8955.” 

The buyer received a copy of 
this list and was shown approxi- 
mately 95 kegs said to contain the 
parts. A few were open, but most 
of the kegs were still sealed. 
Asked if he wanted to examine 
them, the buyer replied, “No, as 
long as it’s here as per list.” 
“That’s right. That is what you 
bought,” the seller replied. 

After paying the balance of 
$5000 and receiving the kegs, the 
buyer discovered that only 30% 
of the listed parts had been de- 
iivered. He sued the seller for 
damages on the ground of false 
representations and was awarded 
a judgment by the court. The 
seller argued that the buyer had 
had a full opportunity to inspect 
the material purchased and had 
therefore no case as he had not 
availed himself of this opportun- 
ity. 

Because of the special circum- 
stances, the court would not ac- 
cept this view. “The purchased 
material was packed in more than 
95 separate kegs,” it said, “all but 
a few of which were sealed. These 
contained about 200,000 separate 
pieces which ultimately took 
about two weeks to tally. In ad- 
dition, the buyers were influenced 
and persuaded not to inspect by 
the assurance of the seller. In 
these circumstances an implied 
warranty was not negated by the 
buyer’s failure to inspect.” 
Zackerman v. Berg Manufactur- 
ing and Sales Co., 279 Fed. 2d 
904, Illinois, June 27, 1960 ® renp 





“That was a magnificent presentation 
of your company, your product, and 
yourself. Now may | ask where do 
we fit in?” 
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AGE 


TEMPRON 


NITRILE HARD RUBBER 


THE HOT MATERIAL FOR HOT CHEMICALS 


All the chemical resistance of nitrile hard rubber... plus 
heat resistance well above boiling up to 260 or 275 deg. F.! 
No wonder Tempron’s growing so fast! You can buy it now 
in a full range of pipe sizes, or as sheet and molded parts for 
fabricating. 

Tempron is a new hard rubber... with greater chemical! 
resistance than previous soft or hard nitrile rubber. Stays 
staunch and rigid in heat well above the upper limits of 
common plastics. Handles most acids, alkalis, and salts, and 
has excellent resistance to organic chemicals such as aliphatic 
hydrocarbons. Tensile strength 7,500 psi. at 73.4°F. 
=» TEMPRON PIPE: Rigid, chemical and heat-resistant pipe is 
made in sizes from */,” to 8”. Threaded fittings to 4”, flanges 
to 6”. Easy to thread with standard tools. 


& TEMPRON SHEET FOR FABRICATING: Excellent strength and 


abrasion resistance, for plating barrels and other special 


equipment. Also extruded rod and tube. Easily machined. 


= TEMPRON MOLDED PARTS: Economica! for special fittings 
and other molded parts. Ask also about hand fabricating of 
large parts such as tanks, trays, headers, etc. 


Get the facts today: Ask for Tempron Bulletin 96A. 
Better still, tell us what and we'll tell you how. 


CHEMICAL EQUIPMENT DEPARTMENT 


American Hard Rubber Company 


ACE ROAD, BUTLER, NEW JERSEY « Tel.: TE 8-1000 





Rubber-lined stee! tanks Rubber-lined steel pipe 
and special equipment. combines strength of steel 
Also custom lining with chemical resistance 
compounds for field of Ace Hard Rubber 
application. Bul. CE-53. Bul. CE-51/52. 


Acid pumps, centrifugal Ace Rubber-lined valves 
and gear types, fully wear on when others 
protected by Ace Hard wear out. Fully protected 
Rubber. Full line to gate, diaphragm, check 
350 gpm. Bul. CE-55. and plastic types. 

Bul. CE-51/52. 








HAND-E-ROLL 


Polyethylene Plastic 


LINERS IN CONTINUOUS ROLL 


for fast, fast lining of 
¢ Drums © Cartons 
e Cans ¢ Pails 


Continuous GER-PAK® Hand- 
E-Roll Liners zip off as 
needed. Hand-E-Roll can 
easily be mounted on a 
holder above the work area. 


Hand-E-Roll Liners end waste 
motion! Mandril and liner 
are inserted into container 
and cuffed in one easy 
operation. 


¢ Seals out moisture...chemically inert! 

¢ Up to 120 inches wide—no limit to length! 

¢ Available gusseted or non-gusseted! 

¢ Tie-off or peel-over construction! 

¢ Also available as individual liners! 

“Pressure tested heat seal . . . and easy-tear perforated edge, 
Write Dept. PM5 for samples 

the short way to say superior polyethylene sheeting 


GERING 


division of STUDEBAKER-PACKARD CORP. Kenilworth, N. 9. 
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Improve your bearing 
designs with this 
wide choice of 


ORANGE 


NEEDLE BEARINGS 














ORANGE Cage Type 
NEEDLE BEARINGS 


Precision needle rollers are aligned 
in anti-friction cage to prevent 
roller skewing. Stock sizes from 
V2" to 8” shaft dia. 


—with and without inner races 


—with built-in seals 
—cage and roller assembly 


—new high-capaacity types 


ORANGE 
ROLLER BUSHINGS 


Heavy-duty, full type 
needle bearings. Stock sizes from 
V2" to 8’ shaft dia. 


—double and triple row for ex- 
tra heavy duty. 


precision ‘ 

Write for catalog giving 

specifications on complet2 
line 


—with and without inner races 
—double and triple row for ex- 


ROLLER BEARING CO., Inc. 


SS imeerprieg cing 
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PERRYGRAF- 
WORLD’S 
LARGEST 
PRODUCER 


7 


| CHARTS 


Two hundred million since 1932! More Slide-Charts for 
more people than any other company in the world. 

Two Modern Plants, one geared to runs of millions, the 
other to hundreds. Finest facilities for accurate printing 
and assembly. Deliveries as high (in a pinch) as a million 
per week. Prices consistent with quality work and depend- 
ent on quantity and materials from pennies to dollars. 


We invite your inquiry. Send for free full color booklet 
including 122 actual case histories. 


PERRYGRAF 


slide-charts 


product facts at the fingertips 
150-1 $. Barrington Ave., L. A. 49, Calif. 
1500-1 Madison St., Maywood, Ill. 
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IT’S BOUND TO BE BETTER WITH (iss) STEEL STRAPPING 


Model 12 straps 240 of these 
4’x@' packages in an hour! 


At Celotex, the automatic Model 12 
wraps each 6-unit fiberboard bundle twice 
with strong 18-gauge USS Round Steel 
Strapping. It handles various size bundles 
without adjustment. The Model 12 takes 
only 714 sq. ft. of floor space and it weighs 
only 1300 pounds. 


The Model 12 also speeds production at 
Celotex. “Before we switched to auto- 
matic strapping, we handled our fiber- 
board bundles at least 4 times between 
production line and shipping dock,” says 
Mr. F. J. Alfeis, Work Manager at the 
L’Anse, Michigan plant. “Since we in- 
stalled the automatic USS Round Steel 
Strapping machine, our bundles are com- 
pactly wrapped, palletized, and moved 
by fork-lift truck directly to outside car- 
riers in one simple operation.” 


Find out how the Model 12 can help your 
product cost less to handle, store, ship, 
and receive. Send the coupon. 


U.S. Steel Supply 
Division of 
United States Steel 


TRADEMARE 


June 5, 1961 


cm a a a 7 


U. S. Steel Supply 

U. S. Steel Corporation 
208 South LaSalle Street 
Chicago 4, Illinois 


Please send me more information on the automatic Model 12 Strapping 
Machine. 


Name 
Company 
Address 


Zone State 





Employment Service 








BUYER 


Position immediately avail- 
able. Reports to vice presi- 
dent. Responsible for pur- 
chasing procedures with a 
staff of four. Must be able 
to work with young manage- 
ment. Reinforced Fiber Glass 
Manufacturer in the South. 
College training and experi- 
ence desired. Excellent op- 
portunity for advancement. 
Write Box 436. 











Experience: Eleven years experience 
purchasing, inventory, production and 
cost control. Purchased metal, castings, 
stampings, plastics, electrical supplies, 
and packaging materials. Administra- 
tive background, sound knowledge of 
procedures. Experienced in vendor 
contact and sources of supply. Practi- 
cal know how—saved substantial sums 
of money for my firm. 

Education: B. A. liberal arts, M. B. A. 
industrial management. Courses ‘n 
product design, time & motion study, 
quantity control. 

Will relocate. Prefer New York City or 
Lac. 


Write: Box 366 


Experience: Reorganization and decen- 
tralization of the purchasing function 
makes available general purchasing 
agent with 15 years experience with 
major eastern manufacturer of tele- 
phone, radio and TV equipment. Have 
initiated blanket order system, volume 
purchasing, and a value analysis pro- 
gram. Minimum salary requirement, 
$16,000. 

Education: B.S. Wharton School, U. of 
Penna. 

Will relocate. 

Write: Box 22 


Experience: Presently employed as as- 
sistant to mgr. of purchasing. 15 years 
progressively responsible experience in 
purchasing, methods & procedures, 
property accounting, inventory control, 
warehousing, records management, of- 
fice management, work simplification, 
work measurement, forms design, and 
data processing. 

Education Training certificates in work 
simplification and measurement, em- 
ployee relations, human relations, etc. 
Will relocate. 


Write: Box 9 
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BUYER 


National Company, Midwest- 
ern location, requires buyer 
experienced in one or more 
of the following categories: 
castings, iron and steel; ma- 
chined parts and_ sub-con- 
tracting; tooling, including 
special design, jigs and fix- 
tures. Two to four years 
active purchasing experience 
required. Degree in business 
administration or engineer- 
ing. Forward detailed resume 
including past salaries and 
anticipated remuneration to 
Box 438. 











Experience: Five years in all phases of 
production buying in very diversified, 
medium size firm. Finished parts and 
raw materials with emphasis on plas- 
tics, rubber, electro-mechanical com- 
ponents, electrical insulation, paint, 
packaging, wood products and adhe- 
sives. Also MRO supplies. Extensive 
engineering liaison in above areas. 
Age 27. 

Education: B. A. Bus. Adm. with some 
engineering—Michigan State University, 
1956. 

Will relocate, but prefer Western Mich. 
Write: Box 15 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all cor- 
respondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 











MATERIALS MANAGER 


Michigan manufacturer of 
industrial air conditioning 
equipment has a_ position 
available for an executive ex- 
perienced in the field of ma- 
terials management. Candi- 
dates should possess a strong 
management background in 
the areas of production plan- 
ning & scheduling, stores and 
inventory control, purchasing, 
traffic, and shipping & receiv- 
ing. Should have knowledge 
of the methods of manufac- 
ture utilized to produce in- 
dustrial fans, blowers, com- 
pressors, heat exchangers, 
and dust collectors. Experi- 
ence in mechanization of 
records and controls helpful. 
Submit complete resume in 
full confidence to: Box 437. 











Experience: Five years P. A.—prime 
contract—no disallowed purchase or- 
ders. One year multiplant P. A., re- 
fractories. Two years senior buyer elec- 
tronics and explosive actuated devices. 
Supervised purchasing, receiving, 
stores, clerical. 

Education: Completed two year certifi- 
cate retailing and marketing Washing- 
ton University, St. Louis, Mo. 

Will relocate. 


Write: Box 36 


Experience: Industrial purchasing, val- 
ue analysis, government CPFF and 
fixed price prime contract and/or sub- 
contract negotiation. Administration, 
traffic management and a_ working 
knowledge of mechanized data process- 
ing systems. Experience largely in 
electrical & electronics industries. 
Education: Accounting and electrical 
engineering. 

Will relocate. 

Write: Box 11 


Experience: Am familiar with mine & 
mill operation, purchasing and cost ac- 
counting. 14 years experience in mine, 
mill warehouse and purchasing. Have 
established a perpetual inventory sys- 
tem in two operations where I have 
worked. 

Education: One year of college. 

Will relocate, but prefer Utah or Ariz. 
Write: Box 14 
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TubeXperience in action 


Wind Velocities to Mach 7 Prove 
Needle-Size Superior Stainless Tubing 


Manometer lines of Superior Type 304 stainless tubing, 
drawn to needle size, withstand the vibration caused 
by air speeds beyond Mach 7 and internal pressures as 
high as 5000 psi in FluiDyne wind-tunnel tests of 
missile component models. And they have been in 
some assemblies for 344 years without cracking, pin- 
holing or buckling. 


FluiDyne Engineering Corp., one of the major de- 
signers of such test facilities, attributes the long life 
of this Superior tubing to both its high modulus of 
elasticity and its resistance to the corrosive effects of 
mercury and soldering-flux acid. 


Ductility is a big advantage, too. This permits the 
Superior tubing to be easily hand-bent into complex 
shapes for application in wind tunnels and readout 
equipment. 


Filling stainless steel tubing orders that call for tiny 
needle tubing in gages from 6 to 33 or tubing with 
OD’s as large as 1.125 in. calls for the resources 
Superior has to offer. Why not investigate us as a 
source of small-diameter stainless tubing. Catalog 21 
describes the types and analyses available. Also gives 
tips on its selection and application. Superior Tube 
Company, 2034 Germantown Ave., Norristown, Pa. 


Syoerrar (ade 


All analyses .010 in. to Yin. OD—certain analyses in light walls up to 24 in. OD 
West Coast: Pacific Tube Company, Los Angeles, California * FIRST STEEL TUBE MILL IN THE WEST 
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TYLER OFFERS UNIQUE QRRQRQRQRQRRRRE 
PAKADAK-AAAAA 
QOOOOOOOODOIOO 
TECHNICAL SERVICE IN SCREENING SRR 
22995) 
An abrasive manufacturer wanted to know how to separate his raw material 
in several different grit sizes—sent a sample to the Tyler Customer 
Laboratory. Here the material was separated on production-size vibrating 
screens, with a variety of wire cloth types, permitting positive recommenda 
tions on equipment and wire cloth for each specification desired 


This type of technical service will help you obtain—in your own plant — the 
lowest possible screening cost. Call Tyler for help on your separation problems 
From thousands of types of Tyler woven wire cloth, we can recommend the 
right type for your requirements 


Service 
1 


Standard of the world Tyler Standard Testing Sieves are recognized 
world-wide as the standard for classification of granular materials. This testing 
equipment tells you what sizes are present in raw materials, relative proportions, 
and helps you meet specifications and control quality. 

TYLER CUTS YOUR COST OF SCREENING 


@ Requirements matched from world’s broadest line of wire cloth @ Fast shipments 
e i i I > R from the industry's largest inventory @ Technical service backed by unique Customer 
Service Laboratory. 


THE W.S.TYLER COMPANY Cleveland 14, Ohio» OFFICES: Atianta* Boston « Chicago * Dallas « Los Angeles » New York « Philadelphia 
Pittsburgh « Sait Lake City « San Francisco « The W 


S. Tyler Company of Canada, Limited, St. Catharines, Ontario « OFFICE: Montreal 
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HTT] 


KK 


parts per pound 


from 


most metals 


Olin Aluminum’s cold processed 
rod and screw machine stock 
gives you up to three times as 
many parts per pound as fer- 
rous metals or brass. Olin’s 
cold processed method produces 
rapid cutting aluminum stock 
with finer grain for better ma- 
chining characteristics. Fewer 


secondary operations are neces- 
sary in many cases, and the 
blemish-free metal results in 
better finishes. A full range of 
color-coded alloys, in rounds 
and hexagons, in a wide range of 
sizes, are immediately available 
from the stocks of your nearby 
Olin Aluminum Distributor. 


For More Facts Write No. 153 on 
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TUTTI 


ITTTTTTT 


parts per pound 


from Olin cold processed 
aluminum rod and bar 


All Olin Aluminum advisory 
services are available without 
charge to manufacturers who 
want to convert machining op- 
erations to aluminum, who are 
developing a new aluminum 
product, or who have questions 
about selection or app ication 
of any Olin Aluminum alloy. Q 


Olin 
ALUMINUM 


400 PARK AVE NEW YORK 22. NEw YORK 
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